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Government Intends 
To Proceed Slowly 
On Crop Insurance 


Company Executives Do Not See 
Niedvistredion Rushing Ahead 
With New Plan 


WALLACE OUTLINES SCHEME 
Tells Washington Conference He 


Hopes For Insurance Company 
Aid on Technical Phases 

















Stock and mutual insurance company 
executives who conferred in Washington 
last Thursday with President Roosevelt’s 
committee on crop insurance came away 
with the feeling that the Government is 
going to proceed slowly with its crop 
insurance experiment and will not try to 
put into effect soon a comprehensive 
scheme for protecting all farmers against 
financial loss because of commodity price 
changes or actual loss of crops through 
drought or other hazards. Secretary 
Wallace, chairman of the crop insurance 
committee, told the insurance leaders and 
also representatives of farm organiza- 
tions, who met with the committee last 
Friday, that no programs have been fin- 
ally agreed upon. 








+ 


Secretary Wallace said that the com- 
mittee is centering its investigation of 
the feasibility of crop insurance on the 
insurance of crop yields. He also said 
that the committee is unlikely to pro- 
pose any plan for insuring farm prices 
and incomes directly but that the insur- 
ing of yields would contribute to greater 
stability of both prices and income. In- 
surance would be optional with farmers, 
he said, and rates should be based 
largely on the production record of in- 
dividual farms as hazards vary consider- 
ably in different parts of the country, 
Company Executives Present 


Among representatives of insurance 
companies were R. M. Bissell, Hartford 
Fire; Harry P. Cooper, National Asso- 
“ation of Mutual Insurance Companies, 
Indianapolis, Ind.; Harry P. Cooper, Jr., 
National Association of Mutual Insur- 
ance Companies, Indianapolis, Ind.; 
. M. Culver, Continental, New York 
City; A. V. Gruhn, American Mutual 
iltance, Chicago; Wilfred Kurth, Home 
tsurance Co., New York City; John O. 
att, Insurance Company of North 
America, Philadelphia; Paul I. Rutledge, 
armers Mutual Hail Insuranee Co., 
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By far the best program the Life Advertisers Association 
has yet had is that of the fourth annual meeting, held this week 
in Chicago. The entire ensemble of life insurance advertisers 
has a place. The speakers are executives of many of the 
companies, a faculty member of Yale and a faculty membefrof 
Vanderbilt, the ablest advertising men of the companies, repre- 
sentatives of the Life Insurance Sales Research Bureau and 
I. R. & R, and the art director of a prominent advertising 
agency. Greetings were brought by President W. J. Cowles 
of the Life Advertisers Association of Canada, and by 
Alexander E. Patterson, President of the National Association 
of Life Underwriters. There is a splendid exhibit of the various 
forms of advertising material, including house organs and 
bulletins. 


















The Association was founded in 1933, and now, vigorous 
with steady growth, has 98 company members, represented by 
131 individual members. Membership is limited to life insur- 
ance representatives. 






This organization has already become one of major useful- 
ness among inter-company Associations. 
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Opposes Guaranteed 
Interest Rate Under 
Settlement Options 


Dr. Claude L. Benner Says Its Com- 
mercial Banking Function Not 
Insurance 


PAY CURRENT RATE EARNED 


Low Rate for Decade or More; 
Sees in Future Plenty of Satis- 
factory Investments 














The prospect of a period lasting many 
years, perhaps a decade or two, of low 
interest earnings on investments poses 
a problem for life insurance companies 
as to policy proceeds subject to with- 
drawal that should be faced now, in 
the opinion of Dr, Claude L. Benner, 
vice-president of the Continental Amer- 
ican Life, who spoke on the subject 
before the Life Agency Officers-Re- 
search Bureau meeting in Chicago this 
week. Dr. Benner is the investment of- 
ficer of his company, was formerly pro- 
fessor of economics at the University of 
Delaware and Michigan University from 
which latter he has a Ph.D. degree. 
Author of several books on money and 
credit, he was a member of the staff 
of the Institute of Economics, Washing- 
ton, D. C. 

“It is utterly impossible today pfop- 
erly to invest funds subject to with- 
drawal and earn more on them than 
one-half of 1%,” said Dr. Benner. “This 
is purely a commercial banking propo- 
sition—not an insurance proposition at 
all. The situation is somewhat different 
where the proceeds are definitely tied 
up and must remain with the company 
until the expiration of the period over 
which the agreement covers, for in these 
cases it is possible to invest the proceeds 
left with the companies in long term 
securities.” 


Would Not Guarantee Interest Rate 


It is the view of Dr. Benner that the 
settlement options should be modified 
so that there would be no guarantee of 
a minimum interest rate on proceeds 
left with the company subject to with- 
drawal. 

“Why is it necessary that a life insur- 
ance company deliberately accentuates 
the seriousness of this phase of the 
business by guaranteeing to all policy- 
holders who have built up funds in the 
company an option which is not essential 
to the insurance business, which, in the 
long run, is of no benefit to the policy- 
holders as a class, even if a few may 
benefit by it at certain periods of time 
and which can conceivably do a good 
deal of harm to the companies,” he 
said. “Certainly I would permit the 
proceeds of the policies to be left under 
the various settlement options but 
would not guarantee a minimum rate of 
interest under any circumstances on 


(Continued from Page 16) 
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Prog d Package Selling 
One important development of the 1920’s in life insurance 

: A ° The com 
selling was “programing”. During the 30’s, however, changed sian 
¢,¢ e prepare ll 
conditions caused agents to concentrate on “package” selling. mation 

seri 
Package selling was simply selling a policy to meet one specific tg 
need —there was no conflict with programing — it was merely i 
selling the program by units. ed 
replat 
tage | 
That is one reason why Northwestern Mutual agents have Pa 
. e . k L. 
been equipped during the past three years with a complete see d 
. . ° he Agenc 
kit of selling tools for each major need as served by some : week 
. ry e e e lief that 
principal plan of life insurance. These coordinated tools eld force 

su 
included spotlight prospect cards, pre-call mailers, duplex —, 
prospect letters, personal build-up letters, special purpose oe a 
booklets, and presentation forms. lave. sign 

d th 
y = Cowl 

F The Fac 
During 1936, many more program sales have been made. In a co 
aie A = statement 
To help facilitate the tying together of these. package units joa. 
. ° mathema 1 
into a complete program, new programing sales tools have nd wong 
been released to the agency force. Included are a new duplex oo 
letter, a personal build-up letter, and a short analysis form — all ~ sea 
e e e e Mutual L 
leading to programing. Linked with the Company’s long resident 
= n alentine 
proven “Million Book”, these tools enable agents to be Prudential 
wary, 

thoroughly in tune with the times as they serve their prospects ~ orl 
and clients. si tifen 
Thompson 
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The assets of the Northwestern Mutual, as reported to state insurance — 
departments, now total a billion dollars—a great estate adminis- (2) Ord 
tered for the mutual welfare and protection of more than 600,000 Son or 
policyholders with 3 billion 700 million of insurance in force. hist Ten 
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The committee on replacement of the 
jssociation of Life Agency Officers has 
prepared in pamphlet form the exact in- 
jormation that should settle the two as- 
sertions commonly used to twist policies. 
These are: 

|, The assertion that there is an_ab- 
sorption of the legal reserve in a 
death claim payment. 

2, That a legal reserve policy may be 
dropped and a new one taken in 
replacement with financial advan- 
tage to the policyholder. 

This pamphlet, called “Replacement 
and the Policyholder,” was presented by 
Frank L. Jones, vice-president Equitable 
Society, chairman of the committee at 
the Agency Officers meeting at Chicago 
this week. Mr. Jones expressed the be- 
lief that with the cooperation of the 
feld force within a few months the in- 
surance buying public will appreciate the 
principals of legal reserve life insurance 
and that the problem of replacement will 
decrease when business and social con- 
ditions are more nearly normal. There 
are now ninety-seven companies that 
have signed the replacement program 
and the committee reported that re- 
plaement is declining markedly. 

The Facts About Reserves and Cost 
In a concise and yet comprehensive 
statement in the committee’s pamphlet 
John S. Thompson, vice-president and 
mathematician Mutual Benefit, answers 
the question, “Is the reserve on a life 
insurance endowment policy forfeited on 
the insured’s death?” Among other au- 
thorities contributing facts in answer to 
replacement arguments are John A. 
Stevenson, executive vice-president, Penn 
Mutual Life; E. M. McConney, vice- 
president and actuary, Bankers Life Co.; 
Valentine Howell, associate actuary, 
Prudential; W. L. Blackadar, assistant 
actuary, Equitable Society, and the ac- 
tuarial department of the Connecticut 
Mutual Life. 

In showing the facts about the cost 
of different forms of insurance Mr. 


Thompson makes the following explana- 
ion: 


Our object now is to consider the gen- 
eral nature of policy reserves and how 
they are related to the “cost” of the 
policyholder’s insurance, Such illustra- 
tive figures as may be used will be on 
the American Experience 3% net basis, 
whereby it is assumed that: (1) mor- 
tality is according to the American Ex- 
perience Table, (2) all premiums are in- 
vested, as soon as received, to earn 3% 
per annum, (3) death claims are paid at 
the end of the year of death, and (4) 
there are no expenses. 

on applicant 30 years of age desires 
+1000 of insurance. It may be had on 
‘great variety of plans. Four plans 
which differ widely in cost and char- 
ater are: 

(l) Yearly Renewable Term, popular- 
Y teferred to as the “cheapest plan” of 
fotection, the net annual premium for 
Aes year being $8.18; 

f ) Ordinary Life, the lowest-priced 
, ‘manent policy, with a net annual pre- 
mum of $18.28: 

heh Ten Year Endowment, one of the 
=m. eced annual premium forms, 
and | "et annual premium of $88.96; 


o Single Premium Ten Year Endow- 
The he net premium being $753.35. 
€ amount payable in the event of 





the insured’s death during the first pol- 
icy year is $1,000 in every case, 
What the Figures Show 

A few figures will show that the ex- 
pressions “cheapest,” “most expensive,” 
etc., are misnomers and that, at a given 
age, insurance is at the same rate under 
every plan. 

The death rate at age 30, according to 
the American Experience Table, is 
008427. If a large group, entering at 
age 30, are insured for one year and 
each pays $8.18 per $1,000, the premium 
with interest will suffice to pay the 
claims during the year, no more and no 
less. The insurance fund created at the 
beginning of the year is exhausted at 
the end of the year. There is no re- 
serve at the end of the year, The 
amount at risk is the full $1,000. 

Under the Ordinary Life contract a 
reserve of $10.49 per $1,000 is accumulat- 
ed at the end of the year so that the 
“net risk” is $989.51—that is, the dif- 
ference between the face of the policy, 
$1,000, and the reserve. This is the 
amount of insurance which the insured 
purchases and the company furnishes 
during the first year. At $8.18 per $1,000, 
the cost of insurance of $989.51 is $8.10 
at the beginning of the year. As the 
policyholder pays a premium of $18.28 
there is an “excess payment” of $10.18 
which, with $0.31 of interest for one 
year at 3%, accumulates to the reserve, 
above mentioned, of $10.49. The develop- 
ment of the transaction during this first 
year is, in financial effect, the same as 
if the annual premium of $18.28 were 
divided into two parts, (1) $8.10, used 
to purchase $989.51 of one year term 
insurance, and (2) $1018 deposited in a 
savings account to accumulate to $10.49 
at the end of the year; if the insured 
dies, his estate has $1,000 at the end of 
the year. 

When the annual premium Ten Year 
Endowment is purchased the reserve ac- 
cumulated is much larger than in case 
of the Ordinary Life policy, being $83.91 
at the end of the first year. Thus the 
net insurance for the year is only $916.09, 
costing, at $8.18 per $1,000, only $7.49. 
The annual premium, $88 96, exceeds the 
cost of the protection, $7.49, by $81.47, 
which, with one year’s interest at 3%, 
$2.44, creates the reserve, $83.91, above 
quoted. 

In case of the Single Premium Ten 
Year Endowment policy, only a small 
portion of the premium is used for in- 
surance, the reserve at the end of the 
first year being $774.05 and the net risk 
being only $225.95. The cost of this in- 
surance at $8.18 per $1,000 is $1.85. The 
balance, $751.50, of the net single premi- 
um of $753.35, with one year’s interest, 
$22.55, at 3%, produces the large reserve 
of $774.05. 

In each case (except when Yearly Re- 
newable Term Insurance is purchased) 
the introduction of an “investment fea- 
ture” has reduced the amount of insur- 
ance actually needed but has not reduced 
the cost of that insurance per $1,000 at 
risk which depends on the attained age. 
In every case there is no “forfeiture” of 
the reserve; the insurance provided by 
the policy is sufficient when added to the 
reserve to make up the face amount of 
insurance guaranteed by the contract. In 
every case the policyholder gets exactly 
what he has paid for. 

Computations on Cost 
“The inducement to replace an ald pol- 











FRANK L, JONES 


icy with a new one is usually accom- 


panied by mathematical computations 
which are designed to convince the pol- 
icyholder that the replacement is of fi- 
nancial advantage to him,” says the com- 
mittee report.: “Unfortunately, these 
computations are often, and even usually, 
limited to fewer factors in the case than 
actually exist.” The committee had sev- 
eral computations prepared to give the 
facts in connection with specific cases. 
One computation by Valentine Howell 
was as follows: 


Let us assume, as a fairly typical case, 
that an agent, in making a so-called 
“audit” of a 40-year-old client’s insur- 
ance policies, finds that this client is 
carrying a $10,000 Whole Life Policy is- 
sued at age 30 in the Prudential. This 
policy contains the Disability Benefit is- 
sued by the Prudential at that time with- 
out specific extra charge and the Ac- 
cidental Death Benefit for which there 
was a charge of a dollar a thousand. The 
Disability Benefit provides, in addition 
to the Waiver of Premium, for the ma- 
turity of the face amount of insurance 
in event of disability before age 60 
either in instalments or through the pay- 
ment of interest on the face amount of 
the policy, retained by the company. In 
effect, therefore, the insured is in pos- 
session of a Disability Income Benefit 
of approximately one-third the usual 
amount ($350 a year) for which no extra 
charge has been made. The agent fur- 
ther finds that this policy, now ten years 
old and with the premium of $218 now 
due and unpaid, is subject to a loan of 
the full ninth year loan value of $960. 

Suggestions by Agent 

The agent may make a number of sug- 
gestions in connection with this insur- 
ance. First he may suggest that the 
policyholder switch to one of our Mod- 
ified 5 policies issued at age 40 in the 
amount of $9,000 (which is roughly 
equivalent to the net protection fur- 
nished under the present policy) for 
which the premium, including the Acci- 
dental Death Benefit, amounts to $163.80 
during the first five years and $314.10 
thereafter. 

On the other hand, if the agent is 
actually interested in the insured’s wel- 
fare, in place of a policy calling for a 


Experts Set Up the Facts On REPLACEMENT 
o» POLICYHOLDERS; I wisting 


Declining 


cheaper premium he might suggest that 
the applicant continue his present policy 
in force and add to the net premium 
payment on his present policy an addi- 
tional payment sufficient to repay the 
loan on the policy in instalments over a 
period of ten years. 

The total annual payment required to 
pay loan interest and to repay the loan 
over the ten-year period amounts to 
$130.44, which must be added on to the 
premium on the old policy each year, so 
that allowing for dividends on the basis 
of the current dividend scales, the net 
premium payments required from the 
policyholder over the next thirteen years 
on each of the two plans will be as fol- 
lows: (Payments are taken to the near- 
est dollar for simplicity.) 


Excess 
Payments 
Present Required 
Insurance Modified 5 if Present 
Duration Continued Policy Insurance 
of Policy in Force Substituted Is Continued 
10 313 164 149 
11 311 164 147 
12 309 132 177 
13 308 131 177 
14 306 131 175 
15 304 281 23 
16 303 265 38 
17 301 264 37 
18 299 262 37 
19 297 261 36 
20 164 260 —96 
21 162 258 —9%6 
22 159 257 —98 


At the end of thirteen years, there- 
fore, the following situation holds: The 
agent has induced the policyholder to 
pay a net total of $706 more in premi- 
ums. The value of the present policy 
at the end of the twenty-second year, 
with the loan completely repaid, amounts 
to $3,100. The cash value of the sub- 
stituted policy would have been $1,665, 
so that in exchange for this extra pre- 
mium the insured has a policy worth 
$1,435 more at this point. If these extra 
payments had been accumulated at 6%4% 
interest, they would have amounted to 
exactly this additional value, so that even 
if both policies were terminated at this 
point the agent has given the insured an 
opportunity to invest his annual savings 
in a building and loan proposition that, 
with absolutely no risk of loss, has net- 
ted him 6%4% over the period, 

Furthermore, the present policy then 
requires a net payment of less than $150 
a year annually to maintain $10,000 of 
insurance in force, whereas at least $250 
a year would be required on the $9,000 
of protection on the Modified 5 basis. 

With interest rates at their present 
level, could any conscientious agent hes- 
itate which suggestion to make to the 
insured? I am quite aware that the 
answer will be that the insured has not 
at the present time sufficient funds to 
follow the first program. My profound 
belief, however, based on a continuous 
review of inspection reports on these 
very applicants, is that such is not the 
case and that these very applicants 
whose insurance is being so mercilessly 
“readjusted” to give them the benefit 
of lower premium payments are at the 
same time investing a moderate amount 
of savings in building and loan or other 
projects which at tht present time can- 
not compare with the suggested plan 
from the viewpoint of either yield or 
saving. 

I might say that this 6%4% interest 
throughout in the above proposal is the 
lowest rate of return that was indicated 
in any of the examples that I have had 
investigated. 
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Twenty Past Presidents of 
Association Planned Dinner 


Twenty past presidents planned the 
gala dinner jubilee under the general 
chairmanship of Reginald T. Wheeler, 
New England Mutual, Edward W. Sel- 
vage, Connecticut Mutual; Jay L. Lee, 
Phoenix Mutual; Charles F. Pierce, 
Aetna: and George B. Graham, North- 
western were in charge of the dinner 
arrangements Joseph F. Nash, State 
Mutual, was in charge of entertainment, 


vhile Frederick A. G. Merrill, State 
Mutual, and Charles F. Adams, Equit- 
able, collaborated in compiling the his- 
tory which appeared in the souvenir 


menu, and which is reproduced elsewhere 


on this page. Percy G. Lapey, John 
Hancock, was in charge of finances; 
Sidney Wertimer, Prudential, handled 
publicity: and Newton FE. Turgeon, 


Union Central, shaped the program 





JULIAN S. MYRICK 
Toastmaster 


Supervisors Get Tips On 
Training from Penn Coach 

Philadelphia life supervisors had a sur- 
prise speaker—Lawson Robertson, track 
coach of the University of Pennsylvania 
and head coach of the American Olym- 
pic Team—at their luncheon meeting 
this week. Robertson didn’t talk about 
life insurance. He discussed the hand- 
ling and training of men, a closely re- 
lated subject from the supervisors’ stand- 
point. 

Replying to a question from the floor, 
as to the treatment he used in handling 
a man in whose ability he had faith, ‘but 
who lacked confidence in himself, the 
Penn coach said that most people thrive 
on encouragement and praise. That if a 
man is continuously told that he is good, 
he will eventually so turn out. “You 
must instill in the man the idea that he 
is better than he really is,” he said. 

A parting shot of coach Robertson’s 
was, “Never think in terms of defeat.” 
He backed up that statement with stor- 
ies of stars on the track and field who 
had predetermined their goals. He 
pointed out that nine-tenths of effici- 
ency is preparedness and that the mod- 
ern coach has his preparedness made 
weeks in advance. 


STATE MUTUAL LIFE INCREASE 
Closing its October business with a 
16.49% gain over October, 1935, the State 
Mutual Life chalked up the fourteenth 
consecutive month in which paid business 
has increased over the corresponding 
month of the preceding year. For the 
first ten months of the year the com- 
pany is 11.5% ahead. 
DINNER FOR PHILIP O. WORKS 
A sufprise dinner party for Philip O. 
Works, general agent, Penn Mutual, St. 
Louis, marked his third anniversary with 
the agency 





Buffalo Association Celebrates 
Golden Jubilee; 500 At Dinner 


By P. D. Fahnestock 


suffalo, Nov. 9.—Fifty, years of con- 
constructive service to its members and 
to its community drew a fitting celebra- 
tion as the Buffalo Life Underwriters 
Association observed its golden jubilee 
with a dinner at Hotel Statler Monday 
evening, More than 500 members and 
guests of the association gathered to 
mark halt a century of progress in ad- 
vancing the standards of life underwrit- 
ing and of improvement of the profes- 
sional and financial status of members. 

Harlan M. Walker, president of the 
Buffalo group, called the diners to order 
with brief introductory remarks. He 
paid a tribute to the banquet committee 
headed by Reginald T. Wheeler for the 
thoroughness of their planning. William 
H. Joyce, oldest living past president of 


the association, and its head in 1901, 
read a list of similar executives who 
have passed beyond, as the audience 


stood in silent tribute to their memory. 
Julian S. Myrick Toastmaster 

Toastmaster Tulian S. Myrick, past 
president of the National and State 
Associations of Life Underwriters, com- 
mented ‘briefly on the significance of the 
occasion before introducing the four 
principal speakers of the evening. “The 
life underwriters of America had been 
selling social security to the citizens of 
the United States for nearly ninety 
years before the Federal government 
gave serious thought to that subject,” 
Mr. Myrick declared. “Associations like 
yours have two principal objectives which 
must be kept in mind constantly. One 
is to educate your own members to work 
more effectively; the other is to give 
the public a better understanding of 
the institution of life insurance and the 
things it represents,” he added. 


Hear National President Patterson 


Alexander E. Patterson presented the 
greetings of the National Association of 
Life Underwriters, of which he is presi- 
dent, to the audience which filled the 
main ball room of the hotel. He said 
it was apparent from the great number 
of underwriters present that the Buffalo 
organization not only is sound but is 
progressing. 

“The first job of vour National Asso- 
ciation,” said Mr. Patterson, “is to in- 
form the public about the institution of 
life insurance. One good way to do this 
is to get prominent persons outside our 


own field of endeavor to give statements 
showing what insurance means. Then 


we must further efforts to bring about 
a better understanding of life insurance 
on the part of all our legislative bodies, 





HARLAN M. WALKER 


Buffalo Association President 


whether in Washington or in the state 
capitals. These assemblies must give 
proper consideration to the 63,000,000 
Americans who have life insurance. 
“Another need of our business is to 
cooperate closely with the agency prac- 
tices committee especially in elimination 
of part time agents in cities of 50,000 
and more. So far fifty-seven companies 
have signed the agreement set up to 
eliminate such unsound practices as this. 
I can not see why any company should 
refuse to follow their example. We are 
not trying to dictate to anybody. The 
average fieldman applauds the companies 
which have signed this agreement and 
we are going to find out why others 
are refusing,” Mr. Patterson declared. 
He said general adherence to the 
agency agreement he had mentioned 
would lead to five helpful results. These 
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IMPORTANT OPPORTUNITY 





Are you ambitious to do mana- 
gerial work? Or does your present 
connection restrict your growth? 
Could you secure, train and inspire 
salesmen if you had full responsi- 
bility with a high-grade, whole- 
time agency? 


We are young, progressive, repre- 
sent one of the conservative billion- 
| dollar companies. We have an 
opening quite different from the 








for Agency -Supervisor 


Address Box 1281, The EASTERN UNDERWRITER 
94 Fulton Street, New York City 


A hoi a ne a Tr 








or Personal Producer 


usual supervisor’s job—different in 
the responsibility it carries, the co- 
operation it receives and the com- 
pensation it pays. 


If you are a young man, a college 
man, a man with some social back- 
ground, write confidentially for an 
appointment. Don’t go into details 
in your first letter. We will espe- 
cially welcome letters from our 
own organization. 











Buffalo Second Oldest 
Association In Coun 


The Buffalo Life Underwriters Ine 
was founded November 9, 1886. ' It 4 
the oldest association of any in the jit 
insurance fraternity, with the exception 
of that founded two and one-half years 
earlier in Boston. It was started foy, 
years prior to the organization of the 
National Association of Life Underwrit. 
ers of which body it has always been 
member. 

From a humble beginning, the Buffaly 
Life Underwriters, Inc. has attained , 
fine position of prominence. Its member. 
ship now numbers over 300, among whom 
are many who have become nationally 
distinguished. Buffalo provided the Ney 
York State Association with its first 
President, Edward I. Brown, Phony 
(now of Boston) and since has beer 
honored by having three of its member 
Newton E. Turgeon, Frederick AUG 
Merrill, and Sidney Wertimer, chose 
as chief executive of New York Sti 





are: The agreement will prevent “every. 
body in town” from selling life ingpr. 
ance: the public will have more Tespect 
for those underwriters remaining in the 
business; the survivors after the weed. 
ing out process will have a better chance 
to earn a decent living: underwriters yl 
be better trained; and insurance prob 
lems will be handled more efficiently 

Mr. Patterson concluded by saying lk 
thoucht any company which had to e. 
cuse a drop in sales by saying it wa 
forced by the agency agreement to re. 
duce its field force was “putting up. 
pretty poor alibi.” 

Harvey Weeks Praises Standards 

Harvev Weeks, former president of 
the Buffalo association and now vice. 
president of the Central Hanover Bank 
& Trust Co., New York City, spoke on 
the importance of life insurance in the 
economic life of the nation. 

“America has become the most power- 
ful economic unit in the world,” Mr 
Weeks asserted. “Our standards of liv- 
ing are higher than those of any other 
nation. And the institution which cdl- 
lected the savings of all the people ani 
put them at work developing our nz- 
tional resources has done more for the 
development of this country than ever 
we in the underwriting business can 
appreciate,” he added. 

Mr. Weeks cited the billions of do- 
lars of insurance money invested in var 
ous fields in this country to prove his 
point. He also pointed out that in de 
pression life insurance payments in this 
country far exceeded the increase it 
national debt due to relief necessan 
during that period. He closed his a¢- 
dress with high praise of underwriters 
for their social value to communities in 
which they work. 

Harrison L. Amber Former President 

Harrison L. Amber. also a former Buf- 
falo association president, spoke only: 
few minutes as he had to catch a trait 
for Chicago mid-way in the dinner pro- 
gram. Mr. Amber, now vice-president 
of the Berkshire Life, was in humorows 
vein. He said it took him five year 
to get people in Buffalo to speak to him 
and that while the process was a littl 
slower in New England those who spokt 
once there usually spoke a second time 
His remarks were warmly applauded « 
he recalled various incidents of his & 
reer as a general agent in Buffalo. 

Superintendent Pink Speaker 

Louis H. Pink, Superintendent of the 
Insurance Department of New York 
State, gave the concluding address. He 
said he felt that a new day has been 
reached in insurance selling in that tt 
no longer is necessary to sell the idea 
of insurance to the American people. 

“It is necessary only to retail the 
produce and see that the purchaser 
ceives what is best suited to his occup* 
tion, his financial condition and his fam 
ily status,” Mr, Pink told his audienct 

Commentine on recent criticism of lilt 
insurance appearing in the press, Mr 
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in the if, Mutual Caensh. Dein in Brooklyn ‘ » To Be Supervisor of Promotion, Farm 


> Exception F Penn Since 1933; Started in New Sales Organization; Eugene M. 





























town York in 1919 Reed New Editor 

r — 

Unde L. G. Saunders, general agent, Penn Robert H. Pierce, who for some time 

ays wy \utual, Brooklyn, is moving his agency has been editor of the Life Aetna-Izer, 
' into New York on Monday, November agency publication of the life insurance 

the Buffaj, § 16 The new offices, offering more space division of the Aetna Life, has been 

attained , and the opportunity for a larger agency, made supervisor of promotion in the 

'S member. 

tong whom 

nationally 
-d the Ney 
h its firs 
1, Phoenix 
has been ° 
S members, 

3 COMMENCE 
er, chosen 
‘ork State 
ae 

Ife insur. =] . ° 
Fe espe Getting the signature to the 
ling in the ~] } 
the weed. . . . 
ter Gi application is not the end, but 
writers wi . . . 
ance ai the beginning of real service 
efficiently ‘ 

- saying hy to our clients. 

had to ex. 

ing it wa 

lent to te. ° ° 

tting up 2 LG. SAUNDERS Contractual obligations com- 

andard; |} Will be located on the seventeenth floor mence when a man graduates 

esidest ¢ of the Graybar Building, 420 Lexington h ROBERT H. PIERCE 

now vee a New York. Room number is from prospect to policyholder. ? * 

"F 1701. : : company’s mortgage loan department, 
ae Mr. Saunders has been general agent Simultaneously we assume a aie Vice-President Stillman F. West- 
nee ia the in _—— 04 a. 1, mg “es heonke 

s seph A. Eckenrode, w on ope : : 
oss aa louse it eo a ier at ade wee moral responsibility to see P ae eek ae es 
orld” yp the temporary control, of the agency h h ° put considerable personality in it; and 
rds of liv. being under the J. Elliott Hall agency that the contract stays In in typography, illustrations, make-up 
‘any othep “tila new general agent was appointed. ia and reading matter it is one of the out- 
which co When Mr. Saunders arrived in Brooklyn force until its purpose is ful- standing company publications. It won 
seople ant on et 8 cashier and a supervisor in filled first position as an effective field maga- 
| _p the once but no agents. ed. zine in a vote taken some years ago by 
4 a th At the present time there are twenty- the Insurance Advertising Conference. 
than eve, (Wo agents in the organization, all of In his new position Mr. Pierce will do 
siness can ‘tem from Brooklyn and Long Island. considerable traveling in supervising 

, Over the three year span the agency has farm sales organization. 
ns of dof *eraged about $1,500,000 paid business A New York University man, he spent 
ed in var-f ‘ually. Monthly production has been a year with Standard Oil of New Jer- 
prove his the increase and for fifteen consecu- sey aS a correspondents’ supervisor. 
hat in dep ve months the total new business has Next he became sales manager of the 
nts in thief @ greater than for the same month Ambassador Sales Corporation, a radio 
icrease inp * Y°4" Previous. manufacturing and selling concern in 


New York City. After a year he moved 
to Hartford, joining the Aetna Life as 
editor of the Life Aetna-Izer. 


oneal . An agent who has made an outstand- 
od his af) 8 Production record with the Saunders 
“«..p agency is George A. Knox. He entered 


went the agency in October, 1933, and last Eugene M. Reed 
year was listed in ninth place among all New editor of the Life Aetna-Izer is 
Pesdiie Fenn Mutual agents in the country. Eugene M. Reed, graduate of Yale, 
After a long career in numerous sports where he got an A.B. degree. In 1923 


he completed the Aetna Life Group 
School course and became a Group life 
insurance representative, first in New 
York City, then in Cleveland. Trans- 
ferred to Hartford, Mr. Reed, since 1931, 


yrmer Buf- activities in an official capacity, - Mr. 
ke only} Saunders entered the insurance business 
ch a tranf in 1919 with the Graham C. Wells 
inner pro-— agency, Provident Mutual, New York. 
president } He later was with the Ben F. Shapro 
humorous agency, Penn Mutual, San Francisco, 
five years § and in 1928 entered the John A. Steven- 
ak to hin § son agency, Penn Mutual, Philadelphia. 





has been engaged in special sales pro- 
motion work, constantly in contact with 
the Group field organization. He has 











as a litte # He took over the agency at 26 Court prepared many folders, bulletins and 
who spoke Street, Brooklyn, in 1933. other literature. 

cond time 

lauded *@— REAL ESTATE SALES DOUBLE HERBERT W. RHODES DEAD 








of his Sales of real estate by Atlantic Life 4 Herbert W. Rhodes, 65, assistant 
ffalo. were exceptionally good in October, run- mathematician, Mutual Benefit, died last 
aker hing to $250,000, according to Angus O. week in a Montclair hospital after an 


ont of the wink, company president, Total ac- illness of three weeks. He had been 
lew York— SUNt of real estate sold under sale connected with the Mutual Benefit since 














tress, Hef SMtract has doubled in the last twelve INSURANCE COMPANY OF AMERICA 1889, the last fifteen years as assistant 
has been months. An increase has been shown mathematician. He is a brother of Ed- 

in that it} ™ the mortgage loan account, according ; ward E. Rhodes, vice-president of the 

| the idea — °° President Swink. Epwarp D. Durrietp, President Mutual Benefit, and Howard B. Rhodes. 
eople. ae 

bans the} METROPOLITAN LIFE CHANGES HOME OFFICE: NEWARK, NEW JERSEY IMPERIAL LIFE OFFICERS 

chaser ft: he Metropolitan Life has made three Frank P, Wood, president, Burling- 


ton Steel Co., Ltd., of Hamilton, Ont., 
and W. G. Morrow, vice-president and 
managing director, Toronto Savings & 
Loan Co. of Peterborough, Ont., have 
been elected vice-presidents of the Im- 
perial Life Assurance of Toronto. 


is occupa | *PPOintments in Montreal putting mem- 
1 his fam- § PCTS Of its field force in new territory. 
audience | > H. Leboeuf becomes manager of St. 
sm of life § “@Ms district; J. E. Aumais manager 
ress, Mr. § °!.Maissoneuve district, and E. Sarrasin 
8) manager in Lachine district. 














Page 6 






+— Li“e—- 


EE — THE EASTERN 





: ~ UNDERWRITEI . 


—<<<—— 


November 13, 193, 








Actuaries Report On 
Mortality Experience 


GIVEN BY DR. ARTHUR HUNTER 


Vice-President and Chief Actuary of 
New York Life Discusses Heart Mur- 


murs at Joint Meeting 





Before the joint meeting of the Ac- 
tuarial Society and the American Insti- 
tute recently an interesting report was 
presented by Dr. Arthur Hunter, vice- 
president and chief actuary of the New 
York Life, on behalf of the joint com- 
mittee on mortality. He stated that 
there were several impairments on which 
more recent information was desired 
and under which several large companies 
had contributed their data to the com- 
mittee. 

The principal classes were gastric and 
duodenal ulcers, with or without opera- 
tion, and gall bladder operations. The 
combined experience of these companies 
showed that there was an extra mortality 
of about 55% for more than ten years 
following the operation for gastric ulcer 
and of about 20% for more than ten 
years following the operation for duo- 
denal ulcer. Among cases of gastric or 
duodenal ulcer, where no operation was 
performed, the mortality experience 
after the lapse of several years from 
the date of attack did not deviate ap- 
preciably from standard mortality. When 
an operation for suspected ulcer was not 
considered necessary it is probable that 
in many of these cases the trouble was 
just a severe indigestion. It was noted 
that among operated ulcer cases the 
extra mortality continues for a long 
period of time subsequent to the op- 
eration while among unoperated ulcer 
cases the extra mortality falls off rap- 
idly. It should be borne in mind that 
the foregoing does not represent the 
mortality in the early years following 
operation as the general practice of the 
companies is not to issue policies even 
with an extra premium until after three 
years in the case of gastric ulcer or one 
year in the case of duodenal ulcer. 

One of the interesting points in his 
report was that men who had the gall 
bladder removed and within ten years of 
the operation were accepted for insur- 
ance had an extra mortality of about 
15% whereas men giving a history of 
drainage of gall bladder had a corre- 
sponding extra mortality of 35%. It 
was noted that among cases of removal 
of gall bladder there was a rapidly de- 
creasing extra mortality, while the drain- 
age cases showed only a slow decrease. 


Historical Review of Heart Murmurs 


A paper was presented by Dr. Hunter 
giving an historical review of the various 
mortality investigations of heart mur- 
murs and a new mortality experience 
under the principal types. He gave the 
basis of the New York Life forty years 
ago when it commenced to write under- 
average business, the relative mortality 
having been obtained by determining the 
number of years which the “declined” 
individuals lived, and if dead the date 
of death. This involved writing to the 
applicant himself, to the examining phy- 
sician, the inspector, the agent and the 
three friends mentioned in the applica- 
tion for insurance. Dr. Hunter traced 
the gradual increase in knowledge 
through the efforts of the life insurance 
companies, mentioning incidentally that 
he could find no information in any of 
the medical text books with regard to 
the relative mortality under the various 
types of heart murmur. Practically all 
the information concerning the relative 
mortality has been furnished by the 
American and Canadian companies. 

Dr. Hunter stated that the old group 
of functional heart murmur, as opposed 
to organic, were nowadays divided into 
five different groups, according to the 
conditions found by the examining phy- 
sician. Recent statistics indicate that 
such murmurs are not of much signifi- 
cance at the younger ages but at middle 
life and older life they cause an extra 
mortality of from 35% to 0%—the num- 
ber of deaths from heart disease being 


Edward D. Duffield Marks 
30th Year With Prudential 





EDWARD D. DUFFIELD 


On Monday, November 15, Edward D. 
Duffield, president of the Prudential, will 
complete thirty years’ service with the 
company. Members of the Prudential 
field force throughout the company are 
participating in a huge production cam- 
paign honoring the anniversary. 

Mr. Duffield entered the Prudential on 
November 15, 1906, as general solicitor. 
It was his intention at that time to re- 
turn to the private practice of law, but 
he became fascinated by the many prob- 
lems, legal and otherwise, presented in 
a growing life insurance company. 

On October 13, 1913, he was elected 
vice-president and a director of.the com- 
pany, Five years later he assumed the 
duties of associate general counsel and 
in August, 1922, he was elected presi- 
dent of the Prudential. 

A graduate of Princeton University in 
the class of 1892 he is one of the est 
known alumni of that famous institution, 
serving for a time in 1932 as acting 
president of the university. Taking an 
active part in public life and in many 
humane enterprises he has earned dis- 
tinction as a national figure as well as 
a leading citizen of New Jersey. 





twice the normal. Among the so-called 
organic murmurs the extra mortality was 
generally high, but there was one group 
which showed a mortality only slightly 
above the normal. 

One of the interesting points which 
he brought out was that where there 
was hypertrophy of the heart properly 
compensated (which means enlargement 
with a compensatory increase in the 
heart muscle) clinicians and medical di- 
rectors twenty-five years ago thought 
that the condition was just as satisfac- 
tory as in the case of some heart mur- 
mur with a heart of normal size. In- 


vestigations in the last few ycars have 
proved conclusively that a murmur with 
slight hypertrophy is more serious than 
in a heart of normal size and that mod- 
erate hypertrophy with most heart mur- 
murs creates a mortality of three or 
more times the normal. 

Heart murmurs following a history of 
rheumatism were considered as_ very 
serious by physicians of a generation 
ago. All recent investigations prove 
that they were right, although their 
opinions were not based on scientific re- 
search and that such a history increases 
the hazard substantially. 
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Connecticut Mutual 


Dividend Scale Same 


INTEREST REDUCED To 360, 
i0 





Board Authorizes Continuation of 1935 
Dividends in Coming Year; Presiden, 
1 is C ts 








The Connecticut Mutual Life will 
maintain its 1936 dividend scale jn 10x 
and the board of directors has authorized 
preliminary computations on the basis 
of the dividends in effect this year, Th 
interest rate credited in 1937 on option 
settlement contracts and dividends ej 
with the company to accumulate at jp. 
terest will be reduced to 3.6%, 

In announcing the proposed dividend 
and interest rates for 1937 Presiden: 
James Lee Loomis said: “The dividends 
to be apportioned to individual policies 
during a given calendar year are no 
formally voted by the board of directors 
of the company until its first meeting in 
January of such year because of charter 
provisions. However, a good deal oj 
preliminary work has to be done in or- 
der that the notices and receipts for Jan. 
uary may be prepared and sent out iy 
advance. 

“The board of directors has authorize 
preliminary computations for dividend 
to be credited in 1937 on the basis of 
the dividend formula in effect this year 
This formula was adopted a year age 
after a thorough study of current source 
of earnings in order that the distriby. 
tion to different policies might be a 
equitable as possible. 

“The company has for several years 
annually reduced the rate of interest to 
be allowed on optional settlement con- 
tracts and on dividends left with the 
company to accumulate at interest. Such 
readjustments have not fully kept pace 
with the decreasing average rate of earn. 
ings on the assets, Consequently the 
interest credit in 1937 on each of such 
funds is to be at the rate of 3.6%.” 


Felix Levy Gives Tips 
On Selling at Kee Agency 


Felix U. Levy, million dollar producer 
of the Engelsman agency, Penn Mutual 
New York, addressed members of the 
Wm. H. Kee agency, Mutual Life, 
Brooklyn, last week on the subject oi 
how to sell effectively. 

A few of the points that Mr. Lew 
made were briefly these: An organized 
sales talk stops you from out-talking the 
sale. Visiting is not prospecting. En- 
thusiasm is infectious. In the organized 
minimum income sales talk everything 
leads to the “yes” answer. There is a 
difference between property and income 
and most people today have reached the 
conclusion that property is not income 
The agent must have the urge to 
business. Worry about using high pres- 
sure is no excuse for not doing business 
Friends are a great source for busines 
and prospects—if your product is good, 
you should want your friends to have it 








CANADA LIFE NEW BRANCH 


New Offices at Oakland in Charge 
F. E. Bowen; C. H, Carpenter 
Named State Supervisor 

To extend its coverage of the state 0! 
California the Canada Life has opened 
a new branch at Oakland under mat- 
agement of F. E. Bowen, formerly dis 
trict manager for the company at Po 
mona, Calif, 

C. H, Carpenter, branch manager # 
Los Angeles, has been appointed super 
visor for the state of California. ! 
addition to his new responsibilities he 
will continue management of the Lo 
Angeles branch in conjunction with Nel 
Burton, assistant manager. 


FIDELITY MUTUAL INCREASE 
New life insurance written by the Fi 
delity Mutual in October was_ neatly 
$4,000,000, a gain of 20% over October, 








1935. Net terminations dropped 19% 
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North Jersey Ass’n To 
Hear Patterson Dec. 3 


0. SAM CUMMINGS MAY ATTEND 
V. Youngman Gives Sales Tips 
"OT seahoon This Week; Executive 
Group Meets 





There are two types of life insurance 
underwriters, one that hopes to get busi- 
ness and the other who knows how to 
get it, Arthur V. Youngman, DeLong 
agency, Mutual Benefit, New York, told 
members of the Life Underwriters As- 
sociation of Northern New Jersey at the 
jyncheon meeting Monday in the New- 
ark Athletic Club. He proceeded to tell 
ways of getting business, using some of 
the sales ideas that back up his business 
formula printed in The Eastern Under- 
writer last week. Guests at the luncheon 
included G. E. Williams and F, I. Wil- 
son, trust department, State National 
Bank of Newark. 

The date for the next meeting has 
been set for December 3 when Alexander 
FE. Patterson of Chicago, president, Na- 
tinal Association of Life Underwriters, 
will be the speaker. It is expected that 
0. Sam Cummings of Texas, vice-presi- 
dent of the National Association, will be 
present at that meeting also. — 
The executive committee in session 
prior to the luncheon Monday decided 
that the association will again contribute 
this year as in the past to the Com- 
munity Chest of Newark. Plans were 
discussed relative to the Pittsburgh gold- 
en jubilee meeting on December 7. The 
inter-agency speakers’ bureau of the as- 
sociation has a schedule of topics for 
takks ready to submit to general agents 
and managers of northern New Jersey 
for their approval. 





State Mutual Names Brown 


Manager in Stamford, Conn. 


Effective December 1 John K. A. 
Brown, now of Syracuse, will become 
manager for the State Mutual Life in 
charge of territory in southwestern 
Connecticut and Westchester County, 
N The agency office will be in 
Stamford, Conn. 

Mr. Brown has spent his entire busi- 
ness career in the insurance business be- 
ginning fifteen years ago. For twelve 
years past he has been with the Aetna 
Life. Beginning as special agent, three 
years later he was appointed supervisor. 
After serving two years in that post he 
became assistant general agent in Stam- 
ford and moved from there to Syracuse 
to become a general agent in the part- 
nership of Brown and Barnes, the posi- 
tion he has filled during the past five 
years, 

A native of Massachusetts, Mr. Brown 
was born and attended grade and high 
schools in Whitinsville. He received his 
AB. from Amherst in 1919, and while 
there was elected to Phi Beta Kappa, 
scholastic honorary. 





BOOKSTAVER AGENCY GAINS 





Production Campaign Honoring Mana- 
ger Elias Klein Sends Volume 45% 
Ahead in October 
The new paid-for life insurance busi- 
ness of the Jos. D. Bookstaver Agency, 
inc, Travelers, New York, showed an 
merease of 45% in October, 1936, com- 
pared with the same month in 1935. 
he agency has been showing consistent 
gains through the year. 
_ Much of the October business is a 
result of the production campaign in 
onor of Elias Klein, agency manager, 
on the occasion of his twenty-fifth an- 
mversary with the agency and with the 
Travelers, ‘ 


FORMER COMPANY HEAD DIES 
Judge Joseph F. Dickmann, who drop- 
. dead early on the morning of No- 
vember 4 while listening to election re- 
Fo was a former president of the 
Mies National Life and later of the 
“SSissippi Valley Life 


Conducting St. Louis Seminar 





C. PRESTON DAWSON 


Every afternoon this week C. Preston 


Dawson, production manager, Beers 
agency, New York, has been on the job 
from 2 to 5 o’clock conducting the sales 
seminar in room A-15 of the Railway 
Exchange Building in St. Louis, Mo. 
More than 300 life underwriters have 
taken part in the meetings. The seminar 
is being sponsored by the Life Under- 
writers Association and the Managers 
and General Agents Association of St. 
Louis. 





W. L. Hathaway to Retire; 
Territory Will Be Divided 


W. L. Hathaway, San _ Francisco 
branch manager, Mutual Life of New 
York, will retire from the business Jan- 
uary 1. Mr. Hathaway has been with 
the company forty-six years, having 
started as agent in 1891. He was first 
appointed manager in 1898 and has 
served in that capacity ever since, being 
the dean of the Mutual Life managerial 
staff. He is a recognized leader in his 
territory and nationally. 

The territory of the agency is to be 
divided. Gordon W. Hay, who started 
in the Hathaway agency in 1918 and has 
been agency organizer since 1928, will 
become manager of the San Francisco 
branch. H. B. Cadwell, manager at 
Pueblo, Colo., will be transferred to Oak- 
land as manager for the bay section and 
northern part of the state. 





Vv. D. BURGESSER WITH GRAHAM 





Agency Assistant in Aetna Life Agency 
Department Joins Springfield 
General Agency 
V. D. “Doug” Burgesser, who has been 
agency assistant in the life agency de- 
partment of the Aetna Life, has become 
associated with the company’s Spring- 
field office, James P. Graham, general 

agent. 

Mr. Burgesser joined the company in 
1920; spent several years as an under- 
writer in the accident and liability de- 
partment, and in 1925 joined the life 
agency department in promotion of ac- 
cident business. Among other talents 
he is an unusually good speaker, having 
addressed a number of Aetna Life con- 
ventions. His desire to sell insurance 
personally is responsible for his joining 
the general agency. 





MILWAUKEE MANA ERS MEET 
The Milwaukee Life Managers and 
General Agents Association met at the 
Hotel Schroeder October 30. T. H. 
Richey, manager, Travelers, Milwaukee, 
was the speaker. 


NEW MANACER FOR ACACIA 

Walter Phillips, former supervisor 
with the company, has been appointed 
manager for the Acacia Mutual Life in 
St. Louis. 


CLARIS ADAMS OHIO SPEAKER 

Claris Adams, president, Ohio State 
Life, was one of the speakers at the 
recent annual convention of the Ohio 
Association of Insurance Agents. In the 
course of his address he stressed the 
stabilizing influence of all fields of in- 
surance. He said: “Life insurance makes 
for social stability as property insurance 
makes for economic stability. These 
two great branches of one _ business, 
property and life, differing widely in prac- 
tice but closely akin in principle, supple- 
ment each other and help to make Amer- 
ica the most secure nation in the world 
against the vicissitudes of life.” 


JOHN W. W. STEWART DIES 

John W. W. Stewart, a director of the 
Monarch Life of Canada for many years, 
died last week. He was 69. Starting 
with the Imperial Life in 1897 he later 
became its western superintendent with 
offices in Winnipeg. He helped to found 
the Monarch Life in that city and be- 
came its managing director and vice- 
president. In recent years he was con- 
nected with Royal Canadian Securities, 
Inc., in Toronto. 


CHARLES E. BUGLER DEAD 
Charles E. Bugler, 80, retired sales- 
man of the Prudential, died Saturday. 
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Important 


Crises of Life 


THESE three advertise- 
ments, examples of our 
latest series appearing in 
national media, includ- 
ing The Saturday Evening 
Post, Time,and American 
Magazine, illustrate the 
new treatment of our 
message. Note the highly 
personal quality and the 
emphasis on the service 
of life insurance to the 
average man and woman 





“We'll be able to take it easy” 
“Twe way I look at it is this. T work pretty hard, 
m and certainly no one ever had a better wife 

Anorks 


know we have something to look forward to . 
fest... happiness . .. security and peace of mind. 
We'll be able to take it easy.” 

Mey we send you our interesting new booklet: 
 Betiing Finance! Independence with Cortes? 
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Dr. Huebner Cheered 
By Philadelphia Crowd 


STATEMENT ON DEVALUATION 


Audience Startled by Strong Support 
for Companies Return to 
Disability Field 


Cheers followed the remark of Dr.S.S, 
Huebner in Philadelphia last week that 
the height of inconsistency was to par- 
ade social security before the nation 
“but at the same time give no assurance 
of the value of the dollar in which the 
special insurance will be paid.” Another 
remark which drew tremendous interest 
from his audience was when he came 
out strongly for the life companies re- 
turning to the field of permanent and 
total disability. He termed this living 
death and an economic component of 
life insurance and said that as a teacher 
of insurance he had always contended 
that the subject of total and permanent 
disability belonged to the field of life 
insurance. And that he sincerely hoped 
that now, with the lifting of economic 
clouds, the companies would soon find 
their way clear to re-enter this field. 

Dr. Huebner was addressing the first 
educational conference of the Philadel- 
phia Association of Life Underwriters. 
He is professor of insurance, Wharton 
School of Finance and Commerce, Uni- 
versity of Pennsylvania, and president, 
American College of Life Underwriters. 
Henry McBratney, Provident Mutual, 
presided at the meeting, which was the 
first of a series of lectures. Discussing 
the economic fundamentals of life insur- 
ance Dr. Huebner compared the life 
policy to a sinking fund bond with a call 
feature. 

Calling for the application of the ap- 
praisal of life values on the same prin- 
ciple as the appraisal of property val- 
ues, Dr. Huebner throughout his entire 
talk stressed the idea that if property 
is all based upon the dollar value that 
individuals should base their value on 
that basis too. He repeated that there 
are three ways in which the dollar value 
of life can be lost: Sudden death, re- 
tirement death and living death. It was 
under living death that he made his 
statement about the disability field. 

While he urged that it was wiser to 
try anything rather than further devalu- 
ation of the dollar, at the same time he 
admitted that devaluation was the best 
argument for life insurance. That the 
average man today needed more life 
insurance in order to make certain of 
filling the family market basket because 
of the cheapened dollar. 

Dr. Huebner pointed out that if the 
principles of property management are 
applied to life insurance that life insur- 
ance would be better understood by the 
public. 





H. J. GRADY SALES DIRECTOR 


With Baldwin Agency Since July, 1935; 
Now Enters Supervisory Work * 
With Roswell W. Corwin 
Henry J. Grady has been made sales 
director in the Lathrop E. Baldwin agen- 
cy, New England Mutual Life, New 
York. He will work in conjunction with 
Roswell W. Corwin, educational director, 
in recruiting and field supervision. 
Entering the business in 1926 in the 
old L. A. Cerf agency, Mutual Benefit, 
Mr. Grady continued with the Beers and 
DeLong agency and in 1928 led their 
uptown agency. He joined the Baldwin 
agency in July, 1935, being the leading 
producer of the agency that year and 
for the first half of 1923. 


TO INCREASE CAPITAL 


Alliance Life of Peoria, IIl., which took 
over the Peoria Life, has filed notice of 
amendment to its charter to increase its 
capital from $493,750 to $600,000. The 
new stock will have a par value of $1 
a share and will be sold at $4. The 
Illinois department has approved the 
subscription contract. 


Buffalo Jubilee 


(Continued from Page 4) 


Pink declared: “This criticism has caused 
much concern to those engaged in this 
field. There is always a tendency in 


every great financial organization to take 
the attitude that whatever is, is right, to 
resist change and to resent criticism. 
Legitimate criticism is good for life in- 





SIDNEY WERTIMER 
Did Fine Job as Publicity Chairman 


surance. No institution is perfect. We 
can not be too conservative in invest- 
ment or in underwriting. But we must 
be responsible to demands for wider 
coverages, encourage sound economies 
which will result in the reduction of 
the cost of life insurance, we must be 
receptive to the opportunity for greater 
and more efficient service to mankind,” 
he added. 

Mr. Pink concluded with the declara- 
tion that life underwriters should always 
welcome the truth about their institu- 
tion and their companies, “The strength 
of life insurance is not propaganda but 
proven service and safety. Life insur- 
ance can well say ‘I stand on my rec- 
ord’,” he concluded. 


Many Prominent Guests 


Many men of high rank in Buffalo 
business life were among the head table 
guests. This group included Lewis G. 
Harriman, president of the Manufactur- 
ers & Traders Trust; James M. Carter, 
president of the Lincoln-East Side Na- 
tional Bahk; Rudolph Flershem, vice- 
president of the Marine Trust Co.; Ed- 
win A. Murphy, vice-president of the 
New York State Life Underwriters As- 
sociation; George H. Lyon, editor of The 
Buffalo Times; and William J, Conners, 
editor of The Buffalo Courier-Express. 

Attractive souvenir menus were given 
to the guests these including a brief his- 
tory of the Buffalo association, a list of 
present presidents also the roster of the 
present membership. 

Many local agencies had their entire 
sales staffs grouped around large tables 
and numerous impromptu social events 
followed or preceded the dinner pro- 
gram. Musical entertainment was pro- 
vided through the service. 


R. G. QUAILE IN PHILADELPHIA 


Reginald George Quaile, a consistent 
half million dollar a year producer, has 
become an associate of Dwight Johnson 
in the Herkness, Peyton, Bishop gen- 
eral agency, Continental Assurance, 
Philadelphia. Born in Salisbury, Conn., 
where his father was founder and head- 
master of the famous Salisbury School, 
Mr. Quaile identified himself early with 
insurance and has had an extensive and 
varied brokerage experience in Los An- 
geles, Hartford and Pittsburgh. He has 
had striking success in selling large 
eet juvenile policies in well-to-do fam- 
ilies. 





New England Mutual Will 
Maintain 1936 Dividend Scale 


Directors of the New England Mutual 
Life have voted $9,500,000 for dividends 
in 1937. The amount is $500,000 greater 
than the distribution for the preceding 
year. and continues the dividend scale 
payable in 1936 on all New England 
Mutual policies without reduction. 

The prevailing low rates of interest 
have convinced the company of the de- 
sirability of reducing the interest pay- 
able on trust funds by one-quarter of 
1%, from 440 to 33%4%. Interest on divi- 
dends left on deposit and on dividend 
additions will be at the rate of 314% in- 
stead of 334%. Dividends on additions 
on policies issued prior to 1908, when 
the company adopted the 3% reserve, 
are not affected. 

For the first ten months the insurance 
in force has increased by over forty- 
seven millions, or 444%, making the out- 
standing insurance on November 1 $1,- 
376,510,000. With one exception this is 
the largest ten months’ increase in the 
history of the company. 


Sees Move for Debtors to 
Under-Rate Capacity to Pay 


Thomas Bradshaw, president, North 
American Life, addressing an inaugural 
dinner of the Life Insurance Institute 
of Canada on November 5 struck a blow 
at forced debt reduction by legislation 
and said that debt adjustment problems 
could be settled amicably and without 
recourse to confiscatory legislation. He 
cited the voluntary adjustment scheme, 
involving about $75,000,000 arranged for 
the province of Saskatchewan. 

Mr. Bradshaw stated that a tendency 
for debtors to under-rate their capacity 
to pay, in an effort to secure as low 
a settlement as possible, was evident. 
He urged education for better citizen- 
ship and recognition that Canada has 
to be a trading nation with a good 
credit standing. Referring to forced debt 
reducting by legislation, he said that such 
a move strikes at the very root of prac- 
tically all thrift and savings; at the 
assets which are the security of every 
life insurance policyholder. 


ECKENRODE AG’CY PROMOTIONS 

The E, R. Eckenrode agency, Penn 
Mutual, Harrisburg, Pa., recently pro- 
moted four associates to the position of 
district manager. They are John E. Lark 
for Northumberland, Montour, and ad- 
jacent counties. Frank G. McCrea, for 
Cumberland County and adjacent terri- 
tory. J. Theodore Grosh, for Lancaster 
County, Harry B. Lau for Lebanon 
County. 


CLEVELAND MEETING TODAY 

The Cleveland Life Underwriters As- 
sociation is holding a luncheon meeting 
today in the Hotel Statler, Cleveland. 
Guest speaker is Henry Grossman, dis- 
trict manager, John Hancock, Detroit. 
Mr. Grossman entered the business as an 
agent in Boston in 1926. Successful from 
the start he was made district manager 
at Youngstown, O., in 1928, last year 
promoted to district manager Detroit. 


TO CASH NEEDY’S INSURANCE 

_The New Jersey State Financial As- 
sistance Commission has proposed the 
conversion of life insurance policies held 
by relief clients to cash as a means by 
which municipalities may reduce relief 
costs. Peter Plantinga, former head 
ERA Life Insurance Adjustment Ser- 
vice, has been placed in charge of the 
SFAC Life Insurance Advisory Service 
by Relief Director Mudd. More than 
$1,275,000 in insurance to relief clients 
was released in 1935 and the first four 
months of 1936, according to Mudd. 


C. B. KNIGHT PAID BUSINESS 

The C. B. Knight Agency, Inc., Union 
Central, New York, paid for $2,042,875 
new business in October, 1936, compared 
with $1,802,040 in October last year. 
Total business for the first ten months 
of the year is $17,583,211 compared with 
$23,156,968 in the same period, 1935. 


























any 
STANDARD 


(COMPARISON 

















National Life of Vermont 
To Continue Dividend Scale 


Directors of the National Life of Ver- 
mont have voted to continue the pres- 
ent dividend scale on all forms of Na- 
tional Life insurance except dividend ad- 
ditions for the year 1937. An increase 
of dividends on most policies was made 
a year ago and this scale is now con- 
tinued a second year, 

Regarding its interest rates the com- 
pany announced: “Due to the prevailing 
low interest now available on trust fund 
types of investments there will neces- 
sarily be a slight reduction during the 
year 1937 in the surplus interest distri- 
bution on funds left with the company. 
The basis of surplus interest distribu- 
tion on such funds will be 34% for 
the coming year.” 


OFFERING ACTUARIAL COURSE 








Hudson College in Jersey City to Start 
Classes Nov. 18; Harry Walker 
To Be Instructor 

Following a demand on the part of 
students Hudson College of Commerce 
and Finance, St. Peter’s College, Jersey 
City, N. J., is offering a course in actu- 
arial science to prepare for examinations 
of the Actuarial Society of America and 
the American Institute of Actuaries. 
Classes will be held Wednesday evenings 
starting November 18 and ending Apt 
7, 1937. 

The instructor in parts 1 and 2 of the 
course will be Harry Walker, actuarial 
department, Equitable Society, who 1s at 
associate of the Actuarial Society of 
America. Hudson College also ai- 
nounces a complete program leading t0 
the C.L.U. examinations will start Jant- 
ary 4, 1937. 


LOS ANGELES SPEAKER 
H. Bradford Trenham, an official of 





the California Tax Payers’ Association, 


was the speaker at the regular lunchedi 
meeting of Los Angeles Chapter Chaf- 
tered Life Underwriters November 4 
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Advantages of Acacia’s Agency Contract 


Building 
a Permanent and Increasing 
Renewal Monthly Income 


6 tee Acacia Agency Contract is for the man who 
plans to stay in the business. 


It pays liberal first-year commissions from the 
start. Here, its similarity to the ordinary contract 
stops. Acacia’s contract pays a renewal monthly in- 
come based on the agent’s total business in force and 
increasing as his business in force increases, during 
his entire connection with the Company. The ordinary 
contract pays renewals for only nine or ten years, if 
that long, when they cease automatically and have to 
be replaced by renewals from new business sold. 


Under the Acacia contract, the agent’s renewal 
monthly income starts during his first year when he 
gets his first unit of business in force, and increases 
thereafter with each additional unit. Under the ordi- 
nary renewal contract, renewals begin only with the 
payment of the second year’s premium. 


Under Acacia’s contract, the agent’s renewal 
monthly income increases in size as he grows older. 
Under the ordinary renewal contract, an agent’s re- 
newal income generally decreases as he grows older 
because each year, after nine or ten years, depending 
upon the contract he holds, the renewal income payable 
on business written nine or ten years ago automatically 
terminates. The man who holds that kind of contract 


is limited in his renewal earnings because after the 


51 Louisiana Avenue 


ninth or tenth year he has to write enough new busi- 
ness to offset the automatic terminations plus the ordi- 
nary lapses and terminations on his business in order 
to keep his renewal income level. Under Acacia’s 
contract there are no automatic terminations. 


The Acacia contract is therefore the only life 
insurance contract that does not limit a man’s earning 
power. 


In addition to this increasing monthly income 
feature, the Acacia contract also provides for a twice- 
a-year bonus for Quality Business. It provides for 
less work in old age, without decrease in monthly 
income. Also, protection against partial, temporary, 
and total and permanent disability, and, in addition, 
it continues the monthly income after his death by 
payments to the beneficiary based on the income the 
agent was receiving at his death. 


Acacia sells and believes in an old age retirement 
income and practices what it preaches in its agency 
contract. 


The best test of the value of Acacia’s contract is 
its profit to the men during the depression. 


We do not seek the agents of other companies 
but we want everyone to know of the advantages of 
Acacia’s Agency Contract. 


ACACIA 


MUTUAL LIFE INSURANCE COMPANY 


Chartered by the Congress of the United States in 1869 


Insurance in Force, over $360,000,000—Assets, over $65,000,000 
Branch Offices in 60 Principal Cities 


William Montgomery, President 


Washington, D. C. 
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L. A. A. President 


CHARLES C. FLEMING 


A native of Georgia, C, C. Fleming 
comes of an insurance family for his 
father was for the last fifteen years 


of his life secretary of the old South- | 


Eastern Tariff Association, Graduate of 
the Augusta Military Academy and the 
University of Virginia, from which he 
has a B.L. degree, he was admitted to 
the Virginia bar in 1917. After war ser- 
vice as second lieutenant with the 6lst 
Pioneer Infantry, Mr. Fleming joined 
the faculty of Augusta Military Academy 
but the opportunities of life insurance 
attracted him and he became a district 
manager at Staunton. Ten years ago 
he went to the home office of the Life 
Insurance Co. of Virginia in his present 
capacity as editor of publications and 
advertising manager. He served as treas- 
urer and secretary of the Insurance Ad- 
vertising Conference prior to the for- 
mation of L. A. 


Bankers National Appoints 
New Manager in Harrisburg 


The Bankers National Life has ap- 
pointed Donald A. Stevens of New Cum- 
berland, Pa., 
burg district. Appointment was made by 
William J. Sieger, vice-president and su- 
perintendent of agencies for the com- 
pany. Territory of the Harrisburg dis- 
trict includes Altoona, Johnstown, Lew- 
istown, York, Carlisle, Tyrone, Hanover 
and Lebanon. 

Widely known in Pennsylvania insur- 
ance and business circles. Mr. Stevens 
was with the Equitable Society in the 
E. A. Woods agency, Pittsburgh, and as 
district manager at Providence, R. I. 
Prior to his joining the field force of 
Bankers National Life, he was Harris- 
burg district manager for the Lutheran 
Brotherhood Insurance Co. At one time 
he was manager in Harrisburg for the 
Realsilk Hosiery Co. He attended the 
University of Pittsburgh and Washing- 
ton and Jefferson University. 


as, manager of its Harris- 


BROOKLYN MEETING CHANGE 

The meeting place for the conference 
and dinner of the Brooklyn Life Mana- 
gers Association on November 18 has 
been changed from the Brooklyn Club, as 
originally announced, to the St 
Hotel in Brooklyn. 


WOODWARD and FONDILLER, Inc. 


@ Consulting Actuaries @ 


90 John Street, New York 
Telephone Beekman 3-6799 
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Slattery Reports On Activities 
At Opening Session of L. A. A. 


The Life Advertisers Association con- 
vention which opened at the Edgewater 
Beach Hotel, Chicago, Thursday, and 
will continue today and tomorrow, was 
one of the most successful yet held by 
After a morning ses- 
members 


this organization. 
sion yesterday the L. A. A. 
joined the Life Agency Officers-Research 
Bureau in a joint session in the after- 
The advertising exhibit which had 


noon. 
been on display all week for the benefit 
of the Agency Officers was also the 
largest that the association has ever 
shown. C. T. Steven, advertising man- 


ager for the Phoenix Mutual, is general 
chairman of the convention. 

As retiring president, D. Bobb Slat- 
tery, assistant to the agency vice-presi- 
dent, Penn Mutual Life, reviewed the 
activities of the association for the past 


year. He said there were now ninety- 
eight company members, a gain of three 
companies, and 131 individual members, 
an increase of twelve. President Slat- 
tery paid a tribute to the charter mem- 
bers of this young organization which 
has come ahead so rapidly particularly 
naming Ken Mathus, Bert Mills and 
Past Presidents Nelson White and Ste- 
ven Swisher, 

A new activity of the association is 
its direct cooperation with the National 
Association of Life Underwriters. Early 
this year President Slattery went before 
the executive committee of the National 
Association offering to cooperate in 
every possible way and as a tangible 
evidence members of the Life Advertis- 
ers Association have been invited to 
speak before many local associations. 
Five members of the L. A. A. were 
among the fifty direct mail leaders se- 
lected by the Direct Mdil Advertising 
Association. 





Life Advertisers Ass’n 
Officers For Next Year 


President: Charles C. Fleming, Life 
Insurance Co. of Virginia. 

Vice-President: C. T. Steven, Phoenix 
Mutual Life. 

Secretary: Laurence J. Evans, North- 
western Mutual Life. 
Karl Jefferson 


Treasurer: Ljung, 


Standand. 
Executive Committee 

D. Bobb Slattery, Penn Mutual Life. 

M. S. Crockford, Excelsior Life, Can- 
ada. 

Kenilworth H. Mathus, Life Insurance 
Sales Research Bureau. 

John H. McCarroll, 
lowa. 

William Plogsterth, Lincoln National 
Life. 

C. Sumner Davis, 
Life. 

Troy M. Rodlun, Acacia Mutual Life. 


Life, 


Bankers 


Provident Mutual 





Philadelphia Ass’n Preparing 
Jubilee; Engelsman To Speak 


The Philadelphia Association of Life 
Underwriters, organized in 1887, will 
celebrate its fiftieth anniversary with a 
golden jubilee dinner in Philadelphia 
January 14, 1937. A. B. Levy, manager, 
Equitable Society, president of the Phil- 
adelphia association, is developing plans 
to make this an outstanding affair in 
association history. 

Ralph G. Engelsman, president, Life 
Underwriters Association of New York, 
will address the meeting of the Philadel- 
phia group on November 19. At that 
meeting ten or more leading producers 
will be guests at the head table, com- 
panies being selected for this honor al- 
phabetically. This practice started at 
the last regular meeting drew favorable 
comment to President Levy from a wide 


field, 





EDWARD C. LILLEY DEAD 
Edward C. Lilley, former treasurer, 
Fidelity Mutual Life, died November 7. 
He was 76. 
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“Opportunity for Men of Ability” 
THE COLONIAL LIFE 
INSURANCE COMPANY ORDINARY 


— of America — 
(Est. 1897) 


Operating in New Jersev—New York—Pennsylvania 
and Connecticut 


INTERMEDIATE SERVING THE ND CONTINUING TO PLEASE! 


“REPRESENT A GOOD COMPANY” 


John Hancock Adopts 
New Dividend Formula 


TO REDUCE INTEREST FACTOR 





Affects Only Ordinary Policies; Guy 
Cox Says Payments in 1937 Will 
Be 10% Greater 





A new dividend formula for 1937 on 
Ordinary policies has been adopted by 
the John Hancock Mutual Life, Guy W. 
Cox, president of the company, an- 
nounced following the November meet- 
ing of the board of directors this week. 

It will call for a reduction in the in- 
terest factor to 3.75%, which is more 
than offset under premium paying poli- 
cies by adjustments of gains from mor- 
tality and expense loadings in accord- 
ance with the company’s experience, and 
the distribution under the new formula 
in general will be increased for these 
policies. On paid-up policies and other 
policies upon which dividend distribution 
results almost entirely from _ interest 
earned in excess of the reserve rate— 
which represent not over 8% of the 
company’s insurances—dividends in 1937 
may be less than those previously paid. 

“The new 1937 scale,” says President 
Cox, “meets the facts. adjusts the sur- 
plus distributions equitably in accord- 
ance with present conditions and as a 
whole results in approximately a 10% 
increase in the amount of dividend pay- 
ments.” 

The same general formula now in ef- 
fect will be continued on retirement an- 
nuities and group policies. No change 
has been made in the scale of distribu- 
tion for industrial policies except the 
natural increase involved in another 
year’s duration. 

The directors also voted that during 
1937 interest be allowed on funds held 
on deposit or retained under optional 
settlement provisions in the policies at 
the rate of 334%. Dividends and other 
funds left on deposit on ordinary poli- 


cies will be allowed a maximum rate of 
BY. 





JERSEY CITY, N. J. 


GROUP 








1935 
WAS A GOOD YEAR 


In the eighty-eight year history of the 
Union Mutual Life Insurance Company, 


Portland, Maine, the year 1935 was 
outstanding: 
New Insurance Increased... 441/54, 
Total Life Insurance Increased... 10°, 
Total Income Increased... 20% 
Assets Increased... 4'/,%/, 
Surplus for Policyholders 
ee Se ee 124% 


First four months of this year indicate 
that 1936 will be an even better year 
for this soundly managed, progressive 
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COLUMBIAN NATIONAL GAINS 





President Sears Honored by Production 
Drive in October; Business Up 
25%; Average Policy Grows 


The Columbian National Life in- 
creased paid business more than 25% 
in October compared with October, 
1935. The average policy size for the 
month was $3,443, a gain of $500 over 
October a year ago. Insurance in force 
gained $700,000. 

The month was devoted to a produc- 
tion drive in honor of Francis P. Sears, 
president of the company. The report 
for the month by A. A. McFall, vice- 
president, showed excellent gains in all 
departments. Insurance put in force this 
year exceeds $3,000,000. 





GUY COX UNVEILS TABLET 


A tablet inscribed “In grateful memory 
of the Presidents of the John Hancock 
Mutual Life Insurance Co.” was un- 
veiled by President Guy W. Cox on 
November 9. The marble plaque in- 
serted in the limestone of the entrance 
to the home office bears the names of 
George Sanger, Lafayette A. Lyon, 
George Thornton, Stephen H. Rhodes, 
Roland O. Lamb and Walton L. Crocker, 
all former presidents of the company. 





DR. VAN ARSDALL TO RETIRE 


Dr. George B. Van Arsdall, field in- 
structor, Equitable Society, is planning 
to retire shortly after the first of the 
year. He has a record of approximately 
300 Equitable schools in the past seven- 
teen years. 





LAWRENCE LEADS CHEST DRIVE 


The Community Chest campaign just 
closed in Montclair, N. J., under direc- 
tion of Howard C. Lawrence, general 
agent, Lincoln National Life, Newark, 
has gone over the top. 


HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Kansas City 














Omaha 





Consulting Actuaries 


Woodward, Ryan, 
Sharp & Davis 


90 JOHN STREET, NEW YORK 








Telephone BEekman 3-5656 
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“Some Achieve...’ 


‘‘Some are Born Great, Some Achieve Greatness, 


and Some Have Greatness Thrust Upon Them” 


HAKESPEARE failed to state which of these descriptions 
fits most human beings who reach success. _ In insurance 
selling some agents seem to have had a “head start” in life. A few, 
starting with a “lucky break,” seize opportunity with sure hands 
and make it permanent. But the majority of agents who succeed 
are in neither of these classes. Their success has been slowly, 
perhaps painfully, achieved by hard work. 

These are the agents who most inspire the recruits in the business. 
In the first months, which sometimes seem discouraging, it is the 
known fact that others have met such discouragements, per- 
servered and conquered throught o success that makes hundreds of 
new agents grit their teeth a little harder, set their jaws a little 


firmer and carry on toward the success that shall be theirs! 








LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 
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Virginia Changes Rule 
About Salary Savings 

CONCERNS STATE EMPLOYES 

Rule Promulgated Several Weeks Ago 


Favored Virginia Companies; 


Others Protested 





The Virginia State Corporation Com- 
mission has decided to abrogate its rule 
promulgated several weeks ago permit- 
ting life insurance on the salary savings 
plan for state employes to be written on 
the monthly payment basis without 
loading for interest or clerical work. 

This decision was reached as a result 
6f protest by representatives of the 
Richmond Association of Life Under- 
writers as well as by representatives of 
companies of other states which could 
not write the business under the rule 
laid down by the commission because of 
laws in their states prohibiting the writ- 
ing of business on such a basis. Action 
of the commission in promulgating the 
rule made it possible only for Virginia 
companies to write the business. 

The protestants made the point at a 
hearing before the commission last week 
that writing the business on that basis 
would be a violation of Section 4422 of 
the insurance code which prohibits re- 
bating or granting any special conces- 
sions in the writing of life insurance. 
Linwood Butterworth of Davis & But- 
terworth, general agents at Richmond, 
New England Mutual, headed repre- 
sentatives of companies appearing before 
the commission, and John B, Cary, 
chairman, executive committee, Rich- 
mond association, appeared as spokes- 
man for that body. 

The commission decided that it was 
without authority under the law to place 
the state employes in a special class. 
Members of the State Highway Depart- 
ment were particularly interested in get- 
ting the insurance and it was indicated 
that they would not care to go into the 
plan if they could not get a special con- 
cession. Governor Peery appointed a 
committee some time ago to look into 
the matter of providing coverage for the 
employes on a salary savings plan and 
several conferences with representatives 
of companies had been held on the sub- 
ject. 





Connecticut Mutual Makes 
Gain in Insurance in Force 


Moving toward a billion dollars in- 
surance in force the Connecticut Mutual 
Life gained $2,602,361 during October, 
bringing the total in force to $934,108,- 
478. This gain was achieved in spite of 
the fact that the October paid-for busi- 
ness of $7,113,643 was 6.6% less than Oc- 
tober, 1935. While paid business for 
the year is 7% less than last year an 
improvement of 18.7% in terminations 
for the year has brought about an ex- 
cellent gain of insurance in force. 

Commenting on these gains H. H. 
Steiner, secretary of the company, stat- 
ed: “The Connecticut Mutual — has 
achieved a $19,951,742 increase in insur- 
ance in force since the first part of the 
year and $41,477,540 since the first of 
1935. If the rate of increase which is 
being experienced this year is continued 
the company should end 1936 with ap- 
proximately $940,000,000 in force. This 
would contrast with $892,630.938 at the 
end of 1934 and $914,156,736 closing 





P. R. GARRISON ANNIVERSARY 

P. Raymond Garrison, manager, New 
York Ordinary agency, Prudential, com- 
pleted thirty-five years with the com- 
pany on November 4. He started as a 
clerk in the home office in Newark on 
November 4, 1901; was made cashier in 
the New York Ordinary agency in 1907, 
and in 1910 was made superintendent of 
agents. His next promotion was to po- 
sition of assistant manager and on 
March 4, 1929, he became manager. 





Moffet Studio 
HARRY T. WRIGHT 


The Life Underwriters Association of 
New York City had two outstanding 
producers as guest speakers at the din- 
ner meeting held yesterday evening in 
the Hotel Pennsylvania. Harry T. 
W right, associate manager, Equitable 
Society, Chicago, who was chairman of 
the 1936 Million Dollar Round Table, 
told “What it takes to do a job.” Her- 
ster Barres, McMillen agency, North- 
western Mutual, New York, one of the 


HERSTER BARRES 
the 1936 Gold 


young men featured in 
300k of Life Insurance Selling, had as 
his subject “A Young Man Looks at 


Life Insurance.” Mr. Wright has been 
twenty-five years in the business; in 
1935 paid for more than $1,500,000 on 
120 lives, Mr. Barres was graduated 
from Yale just four years ago. Last 
year he paid for $700,000 on 110 lives. 
A report of the meeting and a summary 
of the speakers’ remarks will be in next 
week’s The Eastern Underwriter. 





The Atlantic Life’s annual Jack Pot 
campaign got under way November 2. 
It will continue through December 28. 


Craig Krayenbuhl, vice-president, Com- 
monwealth Life, has been elected presi- 
dent of the Louisville, Ky., Country Club. 





OPPORTUNITY 
Is Knocking! 


It is POUNDING on the 
doors of Men who are 
willing to pay the price 
of success. 


vWv wv 


successful general agents. 


vision, perseverance. 











BANKERS NATIONAL LIFE Insurance Company, the 
Company that reached 75 millions in 8 years, offers the 
opportunity of a lifetime to good men who want to be 


Big success carries a corresponding price tag. The price is work, initiative, 


If you feel there is no further opportunity for growth in your present 
connection; if you have a record of $100,000 of paid-for personal produc- 
tion in 1935; if you have family responsibilities and a residence in either 
Pennsylvania, New Jersey, Ohio, Rhode Island, Maryland or Delaware, you 
are one of the men we want to talk to at once. 


Address WILLIAM J. SIEGER 


Vice President & Superintendent of Agencies 


BANKERS NATIONAL LIFE 
INSURANCE COMPANY 


Montclair, New Jersey 














Chicago Group Plans 
Big Membership Drive 


LIFE UNDERWRITERS SET Goa, 





Frederick Bruchholz Appoints Team 
Captains; Buckley Heads Commit. 
tee; A. E. Patterson Speaks 





Addressing a meeting of the agency 
heads in Chicago, Alexander E. Patter. 
son, president National Association of 
Life Underwriters, outlined plans for 4 
far-flung educational campaign and mem- 
bership drive to be staged in Chicago 
Frederick Bruchholz, president, Chicago 
Association of Life Underwriters, has 
set the membership goal at 2,000 mem. 
bers, an increase of nearly 100%. L, \ 
Buckley, Albritton agency, Provident 
Mutual, is general chairman of the cam. 
paign. 

Agencies have been assigned to three 
divisions, and each division will work 
through four teams. Division A is head- 
ed by James H. Brennan, manager, Fj- 
delity Mutual. Divisions are led by 
Robert Beck, Connecticut General; Eq- 
ward E. Crosby, Fidelity Mutual; Hugh 
Fanning, New York Life. 

Burton Mudge, Jr., Patterson agency, 
Penn Mutual, leads division B, assisted 
by team captains Edward S. Hoelscher, 
Charles A. Johnson, and James \. 
Royer, all of the Penn Mutual. 

Division C is headed by A. W. Ormis- 
ton, Travelers. His other three team 
captains are W. W. Gillespie, Mutual 
Trust Life; Carl Lindstrom, Travelers; 
and James F. Slack, Continental Assur- 
ance. 

The Chicago Association has outlined 
a broad educational program and pub- 
licity and advertising campaign to be 
financed in part by increased income 
from memberships. 





Tableau Features Meeting Of 
Pittsburgh Mutual Life Agcy. 


The A. F. Haas agency, Mutual Life 
of New York, Pittsburgh, which covers 
Pittsburgh and Southwestern Pennsyl- 
vania territory, held its annual conven- 
tion in the Schenley Hotel on October 
22. Charles Benjamin, president, Pitts- 
burgh agency field club, presided over 
the conference sessions during the day. 
At the banquet in the evening Morris 


Kann presented the Kann trophy to 
Elmer Roth. 
New officers of the field club an- 


nounced at the dinner are these: W B. 
Lichliter, president; C. C. Shaffer, Saia 
Frankel, J. A. Miller, H. G. Allen, L. W. 
Barnett, I. N Riffley W. C. McCowan, 
vice-presidents, and D. M. Harrison, sec- 
retary-treasurer. j 

A feature of the meeting was the tab- 
lcau depicting the signing of the First 
American Life Insurance Policy in the 
Mutual Life of New York. Members 
of the cast were dressed in the costumes 
of 1843. Robert E. Hoose, agency con- 
sultant, was narrator. It made such a 
hit that it was presented twice during 
the day. 

Those who participated in the program 
included Mr. Haas, agency manager; 
A. F. Randolph, Penn Mutual; R. S. 
Koehler, Jr.. Mutual Benefit; Carroll 
Travis, sales consultant; Judge James 
Gray of Allegheny County, and from 
the Mutual Life agency, H. A. Heine- 
man, Will Rhodes and Louis Carroll. 
Three members of the agency presented 
a humorous skit. Mr. Heineman was 
chairman of the day’s events. 


SUPERVISOR WITH ZIMMERMAN 

Malcolm-MacCullum, formerly with the 
Blossom agency, Connecticut Mutual, 
Erie, Pa., has been transferred to the 
C. J. Zimmerman agency of the com- 
pany in Newark as supervisor. His 
father has been a medical examiner of 
the Connecticut Mutual more than twen- 
ty years. 








R. R. Rogers, vice-president, Pruden- 
tial, was in Tacoma, Wash., last week 
conferring with the company’s loan 
agents, George D. Poe & Co. 
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Life Agency Officers—S ales Research Bureau Chicago 


Reelected Chairman 


Blackstone-Western 
ARNOLD 


3 


O. J. Arnold, president Northwestern 
National Life, Minneapolis, was re-elect- 
ed chairman of the Life Insurance Sales 
Research Bureau’s board of directors at 
the meeting in Chicago this week. Frank 
P. Samford, president Liberty National 
Life, Birmingham, was elected vice- 
chairman, 

A former president of the American 
Institute of Actuaries, member of its 
board of governors, also a former presi- 
dent of the American Life Convention, 
Mr. Arnold has a record of distinguished 
service in all branches of life insurance 
activity. 





Bureau Planning To 
Broaden Its Research 


ADDS TO EXPERT PERSONNEL 





Manager Holcombe Tells of New Sur- 
veys Being Made; Management 
Schools Successful 





Chicago, Nov. 10—John Marshall Hol- 
combe, Jr., in his talk before the Life 
Insurance Sales Research Bureau today 
discussed men with Bureau training who 
had gone with other companies recently, 
and told of the pride of the Bureau that 
two of its alumni who have been drafted 
for unusually important positions are 
H. G. Kenagy, head of production, Mu- 
tual Benefit, and J. Harry Wood, made 
agency comptroller, John Hancock Mu- 
tual. He then discussed some of the 
new men who have recently joined the 
Bureau. They include Kensis Likert who 
will be responsible for research work 
and the Bureau has new plans for re- 
search in numerous directions. Mr, Lik- 
ert was with a leading New York adver- 
tising agency. Assisting him will be a 
research staff of considerable experience. 
It includes R. R. Massey, formerly with 
a New York banking house, Dr. Albert 
Kurtz, who was with Procter & Gamble, 
soap people, Dr. John Willits recently 
of the California State Chamber of Com- 
merce, and Daton Gilbert, formerly with 
the Prudential, 

The Bureau is making surveys of rat- 
ing scales of financial management of 
the cost of operating agencies and other 
topics. 

Manager Holcombe also told of the 
acquisition by the Bureau of Kenilworth 
H. Mathus to be its editor. He said 
Mathus had won a national reputation 
among insurance advertising and news- 
paper men as editor of the Connecticut 
Mutual’s agency publication. 

He also discussed the growing popu- 
larity of the Bureau’s schools. 





Must Face Facts On Turnover, Says 
Gordon Hunter; Phoenix Mutual Plan 


Chicago, Nov. 10 — Col. D. Gordon 
Hunter, vice-president Phoenix Mutual, 
discussing current agency problems said 
life insurance production is lagging, but 
radios, washing machines and luxuries 
are going ahead. He declared that life 
insurance is the biggest of all businesses, 
that it affects the happiness of more 
people than any other, that it has the 
largest sales force, and yet it has one of 
the lowest average earnings per sales- 
man; has a high percentage of failures 
and low percentage of success; that it 
has one of the heaviest turnovers and 
that it faces many problems. 

The business must face its major prob- 
lems with courage to tackle facts. Mr. 
Hunter estimated that there are 185,000 
insurance producers in the United States 
and Canada. A conservative estimate 
indicates a turnover of 40% annually. 
This means that 74,000 so-called white 
collar men will leave the business this 
year. They represent a large body of 
dependents, probably in excess of a quar- 
ter of a million people whose families 
will have their standard of living low- 
ered, the chances of educating their 
children lessened. Hence it is a terrific 
problem. 


Fewer Men and Better Management 


Two outright requirements in improv- 
ing this situation are fewer men and 
better management. He told what the 
Phoenix Mutual has done with its slo- 
gan, “Eliminate, Conservate and Culti- 
vate,” as its basis of operations, The 
Phoenix found that 22-6/10% of its 
agency force produced 4-7/10% of its 
business. It eliminated what men it could 
from this type. He told what failures 
cost the companies. He thought that the 
cost per year per man is more nearly 
$500 than $200 or $300. 

The place to start building on sound 
agency foundation, therefore, is with the 
misfits. On the other hand, if any man 
can be put into the class of good pro- 
ducers through a reasonable amount of 
company effort it is far better to save 
him than to start the whole process over 
again with a new man. Companies must 
keep pouring new blood into the agency 
organization. This does not mean loose 
hiring of men, but on a scientific, cour- 
ageous basis with a long pull in mind. 

The Phoenix Mutual has rigid require- 
ments of selection all subject to approval 
by the home office, and it requires all 


new men from Coast to Coast to take 
sales training at the home office. It 
found that training at the head office 
was too expensive if done before ascer- 
taining whether men are going to re- 
main in the business. The first step was 





D. GORDON HUNTER 


to train managers intensively at the 
home office. For seven and a half years 
the Phoenix has made no appointment 
of any man from another company and 
does not intend to do so. 

Its first supervisors’ school was in 
June, 1929. Since then there have been 
twelve schools which have graduated 
fifty-four men. Its production organiza- 
tion consists of 587 salesmen and forty- 
five agencies. Of the fifty-four gradu- 
ated into supervisory ranks twenty-four 
are now in active charge of company 
agencies, seven have been returned to 
personal production, one is an agency 
secretary at the home office, one a 
director of education, Nine have been 
let out for inefficiency or other reasons, 
one died, and eleven are active as super- 
visors in training in agencies. Their age 
at appointment ran from 26 to 40, and 
average starting salary as supervisors 
was $300 monthly. 


What General Agent Expects From 
Home Office Agency Department 


The supervision of agencies by the 
home office was discussed before the 
Agency Officers-Research Bureau meet- 
ing in Chicago by Malcolm L. Williams, 
assistant manager of agencies, Provident 
Mutual, who gave the results of a ques- 
tionnaire he sent to a large number of 
agencies asking what they looked for, 
or wanted, from the home office in the 
way of supervision. General agents 
make it clear that they regard a com- 
plete picture of the agency situation as 
a prerequisite to a discussion of man- 
agement problems. They wish that be- 
fore an ‘agency department representa- 
tive pays them a visit he would make a 
study of the condition of the agency, 
know something about the buying power 
and business conditions of the territory 
or consultation with him is not likely to 
be of much value. The agency depart- 
ment representative should be prepared 
to anticipate the problems of an agency 
and not depend upon a few panaceas for 


all agency ills. Many managers say 
they want financial guidance such as the 
kinds of business that are profitable, 
how to control agency costs, the effect 
of lapsation upon the general agent’s in- 
come, the amount which it is sensible to 
spend on supervision. 

Another of the wants of the general 
agent is to have the agency department 
help build prestige for him. They would 
like to have the home office representa- 
tive call on banking connections and give 
the general agent a build-up; also call 
on policyholders, visit centers of influ- 
ence and lend prestige in recruiting. 
The agency department can help the 
general agent build prestige with his men 
by talking with special agents and also 
build good will in an agency by letters 
from the home office. The agency head 
likes to have the agency department 
visitor interview each individual agent 
as often as possible as they regard such 
personal conferences as invaluable. A 


Likert Gives Scientific 
Approach to Management 


A new member of the Research 
Bureau staff, Rensis Likert who heads 
its research work, discussed before the 
meeting in Chicago agency management 
from the standpoint of the scientific ap. 
proach. He cited the principles of jp. 
dustrial management as formulated by 
Frederick Winslow Taylor, the founder 
of scientific management. Mr. Likert 
applied these principles to life insurance 
agency management and illustrated their 
operation by sketches. 





Rise of Agency Unit Costs 
And Some of the Causes 
Reviewed by Morrison 


Of the Causes Reviewed by Morrison 

Agency first year unit costs have gone 
up in the last ten or fifteen years but 
the exact amount per $1,000 of new in. 
surance has wide - interpretations, said 
Laurence S. Morrison speaking before 
the Agency Officers-Research Bureay 
meeting in Chicago this week. Some 
think selling cost has doubled in the past 
ten years; Bureau records indicate an 
increase of 50%. First year cost in one 
important agency went in ten years 
from $2.50 to $9.00 per $1,000. In some 
cases costs are going to be higher in 
1936 than in 1935. 

The agency picture fifteen years ago, 
said Mr. Morrison, was much less com- 
plex than now. General agents pro- 
duced more personal business; there was 
less formal emphasis on_ recruiting, 
training and supervision; agency quar- 
ters were less elaborate and less expen- 
sive; generally speaking the business 
seems to have been less highly system- 
atized. In the 1920’s it was increasingly 
felt that the agency manager should 
forego personal production and devote 
his time to organization. There was a 
general exodus of agencies into larger, 
more elaborate, more modern quarters. 
There was a greater use of money in 
place of time and intelligent effort. 

In the last ten or fifteen years two 
periods appear evident, said Mr. Morri- 
son. The first ending in 1929 or 193 
was characterized by increasing expense 
and increasing production with expense 
apparently increasing faster than pro- 
duction. The second covers the last six 
years has been characterized by de- 
creasing production and decreasing ex- 
pense with production decreasing faster 
than expense. 

Low cost agencies are of two kinds. 
The first is the agency which is coasting 
on previously acquired momentum and 
is running down. The low cost here is 
probably temporary. Very low costs al- 
most always mean that agency develop- 
ment is being neglected. The other kind 
of low cost agency is that which is ef- 
ficiently doing its job, It is not always 
large and may be quite small but it is 
profitable. 





number of general agents feel it is part 
of the duty of the agency department to 
conduct an occasional training class of 
seminar in the agency. There seems to 
be a swing away from super-simplified 
training material. General agents now 
recognize that basic training should be 
given to the new agent. More complete 
training is desired. , 
The ideal agency visit, in Mr. Wil- 
liams’ opinion, is planned well ahead of 
time with the general agent given ample 
notice. Before leaving the home office 
the visitor makes a complete study 0 
the agency. Having arrived he stays 
long enough to accomplish something. 
The visit should have a social aspect but 
not exclusively. The general agent 
should be consulted about agency de- 
partment plans affecting him and like- 
wise he should be advised of changes 50 
that he will not be taken by surprise 
when they are announced to the field. 
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Life Agency Officers—Sales Research Bureau Chicago Meeting 





Hunt Tells of Life Insurance Week 
Plans; Whatley Gives 1936 Report 


As chairman of Life Insurance Week 
jor 1937 George L. Hunt, vice-president 
New England Mutual, told the Life 
Agency Officers Association at its meet- 
ing in Chicago this week of plans for 

vent. 

a dates set are May 11 to 17, 1937. 
The advertising agency of Young & 
Rubicam, New York City, has again 
been selected to handle the account. The 
chairman of the publicity committee will 
be Cyrus T, Steven, advertising manager, 
Phoenix Mutual and Miss Sophia W. 
Bliven of the Penn Mutual will be chair- 
man of the auxiliary woman’s publicity 
committee. The committee has retained 
Farle Looker as a whole time assistant 
in developing Life Insurance Week 
plans. : Oa 

“Life insurance consciousness is just 
awakening in women,” said Chairman 
Hunt. “As married women gain further 
knowledge of the economic security back 
of their husbands’ life insurance policies, 
a better persistency story is going to be 
written. In addition many of these mar- 
ried women, as well as thousands of sin- 
gle women are finding in our life insur- 
ance policies the exact combination of 
protection and savings depository for 
which they have been looking. During 
the past few years, life insurance pur- 
chases by women have grown from 2% 
to 15% of the total purchased. 

“In the ten years just past, Ordinary 
Life insurance on the lives of boys and 
girls from ages ten to twenty-one has 
increased to approximately 12% of the 
total, 

“In many of our companies more than 
2% of the business being received to- 
day is thus from sources where less than 
5% of their business was being procured 
ten years ago. The power of Life Insur- 
ance Week in developing constructive 
selling and the opening up of new mar- 
kets through its dissemination of knowl- 
edge, will not only continue to have a 
far reaching effect on persistency, but it 
is going to build a volume of solidly sold 
Life Insurance which will carry us to 
new heights of achievement. 

“We shall take pride in that record, 
but there will be another achievement 
lar greater in its import than any mere 
life insurance sales record—namely, the 
strengthening of our National stability. 
Homes that are well fortified against 
unusual financial emergencies, and where 
the heads of those families are assured 





independence in old age will be happy 
homes well knit together.” 
S. T. Whatley Reports on 1936 
Reporting on Life Insurance Week 


activities in 1936, S. T, Whatley, vice- 
president Aetna Life, who was chairman 


GEORGE L. HUNT 

this year stated that 131 companies con- 
tributed $118,000 to the 1936 program. 
This was approximately $9,000 greater 
than the total for 1935. 

“The committee was able,” said Mr. 
Whatley, “through the financial support 
of your companies, to schedule news- 
paper advertising in 734 newspapers 
representing 403 cities as against the 
1935 record of 655 newspapers in 351 
cities. Also, the increased fund allowed 
us to devote about $2,500 more to a 
newspaper publicity campaign than was 
possible last year, and results compare 
quite favorably with those of the 1935 
campaign. In the two formidable-look- 
ing binders which are part of the display 
you have seen there are 4,323 clippings 
representing a total newspaper circula- 
tion of 206,000,000. In 1935, there were 
3,711 clippings representing an aggregate 
newspaper circulation of 157,000,000—an 
increase in total circulation of about 
50,000,000.” 


Cites Dollars and Cents 
Value of American College 


Outlining the achievements of the 
American College of Life Underwriters 
M increasing the average production of 
those agents who have qualified for the 
-L.U. designation; in bringing a high 
calibre man into the business; in giving 
the layman a broader appreciation of the 
value of life insurance through college 
courses on that subject; Paul Clark, 
former president of the National Chap- 
ter Chartered Life Underwriters, asked 
members of the Life Agency: Officers 
‘Association to throw their support be- 
hind that organization. He addressed 
the Agency Officers-Research Bureau 
convention in Chicago this week. Mr. 
lark is general agent for the John Han- 
cock in Boston. 

He dwelt at some length on the ques- 
tion of educational standards for life 
inderwriters and pointed out the reasons 
°r so much stress on subjects other 


than the technical ones of life insurance 
principles and salesmanship. At the con- 
clusion of his address which traced at 
length the aims and objectives of the 


American College and its accomplish- 
ment in ten years of existence, Mr. 
Clark said: 


Calls for Cooperation 

“Because of the relationship of the 
American College to the insurance busi- 
ness on the one hand and to the colleges 
and universities on the other, a very real 
opportunity-is present to help us solve 
one of our biggest problems. I refer to 
the problem of recruiting the able col- 
lege man into our business. It seems 
to me that the American College, in 
cooperation with the Life Insurance 
Sales Research Bureau and the Associa- 
tion of Life Insurance Agency Officers, 
should maintain. an able representative 
to promote in the colleges a keen aware- 


ness of life insurance as an attractive 
career for their graduates. Would not 
infinitely greater results in recruiting be 
obtained through this medium than could 
be accomplished by an individual repre- 
senative of any one of your member 
companies? Not only would this be more 
effective, but it should be more econom- 
ical as well. 

“In this I refer not only to the new 
college graduates but the alumni of 
several years standing. Such a man 
should create an atmosphere which will 
lead the really able college man into our 
business, He would work through the 
deans, the faculties, the placement bu- 
reaus, the alumni bulletins and other 
college publications. Some of the great- 


est American industries do ths very 
thing. The institution ot ufe imsurance 
has not done so, although individual 


agencies and companies have made spor- 
adic efforts in this direction. 

“The result has been, and now is, that 
only a very limited number of able col- 
lege men have gone into the field of life 
insurance. You and I know that the 
really capable man without capital has in 
life insurance work, if he but knew it, a 
real opportunity. The life insurance 
business needs this type of man—this 
type of man needs the life insurance 
business—and yet there is a hiatus be- 
tween them. Would not this cooperative 
enterprise be a great step in the solu- 
tion of this problem? 

“Tn conclusion, gentlemen, I am sure 
you will agree that so far certain under- 
writers in the field, with the American 
College, have been carrying the ball most 
of the time. Has not the time arrived 
for us to execute a well conceived for- 
ward pass with at least the agency 
officers of the life companies in the 
play so that together going down the 
field we may achieve the goal of produc- 
ing a greater volume of life insurance by 
an ever-increasing group of better quali- 
field field representatives ?” 





Joseph C. Behan Exhibits 
Charts on Agency Set-Up 


Chicago, Nov. 11.—Joseph C. Behan, 
vice-president, Massachusetts Mutual, 
told the Bureau convention today of new 
colored agency charts which have been 
adopted by several companies including 
his own, They present records of 
agencies compared with experience of 


New Board Chairman 





HILL 


GRANT L. 
Director of Agencies, Northwestern 


Mutual Life 





Bureau Names New Trustees 


And Directors For Board 


At the meeting of the Life Insurance 
Sales Research Bureau held in Chicago 
this week the following new members 
of the executive committee were elected: 
H. H. Armstrong, Travelers; W. W. 
Klingman, Equitable Society; O. J. Arn- 
old, Northwestern National; J. G. Ste- 
phenson, London Life. 

New members of the board of direc- 
tors are W. W. Klingman, Equitable 
Society; R. E. Irish, Union Mutual; 
Richard Boissard, National Guardian; S. 
C. McEvenue, Canada Life; E. H. Mc- 
Kinney, Equitable of Canada, and Ste- 
phen Ireland, State Mttual, who suc- 
ceeds the late Frank H. Davis. 





the company as a whole covering such 
items as paid business, terminations, in- 
surance in force, average sized policy. 
He also showed the convention a chart 
showing the new set-up of agency de- 
partment of the Massachusetts Mutual. 


Suggests New Compensation Plan Be 
Tried Out In Agency Laboratories 


Chicago, Nov, 10—“Compensation To- 
day and Tomorrow” was the title of a 
paper read to the Bureau by W. S. 
Penny, director of agencies, Sun Life of 
Canada. He told of the responsibility of 
the business in building the right type 
of man power. After telling of the ad- 
vantages of the present system of com- 
pensation he asked if there were an 
alternative—some new plan which will 
attract and hold the agent taking all 


requirements into consideration. He 
said: 

“A basis of remuneration built on a 
salary plus commission plan, covering 


both new business and renewals, appears 
to offer the best solution.” He said he 
recognized the difficulty in determining 
how much salary should be paid and 
how much commission. Summing up the 
disadvantages, he said they would be 
mainly of a larger exposure to increased 
cost of operation. Of advantages, he said 
one would be more careful selection of 
agents which would undoubtedly make 
for better business selection. 

Another advantage is that there would 
be more rapid elimination of the unsuc- 
cessful producer. He did not think man- 


agers would carry on an unsuccessful 
man when the manager would have to 
pay his salary. 

Finally, there would be an elimination 
of waste in agency work due to closer 
control of movement and actions of the 
agents and more practical direction of 
their efforts. To solve the problem the 
first necessary step would be to adopt 
a plan that limits exposure to financial 
loss. He said to do this it would be nec- 
essary to establish an experimental lab- 
oratory in a branch or small group of 


branches in a section which could be 
closely supervised. He suggested that 
new branches be established for that 


purpose. 

Having determined on the location of 
laboratories the next task would be to 
secure a manager for each branch who 
would put into operation the policy to 
be followed, He would be a product of 
the new school who would have to be 
thoroughly sold on the new idea—a man 
of the executive type. Because this 
laboratory would be a testing ground 
results attained would be carefully super- 
vised by the head office and as system 
weaknesses developed they would be 
altered. 
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Twenty Life “ee Now rae: 
$3,000,000 In National Advertising 


Twelve years ago six life insurance 
companies were advertising nationally 
with appropriations totaling approxi- 


mately $1,000,000. This year there are 
twenty companies using national adver- 
tising, their expenditures variously esti- 
mated at $3,000,000 to $3,500,000. Most 
of this expansion has occurred within 
the past five years. 

Some of the reasons for these in- 
creases were stated before the Research 
Bureau-Agency Officers meeting in Chi- 
cago this week by Kenneth R. Miller of 
the Bureau. Many executives became 
interested in national advertising be- 
cause of their realization that it was 
essential to strengthen the confidence of 
the American people in the stability of 
life insurance during the depression. 
Entry into national advertising was 
hastened, no doubt, by pressure from 
their field forces and by the intensive 
selling of advertising agencies. 

Among the chief reasons in the order 
of their importance, as stated by Mr. 
Miller, were to emphasize the security 
and solidity of the company; to make 
the company as an institution better 
known; to tell prospects of the different 
types of policies offered; to encourage 
the agents and strengthen their morale; 
to hold and strengthen the belief of 
present policyholders in the companies 
in which they are insured; to keep alive 
the interest of prospects between agents’ 
calls; to increase the effectiveness of all 
other forms of advertising being used 
by the company; to reduce the number 
of policyholders who are allowing their 
policies to lapse. 


Should Be Geared to Whole Program 


“Irrespective of the reasons for en- 
tering the national advertising field, it is 
only natural that after a period of sud- 
den growth there should follow a period 
of consolidation—a shaking-down proc- 
ess, as it were,” said Mr. Miller. “Ap- 
parently this is the period in which we 
find ourselves today. It is highly im- 
portant that we recognize this and that 
we recognize also the need for facts on 
which to base our decisions affecting the 
future of our advertising programs. Our 
advertising will be effective only if it is 
properly geared to our whole sales pro- 
gram and if it is developed through in- 
telligent thinking based on adequate 
facts. 

“It is easy to become confused when 
you attempt to study your particular ex- 
perience in comparison with the experi- 
ence of a group of companies. For ex- 
ample, if we take 1930 production as a 
base of 100% and compare the record of 
the national advertising companies for 
the period 1930-1936 with the record of 
comparable non-national advertising com- 
panies for the same period, we find 
that as a group the advertisers have 
consistently paid for a larger percentage 
of their 1930 production since then than 
have the non-advertisers as a _ group. 
However, when we analyze the records 
of individual companies, we find great 
variation in the results of the past five 
years’ operations, in many cases indi- 
vidual national advertising companies 
showing proportionately a less favorable 
record than the non-advertisers. 


Economic Group Appeal 


Continuing Mr. Miller said: “The 
objective plays an important part in de- 
termining the copy theme and the prep- 
aration of copy has presented many dif- 
ficulties. With really less than a dozen 
basic appeals for life insurance adver- 
tising, with a score of companies in the 
field, the result must be a duplication 
of sales angles. One survey made last 
year indicated that what we are really 
achieving is an institutional job at the 
cost of individual company effort. One 


company has expressed their objective 
this way: ‘We are primarily developing 
the basic idea that it is one thing to get 
the public to think of a product or an 
institution or a service, but it is a far 
bigger thing to get the public to think 
with you. We have invited people to 
look at life insurance, to plan for it, to 
do fresh thinking about it and not to 
close the mind on the subject until the 
prospect has seen a representative of our 
company and talked with him or her.’ 
Have you a Roa idea underlying your 
efforts to make and keep the public in- 
terested in life insurance and in your 


company ? 


“The economic and occupational groups 
which you attempt to reach through na- 
tional advertising will, of course, influ- 
ence not only the copy appeal but also 
the choice of media. Do you know what 
economic groups you are trying to 
reach? What occupational groups? One 
company dealing chiefly with the upper 
income bracket has definitely planned 
its advertising to appear in class rather 





than mass siete It studied the 
particular market it wanted to reach 
and selected media because of their 
known circulation among the readers of 
the class desired. Circulation of each 
medium was studied carefully both as to 
character and as to duplication. Another 
company has embarked upon a different 
type of advertising program based upon 
the principle that our most serious com- 
petitors are the merchants in other lines 
of business who are getting today’s dol- 
lars from the people who are spending 
them. 

“One of the greatest problems in na- 
tional advertising of life insurance has 
been the merchandising of it to the men 
in the field. In many companies there 
appears to be little if any follow through, 
no apparent coordination of advertising 
and sales promotion, so that even though 
national advertising may be merchan- 
dised, other advertising is not tied up 
with the national effort. In a few com- 
panies the national advertising is looked 
upon as a part of a general advertising 
program, and direct mail and other pro- 
motional plans are tied up individually 
with the national effort. Those com- 
panies which have gone far with the 
development of their national advertis- 
ing program have used extreme care in 
bringing their agency organizations 
‘along’ ‘during the entire process.” 





Interest Factor 


(Continued 


funds subject to withdrawal. Let us only 
agree to pay on such funds the rate 
earned on them. After all, we can 
pay in fairness no more than this, If 
a high rate is earned, we will pay a 
high rate. If a low rate is earned, we 
will pay a low rate. To guarantee a high 
rate when we may only earn a low rate 
is to invite future trouble. If it is paid 
and not earned, we can only pay it out 
of other margins in the business, an 
inequitable proceeding in that we are 
robbing premium paying policyholders to 
give something to beneficiaries that does 
not belong to them.” 
Sees Adequate Investments in Future 
While Dr. Benner stressed the need 
for adjustments where possible to low 
interest earnings for a considerable pe- 
riod into the future he was quite op- 
timistic as to the outcome. He believes, 
for instance, that there will be in the 
future an adequate outlet for life insur- 
ance investments in mortgage loans. 
When the government stops financing 
its indebtedness through bank credit re- 
sulting in enormously increased bank de- 
posits, the chief artificial influence and 


“one of the*most potent forces making 
for low current interest rates” will be 
removed. 

“It is obvious that artificial factors 


interest rates can only 
continue for a short period of time,” 
continued Dr, Benner. “After all, the 
government must eventually balance its 
budget if we are to escape chaos. So, 
from a long term point of view the arti- 
ficial factors may be dismissed. The 
level of business activity at the present 
time, when one considers that this is 
the first year out of the business de- 
pression, is more than satisfactory. The 
level of activity will be considerably 
higher in the coming year. Construction 
has shown a marked pick-up this year 
and during the next three or four years 
I confidently expect that there will be 
a real boom in construction industry. 
I hazard the guess that in ’37, ’38 and 
’39 life companies will have no difficulty 


making for low 


to find good mortgage loans of such 
volume that they will be able to invest 
as large a percentage of their funds in 


this type of asset as they did during 
the late ’20s. I cannot believe that the 
inventive genius of this country is dry- 
ing up. What reason have we for ex- 
pecting that no new industries will be 
developed which will make demands for 





Under Options 
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DR. CLAUDE L 


BENNER 


new capital quite as much as did the 
development of the public utility indus- 
try and the automobile industry during 
the past twenty years. 

Effects of Low Interest Earnings 


Continuing his discussion of the in- 
terest rate Dr, Benner said: 

“T am not optimistic about the current 
rate of interest getting much higher in 
the near future so long as the govern- 
ment’s budget is unbalanced and so long 
as there is a large volume of short term 
government debt to be refinanced in 
long term bonds. It is only to be ex- 
pected that so long as these conditions 
exist, the Treasury will exert all its in- 
fluence on the side of easy money and 
low interest rates. We will, therefore, 
be closing our eyes to what should be 
an obvious fact if we do not give proper 
consideration to this low interest factor 
right now when we formulate our agency 
plans, our dividend formulas and our 


option settlement and annuity contracts 
for the years immediately ahead. 

“The net rate of interest earned for 
the present year will be nearly 2% less 
than that earned during the ’20s. 
means that for every 


This 


million dollars of 
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Sea the Answer 
To Agency Problems 


OPINION OF C. D. DEVLiy 


Discusses Ways Confederation Life 
Trains Men For Key Jobs; Cost of 
Financing 26 Cents Per $1,000 


The problems of agency management— 
training of men, financing, 
conservation of business—were discussed 
in the Research Bureau-Agency Officers 
Chicago convention this week by Charles 
1). Devlin, general superintendent of 
agencies, Confederation Life Association, 
The solution of the agency problem, he 
said, rests primarily in the choice of the 
manager. 

The Confederation Life is using two 
methods to train men for managerial 
positions. The agent with the approval 
of his manager is permitted to recruit 
new men into the business and in the 
case of full-time representatives earns 
a 5% overriding commission on first 
year premiums during a certain period, 
His success indicates his value as a po- 
tential manager. In the second method, 
the company selects, appoints and trains 
men as special representatives under 
home office supervision. In this second 
method the special representative comes 
in contact with all departments of the 
head office and gets the viewpoint of the 
head office as well as the field. 

Mr. Devlin said: “We attempt to de- 
velop managers from within our own 
ranks. Before being placed in a mana- 
gerial position he must serve his appren- 
ticeship in the life insurance business.” 

The problem of recruiting is lessened, 
he said, when the manager keeps con- 
tinuously in touch with new material. 
Spasmodic recruiting has a tendency to 
enlist men not prepared to give the busi- 
ness the enthusiastic effort it requires. 

About financing Mr. Devlin stated: 
“We say to our managers, ‘If you feel 
that the new representative should be 
financed, have the courage to recom- 
mend that such advance be made.’” He 
added: “The additional cost per $1,00 
of paid-for business in Canada on ac- 
count of financing during the years 1933, 
1934 and 1935 was 26 cents.” 





recruiting, 





assets we will have $20,000 less annual 
income to spend on the conduct of the 
business or to distribute to policyhold- 
ers. To show even more vividly what 
this low interest rate means, let us con- 
sider how a reduction of 2% in interest 
reduces the income on the average thou- 
sand dollar policy. I find that at the 
close of 1935 life companies on the aver- 
age held $230 of assets for each one 
thousand dollars of insurance in force. 
Now, a 2% reduction in interest on $20 
means $4.60 per thousand of insurance 
and a 14%% cut, of course, means $3.45 
per thousand. In other words, the de- 
cline in interest rates during the past 
few years has reduced the income of the 
companies on the average over # per 
thousand of insurance in force. This can 
only be made up by cutting dividends 
to policyholders, increasing rates, or by 
reducing expenses and, as I believe 4 
considerable portion of insurance ex- 
penses are agency expenses, you can all 
see what this may mean to agency 
budgets. 
Adjust Dividends Downward 

“Personally, I am of the opinion that 
dividend formulas for the coming yeat 
ought to be promptly adjusted to meet 
this lower interest factor and I believe 
the psychology of the public is such that 
it not only expects lower dividends for 
the coming year but that it will be some- 
what astonished and a little bewildered 
if dividend reductions are not made. 
And, of course, if dividends are reduce 
it should be in the interest factor of the 
dividend formula for not to do so is 


(Continued on Page 17) 
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Life Agency Officers—Sales Research Bureau Chicago Meeting 





Compensation, Training Methods 
Problem Today, Says Holcombe 


Opinions have crystallized during the 
ast year among agency execulives that 
the training of the agent is more of an 
individual affair than had been assumed 
even a few years ago, said John Marshall 
Holcombe, Jr., manager of the Life In- 
surance Sales Research Bureau, in his 
review of the agency year before the 
joint meeting of the Bureau and the 
Life Agency Officers at Chicago this 
week. Managers have made greater ef- 
forts in recent months to assist agents 
in specific ways. f 

“Not many years ago,” continued Mr. 
Holcombe, “an agency concerned itself 
largely with the number of agents un- 
der contract or the amount of new bus- 
iness written. Today the discussion is 
about the need for the manager to have 
under contract only those men who are 
earning a decent living. Despite all of 
the money and time which home offices 
and managers alike have spent on train- 
ing and supervision, the fact remains 
that the earnings of the life insurance 
agent of the United States and Canada 
during 1936 show a pitiful record for a 
very large percentage of men. Out of 
that undesirable situation one optimistic 
fact emerges and with it must start such 
remedies as we can apply. I refer to 
the increasing realism with which we 
face unpleasant conditions. Today we 
are emerging into a frank discussion of 
low incomes received in 1936, the ap- 
parent causes and the possible remedies.” 
One of the studies made by the Bu- 
reau deals with the significance of early 
production as a guide to later success. 
It is now clearly established not only 
that those agents who failed to pay for 
business in their first three months have 
small chance of later success, but also 
that the classifications into which agents 
group themselves by production during 
those three months are remarkably cor- 
rect indications of the classification 
which these men later achieve after two 
years. 

Individual Training Now Used 

On the subject of training men Mr. 
Holcombe said: “Originally the general 
agent gave what training was given 
without help of literature except for 
rate books and similar company docu- 
ments. About the time of the war our 
sales literature began and has been aug- 
mented not only by courses of all kinds 
but by various agency, company and in- 
stitutional schools. During this devel- 
opment many a general agent tended to 
lean on these courses and to give less 
practical training than previously just 
as the medical school seemed to be the 
solution in medical training until the 
need for interneship became overpower- 
ing. Today the pendulum seems to be 
Swinging away from the feeling of the 
efficacy of books and courses alone to 
train properly the life insurance agent 





Interest Rate 


(Continued from Page 16) 
to render an injustice as between differ- 
ent kinds of policies and as between 
different ages of policies. 

‘Moreover, while I do think that agen- 
ty men should be compelled to give a 
good account of their expenditures for 
the years immediately ahead and show 
value received for the investment which 
is made in their operations, still I do be- 
lieve it would be a sad mistake for any 
company to starve its agency depart- 
ment in order to maintain dividends a 
few cents higher per thousand of insur- 
ance. The stark naked fact is that low 
Mterest rates make insurance protection 
more expensive to policyholders and 
there is no way to camouflage this fact. 


policyholders will have to bear the bur- 
n. 


and to be recognizing the necessity for 
practical demonstration and correction in 
the field. It is a healthy sign.” 

Discussing recruiting, Mr. Holcombe 
had this to say: “The contacts which 
the Bureau has had with agency officers 
and managers during the year have 
shown conclusively that the great ma- 
jority believe that the securing of de- 
sirable new agents is more difficult to- 
day than for many years past. Some 
general agents who have been in the 
business for a quarter of a century say 
it has never been so hard in their entire 
experience.” 

There has been a general trend dur- 
ing the year in the direction of hiring 
younger men. One manager explains this 
saying: “We are operating on the prem- 
ise that we are entering a young man’s 
era in life insurance sales. Young men 
furnish the most attractive market be- 
cause the purchasers of small amounts 
today are the potentially large buyers 
of the future. Agents tend to circulate 
in their own age group. Therefore young 
agents will get this desirable business. 


We have adjusted all our management 
and merchandising program to this end.” 
Compensation Much Discussed 
The method of compensation of agents 
is probably the most talked of subject 
among life insurance men everywhere, 
said Mr. Holcombe. The present com- 
pensation plan is modeled on what were 
the primary objectives until lately, he 
said. There is much evidence that in 
the last three or four years there has 
been a decided shift in agency manage- 
ment objective. Traditionally the ob- 
jective was the sale of an ever increasing 
volume of new business. Recently com- 
pany officers are giving thought to such 
things as, first, that it is possible to sell 
more business than is good for a com- 
pany; second, that it frequently happens 
that the urge for quantity sacrificed 
quality; third, that whatever we do 
should be done with an eye to the ex- 
pense and the probable financial return. 

“Our present commission plan,” said 
Mr. Holcombe, “is such that a new 
agent will not receive over $8 per $1,000 
during his first year for business sold 
that year. Therefore if he is one of 
those very unusually successful agents, 
if he is about one out of twenty-five of 
those hired, he will have reached at the 
end of his first twelve months about 
$800. If he belongs to that great ma- 
jority he will receive very much less.” 


Outlines Quality Program of 
Home Life of New York 


The Quality Program of the Home 
Life of New York, developed with the 
of the Life Insurance Sales 
Bureau to aid and stimulate 
to improve the 


assistance 
Research 
the field 


organization 














EUGENE C. KELLY, JR. 


quality of their business, was outlined 
by Eugene C, Kelly, Jr., conservation 
supervisor of the company, before the 
joint meeting of Life Agency Officers 
and the Research Bureau in Chicago 
this week. 

The Quality Program is one which 
seeks to increase production, improve 
persistency and reduce expenses all at 
the same time and in such a way that 
one factor is not improved at the ex- 
pense of another. Mr. Kelly exhibited 
various charts which showed the factors 
which control the quality of an agent’s 
business. 


Lists Important Factors 


The important factors which were 
shown to be directly related to the pros- 
pecting and selling methods of the in- 
dividual underwriter are these: Occupa- 
tion. Income. Size of policy purchased. 


Method of paying premiums, Previous 
insurance record. Method of paying in- 


itial premium. Plan of insurance. 
Whether or not the sale is for a definite 
need 

The effect of these qualitv factors 


upon the average sale, upon the first and 
second year lapse rate and upon the ex- 
pense ratio was outlined to show that it 
was the quality of business which gov- 
erned to a large extent the production, 
persistency and expense record of the 
individual producer. As Mr. Kelly point- 
ed out, “The difference between good 
quality business and poor quality busi- 
ness is the difference between 14 sales 
to produce $100,000 and 67 sales, is the 
difference between renewal commissions 
of $10 per thousand and of $4 per thou- 
sand, is the difference between the next 
50 sales netting a profit of $7,343 instead 
of $2,550.” 

Mr. Kelly also described in detail the 
company’s new quality rating chart by 
means of which an agent can measure 
the quality and persistency of each in- 
d'vidual case he writes. All of the factors 





JOHN MARSHALL HOLCOMBE, JR. 





of quality have been made a part of 
this rating chart. 
Check Through Rating Chart 

Through the use of the rating chart, 
the Home Life agent has a _ tangible 
measuring rod of his activities, first as 
a producer and second as a salesman. 
The agent completes a rating chart on 
each submitted case simply by checking 
against the eight quality factors and in 
this way measures the soundness of his 
working methods. 

At one point in his demonstration Mr. 
Kelly showed a slide outlining the effect 
of certain quality factors on the average 
size policy, Prospects who are in the 
A occupational group buy on the aver- 
age policies of $6,219 as contrasted with 
those in the D group who buy on the 
average policies of only $1,975. From 
the annual income standpoint prospects 
earning over $5,000 per year buy policies 
of $7,675 on the average as contrasted 
to an average policy of $1,904 for the 
prospect with annual income of less than 
$2,000. Definite need sales were shown 
to average $3,000 more per policy than 
ordinary sales. 

In conclusion Mr. Kelly said that the 
Quality Program could not help but 
“improve the quality of business and as 
the quality of business is improved, 
average sales increase, lapses decrease 
and quality premiums and small policies 
are minimized. Thus production is in- 
creased, persistency is improved, and 
expenses are reduced—the three funda- 
mental things upon which continuous 
profits in the business depend.” 


EFFECT OF CERTAIN QUALITY FACTORS 
ON AVERAGE SIZE OF POLICY 


ANNUAL 
INCOME 


OCCUPATION 


COMBINATION DEFINITE NEED 
OF FACTORS SELLING 





$6219 $1975 $7675 $1904 
GROUP A GROUP. D OVER LESS THAN 
$5,009. $2,000, 


$10,623 $1,149 $6,207 $3,240 
3 OR MORE 3OR MORE ‘INCOME LUMP SUM 

"VERY GCOD* *POOR® SETTLEMENT SETTLEMENT 
FACTORS FACTORS 


QUALITY BUSINESS WILL DOUBLE YOUR PRODUCTION 


One of the charts illustrating 


the effect of quality business. 








November 13, 193 








cy Officers—S ales Research Bureau Chicago Meeting 





Quality an In Field 
Solution to Problems, Says Cleary 


The necessity for the agency depart- 
ment and the agent in life insurance is 
as real today as it was when the first 
company got its charter more than a 
century ago, said M. J. Cleary, presi- 
dent Northwestern Mutual Life, speak- 
ing at the closing session of the Life 
Agency 3ureau meet- 
ing in Until the 


Officers-Research 
Chicago 


this week. 





M. J. CLEARY 


agency unit of the company functioned 
successfully there was no company in 
fact. When it ceases to function the 
company becomes a liquidating institu- 
tion. The responsibility for continued 
growth and sustained life in a life insur- 
ance company rests upon the agency 

This does not mean, continued Mr. 
Cleary, that the agency department or 
the agency force is above or apart from 
the rest of the organization. Nothing 
more unfortunate could befall the agency 
unit than to have it regarded by other 
departments as disconnected in purpose, 
plan or interest. It is highly important 
that every unit in a company, including 


the president, be conscious of the fact 
that the company is not a confederation 
of departments, but an integrated and 


interdependent whole. 

The head of the agency department 
being the one to whom the agent will 
naturally appeal that officer should have 
a sympathetic interest in the agent and 
his problems. In this he is confronted 


by the delicate but important matter of 
sensing his proper relationship to the 
whole. He owes the agent a service, 
but he cannot become his advocate. He 
must not forget he is a company officer. 


It is his job to bring the field, 
and his problem, to the home 
to interpret them with 
telligence. At the 


the agent 
office and 
fairness and in- 
same time it is his 
job to bring the company and its estab- 
lished policies to the field to interpret 
and justify them so long as they are in 
force. There is no other position in a 
life insurance organization that demands 
so much versatility, courage, judgment 
and diplomacy. 


Stresses Character and Ability 
The effectiveness of any 


agency pro- 
gram, continued Mr. Cleary, will be de- 
termined by the character and ability of 


the men who apply it. No organization 
is likely to rise above the calibre of its 
leadership. This means that the per- 
sonnel of the department must have the 
capacity for leadership and inspiration; 
it means that general agents or mana- 


the ca- 
and to 


found who have 
instruct 


gers must be 
pacity to organize, to 
lead. 

“IT have said to the head of our own 
department,” stated Mr. Cleary, “that I 
know of no matter in his charge that 
should outrank in importance the matter 
of finding a real leader for each agency. 
When you find such a person you solve 
a vast variety of problems. Largelv, the 
question of an effective and intelligent 
application of the home office program 
is solved. The question of a reasonable 
number of successful, quality agents in 
that territory is solved. The question 
of a reasonable volume of quality busi- 
ness is also solved. The worry of the 
home office about the finances of the 
agency and the agents is at least re- 
duced, A vast variety of ungrantable 
requests and irritating complaints never 
reach the home office. 

Reducing Expense Factor 

“T wonder if we should not individ- 
ually and collectively concentrate upon 
this phase of our effort in a greater 
degree than we have in the past. We 
have a place for thousands of men of 
capacity and ambition that offers oppor- 
tunity for prestige, profit and perma- 
nence equaled in few if anv other fields. 
Can’t we devise a plan of brirg'ne the 
job and the right man together more 
generally than we have succeeded in do- 
ing up to now? We put a lot of money 
into the development of agency organi- 


(Continued on Page 19) 





B. N. Woodson on Agency 
Control by Blueprint Plan 


The broad subject of “Home Office 
Supervision of Agencies” was interest- 
ingly approached by B. N. Woodson, 
Jr.. executive assistant, Mutual Trust 


Life of Chicago, 
before the Agency 
3ureau gathering in Chicago. Mr. 
Woodson held attention as he told of 
the satisfactory results produced by a 
relatively small company in adhering to 
what he called a “blueprint method of 
supervision conducive to coordination of 
effort,” so described because the essence 
of the method is in the preparation of 
written plans—“blueprints” for the 
building of agencies. 

In developing this 


Mr. Woodson said: 


in his talk Wednesday 
Officers-Research 


supervisory plan 
“We endeavored to 
define the purposes and objectives of 
home office supervision of agencies as 
applied to our company. We agreed 
that the fundamental purpose of super- 
vision is to build agencies (as opposed 
to ‘buying business’) and that this ob- 
jective has these three foundation 
points: 

1. To build morale. 

2. To guide—to point the way to the 
manager, suggesting ways and 
means, and giving the benefit of 
experience. 

3. To assist—to give actual field as- 
sistance in the various phases of 
the job—recruiting, supervision, etc. 
—just as a manager does some 
joint field work with his agents. 

Results to date, the speaker said, point 


to a closer relation between the plans 
of the company, the divisions and the 
individual agencies. Divisional heads 


have found their work made more effec- 
tive, with objectives and methods defi- 
nitely determined, travel plans prepared 
for a year in advance, etc. Sapervisory 
visits during the vear have been made 
much more effective. Managers have 
done more thinking about their job— 
and their shortcomings in particular 


phases of their work are much more 
readily observed and corrected. 





Henry North Sees Weakness 
In Not Developing Agents 


Chicago, Nov. 11.—Talking to a group 
of senior officers of companies with 
more than two hundred millions of in- 
surance in force Henry E. North, vice- 
president, Metropolitan Life, placed spe- 
cial stress on recruiting. It is his opin- 
ion that a weak spot in the business is 
constant addition of new men when 
older men in agencies are ignored in- 
stead of developing capacities and direc- 
tion of these men already in the or- 

ganization. 

This is one reason for the large turn- 
over in agency offices. Mr. North feels 
that the real reason so many men leave 
the business is that they are inadequate- 
ly trained, are left so much to their on 
devices, are not earning enough. The 
business has thus lost innumerable peo- 
ple who by cultivation and development 
might now be successful insurance 
agents earning a good living. 
Steadily, but surely, there is 
| a growing tendency on the part 
of the public to criticize our 
agency system, our method of 
compensation, and our obvious 
inadequacy in uniformly offer- 
ing effective and authentic life 
insurance counsel. The public 
doesn’t see the problem. They 


only deplore the results. 

H. M. Holderness, 
chairman executive committee, 
Life ) Agency Oficors Acsacintion. 














Boissard Discusses Agency 
Problems of Small Company 


The obvious way to attract and keep 
good agents is to give them what they 
want, Richard 
National Guardian Life, 
Officers-Research Bureau convention in 
Chicago this week. He talking 
about agency problems as they affect the 
small and growing company. Referring 
to a survey made by the Sales Research 
Bureau he cited the things that the 
agent wants as these: Strength and re- 
liability of company. Good policies to 
sell. Personal contact with home office. 
Low net cost. Promptness from home 
office. 

He continued: “We have a company 
plan and that plan must give the agent 
those things that they want—a living 
wage, opportunity for advancement, so- 
cial security, so far as guaranteed vested 
renewals can, for retirement.” 

Mr. Boissard’s paper approached this 
sales problem from the home _ office 
management and rather than from the 
agent-in-the-field point of view. He de- 
scribed the efforts of his company to 
meet the wants of the agent, mentioned 
above, through personal contact and a 
fair system of compensation. A large 
part of the management angle is based 
on money available for operation, About 
this he said: 

“A small company is first beset with 
the problem of keeping its costs to 
policyholders down somewhere near 
those of its competitors. While it may 
have slightly more favorable mortality 
than its larger competitors, it has more 
overhead per $1000 in force. It may 
easily operate as efficiently on a per 
policy basis, but its average size policy 
is probably. only one-half that of the 
larger company. So the small company 
has, in the aggregate, certainly no larger 
amount per thousand available for ac- 
quisition costs than the big company, 
even if it operates on a 3%% Illinois 
Standard basis. 

“The renewal margin, if the company 


3oissard, vice-president, 
told the Agency 


was 


Executive Chairman 





BEHAN 


JOSEPH C. 


Joseph CC. Behan, _ vice - president, 
Massachusetts Mutual Life, is the new 
chairman of te executive committee, 
Association of Life Arency Officers. He 
was elected at the Chicago convention 
this week. 


Life aeines Mireles 
With Life Agency Officers 


The Life Advertisers Association of 
which D. Bobb Slattery, assistant to the 
agency vice-president of the Penn Mu- 
tual, is president, is meeting the latter 
part of this week at the Edgewater 
Beach Hotel, Chicago. Yesterday there 
was a joint session with the Life Agen- 
cy Officers-Research Bureau. A feature 
this year is the enlarged advertising ex- 
hibit which was set up before the LAA. 
convention opened so that the agency 
officers might view the largest display 
of life insurance advertising ever as- 
sembled. 





Patterson Speaks Twice 


On Agency Practices Pact 
Talking 
Life 
ander E. 


Chicago Association of 
Tuesday, Alex- 
president, National 
Underwriters, said 
understand why 
signed the 
\gency Practices Agreement. He con- 
tinued: “We are looking with anxious 
eyes to the agency officers meeting here 
this week to see what they are going 
to do. The agreement should interest 
every company which wants merchandis- 
ing conditions improved.” 

Mr, Patterson addressed a special ses- 


to the 
Underwriters on 
Patterson, 
Life 
cannot 


Association of 
that the field 
companies 


more have not 


sion of the Agency Officers-Research 
Bureau convention late Wednesday 
afternoon, both signatory and non-sig- 


natory companies attending. He stressed 
the urgency of protecting the full-time 
agent in metropolitan areas. 





Illinois or any other 
Term basis, is low- 
operating on 


is operating on the 
Modified Preliminary 
er than the big company 


a net level basis, as far as loading 1 
concerned. The small company, with @ 
small average size renewal policy, has 


usually a heavier lapse and termination 
rate, still further co mplicating the prob- 
lem. Yet force of competition requires 
the small company generally to offer to 
prospective agents, firstly to interest 


him, and secondly to keep him, a larget 

rate of first year commission and longet 
gic ‘ 

and larger renewal commissions.’ 
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M. J. Cleary 


Continued from Page 18) 
( 


ations; We are prone to look upon that 
jisbursement as an expense. In too 
many cases it is expense rather than an 
investment. lhe question of whether it 
ig expense or investment was never more 
important than it is today. We are all 
confronted by the problem of increasing 
cost. and reduced earnings. Some of 
these factors are beyond our control. 
We can’t control the earning value of 
money. We can’t control the price level 
that determines our cost of operating in 
large degree. We can at least direct 
our effort at those things over which we 
have some control. Quality agents re- 
duce expense and produce quality busi- 
ness. 

ity Business a Non-Ledger Asset 

“Quality business on the books of a 
company 1S a non-ledger asset of major 
proportions, continued Mr. Cleary. “It 
produces a mortality salvage, assures 
{nancial soundness and reduces the cost 
of insurance in the participating com- 
panies, Quality business stays on the 
books. It returns the company’s invest- 
ment in it and goes on to produce a 
profit. It pays the agent full first year 
and renewal commissions and keeps him 
solvent. Solvent, successful agents go 
on producing quality business. The per- 
sistent policyholder is an asset to the 
company, the agent and the agency. The 
lapsing policyholder is a disappointment 
and a loss to everyone. The business in 
force is more important than the busi- 
ness 1n prospect.” 

Other departments should be interest- 
el in the plans, problems and needs of 
the agency unit, stated Mr. Cleary. He 
said that heads and assistants in the 
mortgage, law, actuarial. medical and 
other departments of the Northwestern 
Mutual appear at meetings of the field 
force and tell them in detail of the 
plans, policies, methods and results in 
their several departments. “We know 
that it contributes to the morale and the 
intelligence of the agency force,” said 
Mr. Cleary. “We know it results in 
more interested and more _ intelligent 
service to policyholder and prospect. We 
know it results in less correspondence 
and fewer trouble cases that grow out 
of misinformation because the agent had 
to guess the answer. None of our of- 
ficers regard this program as objection- 
able or burdensome, Quite the contrary. 
They enjoy the contact and the oppor- 
tunity to know more of the people in 
the organization and to have those peo- 
ple know more about their departments.” 

Talks About President’s Function 

Speaking of the function of the presi- 
dent of a company, Mr. Cleary said: 
‘The president must of necessity be a 
correlating officer; he can’t logically be 
the head of any department when the 
company is large. The president ought 
to know enough about the work of the 
agency department and its problems to 
cooperate intelligently. It may be best 
that he should not know so much or so 
little that he thinks he ought to run the 
department. In determining agency ob- 


Jectives and policy the president and 
other proper persons or committees 
should logically assum responsibility. 


When these are decided it becomes the 
agency department’s iob to decide upon 
methods of making them effective. In 
that task the agency officer should feel 
ree to seek the advice and counsel of 
the president and any other officer who 
can be helpful. There shonl4 be no 
question of his getting that cooperation. 
The agent must be largely relied 
"pon to carry the company to the policy- 
older, prospect and public,” concluded 
Mr. Cleary. “If he is to do that effec- 
rely, honestly and intelligently he must 
ave information from an authoritative 
source . There may be others in the of- 
ficial family who have greater knowledge 
i greater capacity to interpret, but 
Position gives the president prestige. 
b. € company and the agent are entitled 
the benefit that flows from the active 
uses of that prestige.” 
Mr. Cleary concluded by saying that 


Local Chapter C. L. U. 

To Hear Paul Clark 
WILL ADDRESS MEETING DEC. 3 
Thomas G. Murrell Presides at Novem- 


ber Session; Committees Active; 


Twelve New Members Elected 





Paul Clark, general agent, John Han- 
cock, Boston, and a past president of 
the National Chapter Chartered Life 
Underwriters, will address the New York 
Chapter C. L. U. at a luncheon meeting 
on Thursday, December 3, at the Hotel 
Martinique. His topic will be “Indirect 
Selling.” : 

Activities of the New Yorg Chapter 
under committee chairmen were an- 
nounced at the November meeting by 
Thomas G. Murrell, president. Leroy 
Whitelaw, Prudential, reported that 
nezrly all copies of the compendium on 
company practices had been sold.* War- 
ren Benton, Equitable Society, is arrang- 
ing informal luncheon meetings with 
prominent C. L. U.’s from out of town 
who plan to be New York visitors. Harry 
Krueger, Northwestern Mutual, is han- 
dling plans to speed up the interchange 
of sales ideas among members. 

The innovation of having three mem- 
bers deliver short talks before the chap- 
ter was well reccived at the last meeting. 
The three speakers packed some high- 
powered ideas into their remarks. Speak- 
ers were Henry M. Faser, Jr., Penn 
Mutual; David B. Fluegelman, North- 
western Mutual, and Frank M. Minnin- 
ger, Connecticut General. 

Size of the New York Chapter has 
been increased by twelve new members. 
They are these: 

Robert A, Bernard, Luther-Keffer 
agency, Aetna Life; Ernest H. Earley, 
Atkinson agency, Northwestern Mutual; 
Bernard M._ Eisenberg, Stuyvesant 
Heights branch, Metropolitan Life; Ben- 
jamin F. Griffith, Atkinson agency, 
Northwestern Mutual; Melvin H. Leon- 
ard, manager, National Life of Vermont; 
Arthur J. Raumann, broker; Willis F. 
McMartin, McMillen agency, North- 
western Mutual; Paul E, Orr, Jr., Bragg 


agency, Guardian; Minott A. Osborn, 
Taylor agency, Mutual Life; Alvin J. 
Powers, assistant manager, Knicker- 
bocker branch, Prudential; E. Herbert 


Schwensen, Port Hamilton branch, Met- 
ropolitan ; William W. Woodward, 3rd, 
Wilson agency, Equitable Society. 





LAUNCH INTER-AGENCY DRIVE 





Six General Agents of Home Life of 
New York Start Contest in New 
England 
Six general agents of the Home Life 
of New York have launched an inter- 
agency contest which will continue to 
December 31. The climaxing event to 
be a regional sales conference in Bos- 
ton with home office officials as guest 

speakers. 

The six general agents, all of New 
England, are these: I. Harold Angell, 
Portland, Me.; Charles S. Albert, Spring- 
field, Mass.; Charles A. Murphy, Jr., 
Providence, R. I.; Tressler W. Callihan, 
Thomas T. Pond and Warren H. Preb- 
ble, all of Boston. 





PITTSBURGH SEMINAR TODAY 
Three simultaneous sessions will fea- 
ture the seminar meeting of the Pitts- 
burgh Life Underwriters Association at 
the Fort Pitt Hotel today. Speakers are 
C. R. Travis, Bankers Life of Iowa; 
John E. Davis, Massachusetts Mutual; 
George Stewart, Penn Mutual; Philip 
Kessler, Reliance Life; Charles Erwin, 
Provident Mutual, and Benjamin Stein, 
Metropolitan Life. 





a certain amount of new business is es- 
sential to a healthy company position. 
Beyond that amount the present policy- 
holder has no interest in volume, and in 
a participating company he may have 
valid objection to it. Whatever the 
volume, quality should be the first and 
constant objective. 


Judge Willis Views 
Pacific Mutual Case 


MAKES COMMENTS FROM BENCH 





William Breiby Presents Figures Sup- 
porting Carpenter’s Plan; Mutuali- 
zation Idea Filed 





At the hearing on the Pacific Mutual 
Life in Los Angeles this week, Judge 
Henry M. Willis stepped into the spot- 
light when he made a lengthy statement 
from the bench on the court’s efforts to 
find a plan that is workable, fair and 
just, William Breiby, prominent con- 
sulting actuary of the firm of Fackler & 
Breiby, New York, was in the center of 
the stage last week under cross-exami- 
nation following his presentation of fig- 
ures in support of the Carpenter plan. 

At the opening of the hearing Novem- 
ber 6 Judge Willis filed a letter he re- 
ceived from John S. Williams, insurance 
commissioner of Mississippi, favoring a 
“mutualization” plan for rehabilitation 
of the Pacific Mutual. Mutualization is 
provided for in the Carpenter plan if 
voted for by a majority of the policy- 
holders after a lapse of 10 years. 

Judge Willis’s statement this 
was this: 

“The legal problem arises as to the 
power of the court to approve a plan 
which impairs any contract, and, if au- 
thorized under the police power, which 
is the most reasonable, most just and 
fairest method. The report shows the 
company was $23,000,000 short. This 
proceeding is to try to take care of that 
deficit by some plan. 

Comments on Carpenter’s Plan 

“The proposed plan of Commissioner 
Carpenter provides that participating 
and non-participating departments are 
allocated 100% assets, whereas the acci- 
dent department will start off with a 
deficit. It seems to me you don’t have 
to shift assets; assets are all in one lot 


week 


under the convention report, and when-, 


ever you want to pay a liability you 
reach in and take what you need. Un- 
der the plan that is going to be cut off. 

“There are going to be three separate 
places for business, three pots for lia- 
bilities, three pots for assets, which 
shift from one to the other, but not from 
one department to the others. What 
the court is anxious to find out is 
whether the plan is workable; first, of 
course, whether it is fair and just under 
the law and equities, and likewise, if it 
is fair and just, will it work out?” 


I. A. C. COMMITTEES 








Pre-ident Fisk’s Appointees to Super- 
vise Many Activities; Eight on 
Executive Committee 
Arthur A. Fisk, Prudential, president 
of the Insurance Advertising Confer- 
ence has selected his committees for 
1936-37. His executive committee con- 
sists of the following: Ray C. Dreher, 
Boston Insurance Co., I. A. C. vice- 
president; Arthur H. Reddall, Equitable 
Society, I. A. C. secretary-treasurer ; 
Clarence A. Palmer, Insurance Co. of 
N. A.; W. Leslie Lewis, Agricultural ; 
C. J. Fitzpatrick, United States F. & G.; 
David C. Gibson, Maryland Casualty, 
and Harold E. Taylor, American of 

Newark. 

The many and varied activities of the 
I. A. C. will be directed by the following 
committees designated by President Fisk 
and including the newly created com- 
mittee to cooperate with New York City 
police authorities towards reduction of 
deaths and accidents by automobiles. 
Stanley F. Withe, Aetna C. & S., A. H. 
Reddall and W. J. Traynor, North Brit- 
ish, serve on this committee. Other 
groups follow: 

Preparation of Programs: Charles E. 
Freeman, Springfield Fire & Marine, 
and R. E. Brown, Jr., Aetna Casualty & 
Surety, Frontier Safety (joint commit- 
tee): Robert G. Richards, Atlantic Life. 
Publicity: Frank J. Price, Jr., Pruden- 
tial. Membership: Jarvis W. Mason, 
London Assurance and James A. Peirce, 
John Hancock Mutual Life. Street & 
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Leroy A. Lincoln Speaker 
For Pittsburgh Jubilee 


Leroy A. Lincoln, president, Metro- 
politan Life, will be the first speaker at 
the Golden Jubilee anniversary of the 
Pittsburgh Association of Life Under- 
writers on December 7. It is probable 
that his subject will be “Life Insurance 
as the American Way of Thrift.” Steacy 
E. Webster, president, Pittsburgh Asso- 
ciation, is chairman of the speaker’s 
committee. 

William M, Duff, chairman of the spe- 
cial guests and invitations committee 
has received many acceptances from 
home office executives, representatives 
of the insurance press and members of 
the Million Dollar Round Table. About 
100 business men of Pittsburgh have al- 
ready signified their intention to attend 
the affair. 





Assistant Superintendent Of 
Agencies, Equitable of Iowa 


Paul K. Adams, former manager, 
Equitable of Iowa, Albany, N. Y., has 
been appointed assistant superintendent 
of agencies for that company. 





WALTER F. W. TABER DEAD 

Walter F. W. Taber, a member of 
Manuel Camps, Jr., agency, Penn Mu- 
tual, Boston, since February, 1915, died 
November 2. He was a past worshipful 





master, St. John’s Lodge, F. & A. M., 
3oston. 
Highway Safety: David C. Gibson, 


Maryland Casualty. 


Life Insurance Week—1937: Arthur 
H. Reddall, Equitable Society. Stand- 
ards of Practice: Henry H. Putnam, 
John Hancock Mutual Life. Accident 


and Health Week—1937: Clarence A. 
Palmer, Insurance Co. of N. A. 
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GREATER NEW YORK SAFETY 
COUNCIL 

Far too little publicity has been given 
to the Greater New York Safety Coun- 
cil, Inc., launched early this year by a 
group of public-spirited, humanitarian- 
minded men and women. This organiza- 
tion, which contains many insurance peo- 
ple among its sponsors, board of direc- 
tors and committee chairmen, is quietly 
but efficiently becoming the nerve cen- 
New York City’s accident 
program, and its activities are 


ter of pre- 
vention 
bound to attract increasingly more fa- 
vorable attention. A case at hand is the 
current inter-fleet 
sored by the commercial vehicle section 
of the Council which began November 1 
1937. The 


Council's goal is to have 40,000 vehicles 


safety contest spon- 


and runs: to February 28, 


entered in this initial four months’ 
effort. 

- 

It is a credit to the imsurance fra- 

ternity of Greater New York that so 


many of its members have been active 
in this new coordinated agency for acci- 
dent prevention. The executive commit- 
tee of the organization, which guides its 
administrative moves, is headed by Frank 
L. Jones, vice-president, Equitable Life 
Assurance Society, and a great piece of 
work in obtaining members has been 


done by W. 


tor, Metropolitan Life, who directed an 


Graham Cole, safety direc- 


organization of 100 safety engineers. 
Among members of the board of spon- 
sors are these insurance company chief 
Frederick H. Ecker, chair- 
Metropolitan Life; 
Edson S. wott, chairman of the board, 
United States Thomas I. 
Parkinson, president, Equitable Society; 
Globe In- 
Edmund Zacher, presi- 


executives : 
man of the board, 
Casualty; 


A. Duncan Reid, president, 
demnity, and L 
dent, Travelers. In addition the Coun- 
cil’s directorate has the benefit of the 
counsel of Dr. Donald B. Armstrong, 
third vice-president, Metropolitan Life; 
Wallace J. 
achusetts 
Equitable direc- 
tor, all of whom are charter members 
of the board. 


It is of further significance that chair- 


Falvey, vice-president, Mass- 
3onding, and Lew R. Palmer, 


Society’s conservation 


men of seven standing committees of 
New York Safety Council 
are insurance men of safety prominence 
R. S. Elberty, Fireman’s Fund Indem- 


nity, heads the aforementioned commer- 


the Greater 


cial vehicle section and he has secured 
the cooperation of some twenty-five cas- 
ualty companies in lining up 1,000 mem- 


bers for the inter-fleet contest. Other 
committee chairmen include L. L. Spen- 
cer, Travelers, statistical bureau; P. B. 
Reimold, Liberty Mutual, information 
bureau; A. A. Arnurius, Hartford Acci- 
dent, hotel contest; R, C. Dugan of R. 
F. Murray & Bros., commercial vehicle 
monthly conferences; W. Graham Cole, 
Metropolitan Life, street and highway 
activities, and Lew R. Palmer, Equitable 
Society, street and highway contest. 

The esteem with which these sponsors, 
directors and committeemen are held is 
well expressed in the words of Arthur 
Williams, president of the Council, who 
in concluding a recent article said: 

I would like to pay tribute to three 
groups—our distinguished board of spon- 
sors and our directors who have given 
and are giving so splendidly of their 
time and energy in the development of 
the Council, and to the technical groups. 
The tentative plans developed by them 
for the Council were of value to the or- 
ganization committee and their help has 
been of immeasurable benefit in the de- 
velopment of our larger planning for 
the future. 


UNDERDEVELOPED GOLD MINE 
With the fire insurance business re- 
flecting the stimulating effects of im- 
provement in general business through- 
out the country, particular stress is be- 
ing placed today upon the development 
rather 
loosely classified as inland marine cov- 


of the numerous types of risks 


erage. Fire company executives are not 
particularly confident of any striking in- 
crease in straight fire insurance premi- 
ums during this new period of recovery 
and at least 


comparative prosperity. 


Rate reductions and intensified non- 
stock competition have tended to offset 
larger writings by stock companies. Con- 
little 


than holds its own in production returns 


sequently if fire insurance more 
for the next couple of years the com- 
panies will not be greatly disappointed. 

In the inland field, 
as well as in automobile and ocean ma- 


marine however, 


rine, room remains for expansion of 
True it is that marked 
premiums 
corded in inland marine writings during 


the last 


premium income. 


increases in have been re- 
nevertheless, this 


insurance still 


decade, but, 
remains far 
There 
is no limit of production yet in sight. 
The 
company leaders is reflected this autumn 


branch of 
short of complete exploitation. 


viewpoint of many keen-minded 
in the increase in the number of inland 


marine courses being presented by local 


(Continued on Page 38) 





Bachrach 
MRS. FRANK REED BUSCH 


The marriage of Miss Betty Whatley, 
daughter of S. T. Whatley, vice-presi- 
dent Aetna Life, and Mrs. Whatley, and 
Frank Reed Busch, Saturday afternoon 
in St. John’s Episcopal Church, Hart- 
ford, was the social event of the week. 
The ceremony was performed by Rev. 
William T. Hooper. One of the brides- 
maids was Miss Betty Keffer, daughter 
of R. H. Keffer, New York City general 
agent. Two of the ushers were David 
Carvalho of the Yorkshire Insurance Co., 
and Frank C. Hatfield, Jr. Both are 
sons of prominent insurance men. The 
couple left for Canada after a reception 
in the Whatley home, Bloomfield Ave- 
nue, West Hartford. 

The wedding and reception were at- 
tended by a large number of insurance 
men and their wives, including President 
Morgan B. Brainard and Mrs. Brainard. 
Among general agents and wives were 
Mr. and Mrs. K. A. Luther and R. H. 
Keffer, New York; James P. Graham, 
Jr., Springfield, Mass.; Clyde F. Gay, 
3oston; Gilbert E. Shepherd; Ed Muel- 
ler, associate general agent, New York, 
and Mrs. Mueller. 

Mrs. Busch attended Chicago Latin 
School for Girls and Les Fougeres, Lau- 
sanne, Switzerland. She also studied at 
Goodman School of Dramf&tic Arts in 
Chicago. Mr. Busch attended Kings- 
wood School and University of Vermont. 

* * * 

Charles F. Hurley, governor-elect of 
Massachusetts, is in the insurance and 
real estate business in Cambridge, Mass., 
and is also a member of the Insurance 
3rokers Association of Massachusetts. 
As a youth he attended Boston College 
and later became associated with the 
James J. Conley insurance and real es- 
tate agency in Cambridge. He was 
elected state treasurer in 1930 and re- 
elected in 1932 and 1934, becoming the 
first man ever to hold the post for three 
successive terms, 

* * * 

John B. Rooney, special representative 
of the Loyalty Group, was elected to 
the New Jersey Assembly by Essex 
County voters in the recent election. 
It was the first time he had ever been 
a candidate for public office. Mr. Roo- 
ney is a resident of Newark and a 
Democrat. 

a 4 ~ 


Mrs. J. C. Thoms, wife of J. C. Thoms, 
Newark insurance agent, has captured 
the club championship of the Essex 
County Country Club. Both Mr. and 
Mrs. Thoms are excellent golfers and 
have won many prizes in New Jersey 
and at Lakeland, Fla., where they spend 
winters. 








Major William P. Cavanaugh, head of 
the claim department, and John J, Hall, 
director, street and highway division 
both in the National Bureau of Casualty 
& Surety Underwriters, have been elect, 
ed vice commanders of the Ad Men's 
Post of the American Legion jn New 
York City. 

= 

Albert F. Jaques of the Prudential 
who served last year as general man. 
ager of the New Jersey State Emer. 
gency Relief Administration, has been 
elected chairman of the Newark Ad. 
visory Committee on Relief. 

- oS 

Bernard P. Carter, president of Gor. 
don, Brown & Carter, general agents 
Richmond, and Louis E. English of 
Louis E. English, Inc., also of that city 
were in Pinehurst, N. C., this week at. 
tending the semi-annual meeting of the 
South-Eastern Underwriters Association, 
On their way down to Pinehurst they 
stopped off at Greensboro and were en- 
tertained at a party by Thomas Gresham 
Redden, well-known local agent of that 
city. Mrs. Carter and Mrs. English 
accompanied them. ; 

x * 

Frank Blanton of Farmville, Va., sec- 
retary of the Virginia Association of In- 
surance Agents, is a patient at Johnston- 
Willis Hospital in Richmond. He was 
admitted to the hospital last week and 
is reported to be in a serious condition. 
The doctors said that they had not de- 
termined just what was the matter with 
him. Mr. Blanton has been secretary 
of the Virginia Association for many 
years and is held in high regard by 
members of the Virginia insurance fra- 
ternity. 

x *« * 

Representative Bacharach of Atlantic 
City, for twenty-two years a member of 
Congress from southern New Jersey, was 
defeated for reelection last week by E. 
H. Wene, Democrat, of Vineland. Mr. 
Bacharach, who is a prominent insur- 
ance agent, was the second ranking Re- 
publican in the ways and means com- 
mittee in the House and was the right- 
hand man of the late Nicholas Long- 
worth when the latter was Speaker of 
the House. ° 

A ok ca 

Thomas Watters, Jr., special counsel 
of the National Board of Fire Under- 
writers and in charge of the Underwrit- 
ers Social Security Service, has returned 
to New York from an extended trip to 
the West. 

* * * 

Alfred L. Whist of Oslo, prominent 
Norwegian insurance executive, is spend- 
ing several weeks in New York. Mr. 
Whist is well known here and was an 
active figure in the marine field some 
years ago. 

* * * 

Hugo Henn, accident and health man- 
ager in the New York office of the In- 
demnity Insurance Co. of North Amer- 
ica, recently returned to his desk after 
a month’s absence in the hospital for an 
operation. Popular on the “Street” his 
many friends welcomed him back. 

: 2S 


R. R. Clark, United States manager 
for the Caledonian and the Netherlands, 
visited agencies in the Pacific Northwest 
centers the week of November 1. 

* * * 


O. J. Arnold, president, Northwesterm 
National Life, has been re-elected 4 
director of the Minneapolis Civic and 
Commerce Association for a three-year 
term. 

+ ” * 

R. S. Thorp, fire manager for Canada 
of the Prudential Assurance of London, 
has been re-elected president of the 
Westward Cricket Club, Montreal. 

ca *x * 


Frank Taylor, district manager in T@ 
coma, Wash., for the Mutual Life, has 
been named president of the Tacoma 
Kiwanis Club. 
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Hartford Executives Return 
Considerable traveling is being done 
by Hartford Insurance executives. \ ice- 
president Alfred Stinson and Assistant 
Secretary Clarence T. Hubbard of Auto- 
mobile Insurance Co. have returned from 
visiting agencies in New Mexico, Colo- 
rado and Nebraska. Roy Eblen of the 
Phoenix of Hartford is back from a five 
weeks’ journey through Western terri- 
tory. Gilbert Kingan, United States man- 
ager of the London & Lancashire, met. 
Sir Frederick W. Pascoe Rutter, gover- 
nor of the London & Lancashire, and Ar- 
thur S. Rogers, general manager, when 
they arrived in this country. W. Ross 
McCain, president Aetna (Fire) has been 
in the West; also Esmond Ewing, vice- 
president Travelers Fire. R. R. Stone, 
assistant secretary Automobile Insurance 
Co. has been visiting Texas and Okla- 
homa. 
x * x 
Hartford’s Newest Insurance 
Structure 


The newest insurance building in Hart- 
ford is that of the Caledonian Insurance 
Co, the exterior of which is now com- 
pleted and the structure will be ready for 
occupancy in the Spring. 

The building, two stories 
house and basement, and in modified 
classical design, with four pillars at 
the entrance, is located in such a way 
that the front of the building faces 
Asylum Avenue. Across the street is 
the home of the Hartford Fire and Hart- 
ford Accident. A block away is the 
building of the Connecticut Mutual Life. 

The present quarters of the Caledonian 
are in the Factory Insurance Co.'s 
building. 


with pent 


x * * 
New Magazine Features Mortgage 
Money and Building 

A new magazine, published in the in- 

surance district of New York City and 
called Builders’ Forum, has made its ap- 
pearance, It is aimed to be a medium 
for discussion of building industry prob- 
lems, and among other things will fea- 
ture Property Life Insurance which will 
probably be introduced in this country 
sometime after the first of the year. 
The magazine will do what it can to 
improve building conditions and_ will 
print considerable about mortgage money 
as a factor in the processes of building. 
The lead article in the first edition 
has the caption, “Why I Called Major 
Mortgage Lenders Together.” It is writ- 
ten by Ford H. Dow, president of the 
Dow Service Daily Building Reports, 
and author of a Ten-Point Plan for the 
tehabilitation of the construction indus- 
tty “as a starter to give something to 
build up or tear down as it seems fit.” 
Among authors in the first number are 

Dr. Hans Heymann of Berlin, Germany, 
now in this country interesting building, 
teal estate, banking and insurance com- 
panies in Property Life Insurance; Mau- 
tice Deutsch, advocate and designer of 
slum clearance projects on a multiple 
lock scale, and A. L. Carr, vice-presi- 
dent, National Surety Corporation, and 














former treasurer of the Association for 
Revision of New York State Lien Law. 

An entire page is devoted to Bulletin 
No. 1 “Mortgage Money,” headed: “An 
urgent appeal to all friends of the build- 
ing industry to rally to the support of 
the mortgage lenders in the new pro- 
gram of lending on quality basis.” 

The last paragraph of the appeal fol- 
lows: 

“Write not only to officials you know 
in banks, building and loan _ societies, 
trust companies and life insurance com- 
panies at once reminding them that 
shoddy buildings cause distress to own- 
ers and prove poor security for loans, 
but get friends to do so—preferably 
those who lost their equity by fore- 
closure.” 

The article of Maurice Deutsch gives 
the career of Dr. Heymann. 

The Builders’ Forum is published at 35 
Maiden Lane by Better Builders, Inc. 
That is the address in this country of 
Dr. Heymann. 

* x 
Anything Can Happen 

Whether or not the man who gets up 
the “Sideshow” column in News-Week 
has had a training in an insurance loss 
department before he entered journal- 
ism I do not know, but his mind evi- 
dently runs along the “claims” channel. 
Anyway, in the November 7 issue of that 
publication he has gathered together a 
number of casualty and fire items which 
were all in the run of the news during 
the preceding week. While they sound 


freaky they will be almost duplicated 
next week, the week after and every 
week: 


Dark Horse: In New York, Geraldine 
Oldek sued Frank Goldblatt for $15,000 
damages sustained when his car collided 
with her horse. The judge dismissed 
the case because the horse carried no 
headlights or tail lights. 


Double: Montreal police explained it 
was “all a mistake” and released Ernest 
Prevost. He had been arrested after 
the provincial elections for impersonat- 
ing Ernest Prevost. 


Larceny: In Manchester, England, a 
12-year-old girl wanted to see a movie 
but had no money. She led a 5-year-old 


friend into a park, stripped her, and sold 
the clothes for 18 cents. 


Wreck: A. J. Worstell started his 
truck outside the Valparaiso, Ind., home 
of Peter Hill. A wire clothesline at- 
tached to the house tangled with the 
truck’s wheel. Off came the side of 
the house. 


Example: Frank Trummer, an ex-con- 
vict, agreed to talk to a Shenandoah, 
Ia. audience on the subject “Crime 
Doesn’t Pay.” Next day the promoter 
of the lecture swore out a warrant for 
his arrest. Trummer had collected his 
money in advance and disappeared, 


Skeptic: R. G. McIntyre of the El 
Paso, Tex., school board voted against 
an appropriation for disinfectant to pre- 


vent athlete’s root in school showers. 
He claimed there was no such disease. 
A few days later his wife told inquiring 
reporters he couldn’t come to the phone. 
He had athlete’s foot. 

Sampler: A stack of bottles in the 
cellar of his New York home attracted 
the eye of 3-year-old Raymond Walms- 
ley. When he became ill, his mother 
called an ambulance, The doctor put 
Raymond to bed with a case of acute 
alcoholism. 


Ardor: Mrs. L. Brunnett, a Dallas, 
Tex., widow, sued Karl Hagedorn for 
$5,000 because, she said, his hugs 
amounted to aggravated assault. One 
of his embraces broke four of her ribs. 

Repressed: New York police arrested 
Eva Jacobelli for setting fire to a hall- 
way. Her mother sympathized: “I can’t 
blame her. She never had any fun.” 

ca * * 


Introverts vs. Extraverts 

It is not often that an insurance sales 
group has the opportunity of hearing a 
psychologist so well known and accom- 
plished as Dr. Arthur Frank Payne, and 
that is the reason I took special interest 
in the opening educational lecture this 
week of the Accident & Health Club of 
New York at which the guest speaker 
was Dr. Payne. He has been heard by 
thousands of people on the radio in re- 
cent years; is assistant professor of vo- 
cational guidance at Teacher’s College, 
Columbia University, and personnel offi- 
cer of the College of the City of New 
York. 

In selecting “Introverts and Extra- 
verts” as his topic Dr. Payne could not 
have picked a more appropriate subject 
to talk about to a sales audience, But 
perhaps he took a few of them by sur- 
prise when he started off to apply his 
brand of psychology to the selling of 
accident and health insurance, based as 
it is on the feeling of security necessary 
to all. Along this line his suggestions 
were well taken: 

“Don’t vet people to worrying about 
the future or about anything else, if you 
want them to like you. Carry with you 
everywhere an air of security and satis- 
faction, and leave a little of it with 
everyone. Jf you do this you need not 
worry about people not liking you.” 

What interested me particularly was 
that Dr. Payne has summarized in ten 
meaty statements what he considers the 
“Rules for Making People Like You,” 
and these rules formed the theme of his 
talk to the Accident & Health Club. 
They follow: 

1. Acquire a Sense of Otherness. A 
feeling that ifeyou were that other per- 
son, you too would think, speak and act 
as he does, Other people subconsciously 
feel your lack of sympathy, understand- 
ing and tolerance of them, even though 
you do not consciously express it. There- 
fore they do not like you. Do you blame 
them? Children and dogs are very sen- 
sitive about this. 

2. Every Normal Person Wishes To 
Be Superior. Recognize this, If people 
cannot really be superior, they will at- 
tempt to appear superior. Recognize 
this fact in yourself and in others. If 
you want people to like you, give them a 
chance to be superior—a chance to grat- 
ify their ego, Let them have their way 
and say about non-essentials and unim- 
portant matters. 

3. Never Make Another Person Feel 
Inferior. All people actively resent be- 
ing made to feel inferior. There is no 
better way of getting people to dislike 
you than by belittling them in any way. 
If you want people to like you, this is 
one thing you must not do. This ap- 
plies particularly to children and subor- 
dinates. 

4. Realize That People Differ Very 
Much in Regard to Amount of Intelli- 
gence. When you definitely plan to 
make people like you, you must recog- 
nize the fact that people do differ in 
regard to intelligence, regardless of out- 
ward appearances. If you have a high 
level of intelligence, other people will 
appear stupid to you. If you let them 
know that you think them stupid, they 





Visitor From Abroad 


Ella Barnett 


PAUL ALTHER 

Among all the international insurance 
men whom I have met I know none who 
is more versatile, colorful and talented 
than Paul Alther, general manager of 
the Swiss Reinsurance Co, who is now 
visiting this country. The Swiss Rein- 
surance Co.’s organization is the largest 
in the reinsurance field. In the fleet be- 
sides the parent company are the Euro- 
pean General of Zurich, Mercantile & 
General of London, Compagnie Francaise 
de Reassurances Generales of Paris, 
North American Reassurance of New 
York, Bavarian Reinsurance Bank of 
Munich. The United States branch of 
the Swiss Re. has $14,000,000 of admit- 
ted assets. The United States manager 
is Rodney Davis of New York. 

Mr. Alther is a graduate of the Uni- 
versity School of Commerce, St, Gall, 
Switzerland. After leaving school he 
spent four or five years in London with 
a New York City investment house and 
there he acquired English which he 
speaks fluently. Incidentally, he also 
can converse in several countries in 
the native tongue, including of course 
French, German and Italian, as all edu- 
cated know those tongues and 
pick them up early. 

In 1917 he went with the Swiss Re. 
fleet, his work at the start being in the 
investment division. Soon he was pro- 
moted and after filling various posts with 
ability he was made general manager. 

As a reinsurance man Mr. Alther 
spends much of his time in traveling. 
He has made several trips around the 
world and is a consistent aeroplane trav- 


Swiss 


eler. His faculty of getting along with 
people, a natural result of a cheerful, 
amiable personality, is extraordinary, 


with the result that he has many friends 
in all parts of the world. Probably the 
Orient fascinates him as much as any 
other part of the globe. He has become 
a collector of Chinese and Japanese ob- 
jects d’art. He is also an extensive 
reader and quite a collector of books, 
particularly on art and ancient history. 

Few men get more pleasure out of 
their own vocation. Reinsurance not 
only appeals to him from the scientific 
or technical standpoint, but one reason 
he likes it is because of the unusual 
opportunity it furnishes of meeting so 
many interesting characters in the in- 
surance and financial world. 


will, of course, dislike you. To get them 
to like you, try to understand and be 
patient with them. Use your intelligence 
to get people to like you. 
5. Introverts Generally 
verts. Extraverts generally think in- 
troverts are “wet blankets.” Introverts 
generally think extraverts are “loud” in 
speech and actions. Introverts and ex- 
traverts are both valuable in this world 


(Continued on Page 46) 
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Royal-Liverpool Open 
New Offices in Phila. 

LOCATED AT 439 CHESTNUT ST. 

Harold Warner and Other Officers 


Among 800 Who Visit Headquarters 
at Opening on Monday 








Harold A. Warner, United States man- 
ager of the Royal-Liverpool groups; C. 
A. Nottingham, assistant United States 
manager; Kenneth Spencer and William 
H. Galentine, vice-presidents of the 
Globe Indemnity; Insurance Commis- 
sioner Owen B. Hunt, and former Gov- 
ernor John S. Fisher were among those 
present Monday at the opening of the 
new quarters of the Philadelphia branch 
office of the Royal-Liverpool groups of 
insurance companies. 

The new offices, occupying the entire 
first floor and part of the second floor 
of the Lafayette Building, 439 Chestnut 
Street, were a mass of floral tributes 
from insurance men of the city. ie? 
Mills, local manager of the Royal; H. 
W. Stephenson, local manager of the 
Liverpool & London & Globe, and J. 
M. Richardson, resident vice-president 
of the Globe Indemnity, were kept busy 
all day long greeting agents and brokers. 

Over five hundred people were served 
buffet luncheon in the new quarters and 
more than 800 visited the office during 
the day. The offices are among the finest 
in the city. The building is part of the 
Girard Estate and the space was for- 
merly occupied by the Central National 
3ank. The quarters were entirely reno- 
vated, several months being spent in the 
work. A sanacoustic ceiling and air- 
conditioning were both installed. 

The companies formerly occupied part 
of the ground floor of the Independence 
Building, Fifth and Walnut Streets. 

The Globe is the only casualty com- 
pany in the office but, with the Globe, 
it also has the claim department of the 
Globe, Eagle Indemnity and Royal In- 
demnity, and the payroll audit and in- 
spection departments of all three com- 
panies, 





Commissioners Expect Large 
Attendance at Convention 


An exceptionally large attendance is 
expected at the mid-Winter meeting of 
the National Association of Insurance 
Commissioners at Hot Springs, Ark., 
December 7, 8 and 9, judging from res- 
ervations and advance information being 
received by Jess G. Read of Oklahoma, 
secretary. Because of the life presi- 
dents’ meeting in New York December 
3 and 4, the eastern delegates will not 
arrive at Hot Springs until early Mon- 
day morning, December 7. President 
Ernest Palmer, Illinois, and Secretary 
Read will arrive Sunday to complete 
details of arrangement for the three-day 
meeting; and to establish headquarters 
at the Arlington Hotel. 

For the benefit of those who have in- 
dicated their intention of driving to the 
meeting Secretary Read announced that 
Hot Springs, Ark., is about half way 
from New York to San Diego, Cal., lo- 
cated on two transcontinental highways: 
J. S. Highway No. 70, known as the 
“Broadway of America” and U. S. 67 
and U. S. 270, which connect at Fort 
Smith, Ark., with U. S. No. 71 from the 
north, On the 71-270 route, one travels 
for miles through the thickly wooded 
Ouachita National Forest and the rug- 
ged Ouachita Mountains. 

The Broadway of America penetrates 
the cotton district. Being an all-year, 
all-weather resort, Hot Springs National 
Park, one of the first opened in the 
United States, offers a wealth of inter- 
esting and scenic points, in addition to 
opportunities for all sorts of water 
sports, golfing, etc. 
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Four Promotions Made 
By Home of New York 


SPRAGUE BECOMES SECRETARY 





Mehorter, Potter and Morrow Advanced 
to Assistant Secretaries in Recog- 
nition of Fine Work 





Four executive promotions were an- 
nounced this week by President Wilfred 
Kurth of the Home of New York. These 
advancements in rank are made in recog- 
nition of outstanding ability and loyal 
service to the companies in the Home 
Fleet. Mortimer E, “Bud” Sprague, who 
has made rapid headway since joining 
the Home six and a half years ago, is 





MORTIMER E, SPRAGUE 


advanced from assistant secretary to 
secretary, while Samuel A. Mehorter, 
F. E. Potter and J. W. Morrow become 
assistant secretaries, the last named be- 
ing in the marine department. 

Mr. Sprague, a graduate of West Point 
and All-American tackle for two years 
on the Army football team, has been 
with the Home since May, 1930. His 
first position was as special agent.in the 
service department. In May, 1932, he 
was advanced to assistant manager of 
that department and in 1934 was given 
the additional duties of supervisor in the 
metropolitan department. In April, 1935, 
he was advanced to assistant secretary 
in charge of the New York metropolitan 
department. 

[r. Mehorter has been in the insur- 
ance business since 1912, starting with 
the Philadelphia Fire Underwriters As- 
sociation as rate clerk. Later he joined 
the Schedule Rating Office of New Jer- 
sey and upon leaving that organization 
joined the Continental as engineer and 
special agent. His next connection was 
with the Insurance Co. of North Amer- 
Ica as state agent until 1929 when he 
became associated with the Home. After 
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national advertising for 


vivid discussion 


Alliance Agent." 


Head Office: 
Chicago Office: 


San Francisco Office: 





“Will You See That Game ... 
If An Accident Cripples Your Car ?” 


With this thought-provoking question, Alliance 


of autumn 
strongly cautions the utmost care and urges every 


car owner, for his own protection, to "Ask the 





THE ALLIANCE INSURANCE COMPANY 
OF PHILADELPHIA 


1600 Arch St., 
209 W. Jackson Boulevard 





November introduces a 


driving dangers; 


Philadelphia 


231 Sansome Street 








Connecticut Agents to Meet 
November 19 at New Haven 


The annual meeting of the Connecticut 
Association of Insurance Agents will be 
held next Thursday, November 19, at the 
Hotel Taft in New Haven. There will 
be a business session in the ballroom 
in the morning, starting at 10:30, fol- 
lowed by a luncheon and another busi- 
ness session in the afternoon. John W. 
Downs, counsél for the Insurance Fed- 
eration of Massachusetts; F. S, Dau- 
walter, director of the Business Devel- 
opment Office, and John C. Blackall, Con- 
necticut Insurance Commissioner, will be 
the speakers in the afternoon. 





NEW TEXAS FIRE COMPANY 


The Texas secretary of state has 
granted a charter to the American Fire 
of Galveston. Capital stock is listed at 
$200,000 and surplus $200,000. J. F. 
Seinsheimer, C. S. Kuhn and Conover 
Martin, officers of the American Indem- 
nity and the Texas Indemnity of Gal- 
veston, are incorporators of the new 
fire company. 














Standard Insurance Company 
of New York 


Head Office: 80 John Street, New York 


J. A. Kesey, President 


CAPITAL . ° ° ° . 
PREMIUM RESERVE . ° 
OTHER LIABILITIES . ° 
NET SURPLUS . ° ° , 
TOTAL ASSETS . ° ° 


New York Insurance 








G. Z. Day, Vice-President 


Department Valuation Basis. 





in the above are dep in 


C. L. Henry, Secretary 


Statement June 30, 1936 


$1,500,000.00 
1,464,323.87 
207,978.28 
3,243,235.02 
6,415,537.17 


carried at $60,508.94 


Securities 


States as required by law. 





Queen Mary’s Sister Ship 
Is Insured for $17,500,000 


As was anticipated would be the case 
when the first insurances covering build- 


ing risks of No. 552, projected sister 
vessel of the Queen Mary, were an- 
nounced, the brokers have now been 


successful in effecting insurances for 
more than £3,500,000 ($17,500,000) on No. 
This constitutes the largest amount 
which has ever been placed in the open 
market on either a merchant vessel or 
a warship under construction, and un- 
derwriters have generally regarded the 
building risks on a warship as_ being 
rather better than the corresponding 
risks on a merchant vessel. 

The present amount compared with 
£2,720,000 ($13,600,000) effected on the 
Queen Mary while under construction, 
and the success which has already been 
achieved in the placing of the insurances 
reflects credit on the way in which the 
brokers have undertaken the substantial 
amount of work involved, and also on 
the attitude of all the insurance offices 
and Lloyd’s syndicates which thought 
that, apart from the attraction of a 
first-class risk, they should do all they 
considered practicable to help in_ the 
provision of insurance for so great 4 
ship. 


552. 





MARKS 60TH ANNIVERSARY 


J. G. Mulford, Plainfield, N, J., insur- 
ance and real estate agent, is observing 
the sixtieth anniversary of the founding 
of his business. The office was started 
by Edward C. Mulford, grandfather gf 
the present head, in 1876. 





HERBERT L. FRITZ DIES 
Herbert L. Fritz, 49 years of age, in 
surance and real estate agent of New- 
ark, suffered a fatal heart attack while 
driving his car this week. He was 4 
member of the Newark Athletic Club 
and of the Real Estate Board of Newark. 
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Whiskey Risks Called 
One of Best Lines Now 


MORAL HAZARD NOT SERIOUS 


Kentucky Reports Show Production Not 
Far Ahead of Consumption; Distillers 
Have Sold Bulk of Stock 


Insurance company officials have been 
scanning whiskey policies rather closely 
and have been watching their underwrit- 
ings in whiskey. Company men have 
given considerable attention to this mat- 
ter, and executives have been checking. 
However, fieldmen, agents and those 
close to the whiskey situation feel that 
whiskey is one of the best lines; that 
to date there is no moral hazard in- 
yolved, and that the situation continues 
satisfactory. ; 

The larger companies, where there is 
large value in relatively small space, that 
is the city distilleries, are operating 
chiefly fire resistive warehouses, many 
of which are sprinklered. Country ware- 
houses are also being spaced farther 
from one another than in the early days, 
and are being held to reasonable size. 


Production Figures 


Latest Federal statistics show Ken- 
tucky produced 6,692,000 gallons of whis- 
key in September, 1936, while tax paying 
1,406,000 gallons, leaving a total of 122,- 
752,000 gallons in bond in Kentucky. 
Total production for the country in Sep- 
tember was 19,062,000 gallons, tax pay- 
ments, 5,952,000 gallons, leaving a total 
of 341,263,000 gallons of whiskey in bond. 

Prior to prohibition average stocks in 
bond were 245,000,000 gallons. Peak 
stocks of 279,000,000 gallons were reached 
in 1914. However, prior to prohibition it 
is estimated that there was at least 150,- 
000,000 gallons or more that was in free 
warehouses, floor stocks, etc., that did 
not show in the figures in bond. 

More than half of the whiskey now 
in bond is less than one year old, and 
under Federal rulings cannot even be 
labeled and sold as straight whiskey un- 
til it is one year of age. Annual con- 
sumption is running about 70,000,000 gal- 
lons, and if there is to ever be a reason- 
able supply of whiskey in this country 
for four-year-old or older bottled in 
bond at a reasonable price, heavy pro- 
duction of new whiskey is essential, in 
that the stocks now in bond will have 
to supply demand for young whiskey and 
provide a surplus for ageing. 

Of the 341,263,000 gallons of whiskey 
now in bond 280,000,000 gallons would 
be consumed in the next four years if 
consumption remains ‘at the level of 
70,000,000 gallons of straight whiskey a 
year, and the general opinion is that it 
will increase. 

In the pre-prohibition era it was con- 
ceded that annual consumption was 
around 140,000,000 to 160,000,000 gallons, 
although tax payments of straight whis- 
key were only around 70,000,000 gallons a 
year. This was brought about by the 
art of the blender and rectifier in add- 
ing spirits, flavoring, prune juices, etc., 
whereas today there is not a heavy de- 
mand for blends or rectified whiskies, as 
the country is demanding straight whis- 
xey, 

The country ‘s also much larger at 
around 125,000000 people as against 
100.000,000 or less at the time of pro- 
hibition, and the feeling is that con- 
sumption will soon be way above 70,000,- 
” gallons a year. especially when older 
and more palatable stock is available. 

Kentucky is producing and tax paying 
about one-third of the total whiskey con- 
sumed, with her tax payments increas- 
ing, while other states have been declin- 
Ing. To date independent distillers have 
sold the bulk of their productions and 
ave not held much whiskey for their 
Own account, with the result that many 
oS them are on velvet, and the actual 

'Skey held on storave for ovners, is 
no hazard as the distillers’ onlv interest 
mit is in future stercge and charees 
for bottling it, and therefore he is in- 
terested in protecting it. 


W. E. Mallalieu Honored 
By Wilbraham Academy 





MALLALIEU 


W. E. 


W. E. Mallalieu, general manager of 
the National Board of Fire Underwrit- 
ers, has been elected vice-president of 
the board of trustees of Wilbraham 
Academy, Wilbraham, Mass., the pre- 
paratory school from which he was grad- 
uated before entering the Stevens Insti- 
tute of Technology. The Mallalieu fam- 
ily is well represented among the grad- 
uates of the academy, other alumni in- 
cluding W. E. Mallalieu, Jr., who is now 
with the Royal in the Middle-West; 
Mr. Mallalieu’s brother, Dr. Frank W. 
Mallalieu, and the last-named’s son, 
Frank W. Mallalieu, Jr., connected with 
the Schedule Rating Office of New Jer- 
sey. 





Home Moves To Increase 


Salaries In Lower Brackets 
President Wilfred Kurth of the Home 
of New York and its affiliates announced 
that the directors on Monday had ap- 
proved unanimously recommendations of 
the executive committee that clerical 
salaries be reviewed and increases be 
made, especially in the lower brackets. 
The committee approved the following 
minute: 

“The president stated he felt the time 
had arrived to give consideration to the 
question of salaries of the clerical staff 
and that, while liberal recognition had 
been given from time to time, under 
the authority conferred by the board, 
of meritorious services and advancement 
in position, nevertheless he felt the im- 
provement in the company’s position, the 
tendency toward a higher cost of living, 
and as a reward for faithful services, a 
general review should be made of all 
clerical salaries, with particular consid- 
eration for those coming under the lower 
brackets. The president outlined his 
views in detail and the committee voted 
to recommend approval by the board.” 





FRANK S BLANTON DIES 

Frank S. Blanton, 51 years of age, 
long secretary and treasurer of the Vir- 
ginia Association of Insurance Agents, 
died at a Richmond hospital on Wednes- 
day of pneumonia following a week’s ill- 
ness. His widow and one son survive. 
He had been a member of the Garland, 
Martin & Blanton agency of Farmville 
since 1920. 


CHARTER AIDS INS?ECTIONS 

Adoption of the ney charter by New 
York City will greatly simplifv and aid 
fire prevention inspection work, accord- 
ing to the National Fire Protection As- 
The chorter restores to the 





sociation. 


Fire D eng rtment fio] authority for such 
avk For ceveral veors no it has been 
ot mn ith five sencrote bureaus han- 


dling inspections. which led both to con- 
fusion and inefficiency. 


HONORED ON ANNIVERSARY 


E. S. Brokaw, 25 Years With Continen- 
tal, Receives Gold Medal Watch 
Fob From Sturm 

Ernest Sturm, chairman of the board 
of the Continental, on Tuesday in the 
officers’ dining room, atop the company’s 
home office building at 80 Maiden Lane, 
presented to E. S. Brokaw a gold medal 
watch fob signifying the completion of 
a quarter of a century of service. Mr. 
Sturm’s presentation was made in ob- 
servance of a custom established many 
years ago and applying to employes of 
all of the companies of the America 
Fore Insurance & Indemnity Group. 

Mr. Brokaw is staff adjuster of claims 
of all the fire insurance companies of 
the group at the home office. He has 
occupied this position for twelve years 
and prior to that was special agent in 
northern New Jersey and an engineer in 
the Continental offices. He is a graduate 
of Rutgers College, class of 1908, and 
is a member of the Phi Beta Kappa 
honorary fraternity for scholastic 
achievement. 

Coincidentally, Tuesday was also the 
twelfth anniversary of Mr. Sturm’s ac- 
cession to the chairmanship of the boards 
of the America Fore companies. 





| Pennsylvania Deputy : 
Elected to Congress 


The election of Deputy Insurance 
Commissioner Michael J. Bradley of 
Pennsylvania to Congress last week 
has created considerable conjecture as 
to just who will be named to succeed 
him in the Department. Strange to 
say, no names have yet been men- 
tioned, Insurance Commissioner Owen 
B. Hunt stated that he was giving the 
matter thorough consideration and 
that he does not know at this time 
just who Mr. Bradley’s successor will 
be. However, the Commissioner made 
it clear that he was seeking a man 
capable of filling the post; one that | 
would prove acceptable to all insur- | 
ance interests. | 











N. J. SQUARE CLUB OFFICERS 
J. B. Kidder attached to the Newark 


branch office of the Travelers, was elect- . 


ed president of the New Jersey Insur- 
ance Square Club at the annual meeting 


held Monday evening. Other officers 
elected were Douglas Cullen, Cullen- 
Schulting Agency, Passaic, first vice- 


president; Albert Turpin, special agent 
for the Agricultural Ins., second vice- 
president; Edgar A. McCaskie, indepen- 
dent adjuster, Newark, secretary (re- 
elected); Vernon Beavers, insurance 
agent, Newark, treasurer (re-elected) ; 
John Crummey, Schedule Rating Office 
of New Jersey, trustee. It was decided 
to hold the annual entertainment and 
dance on Friday, February 26, in New- 
ark. Douglas Cullen is chairman of the 
entertainment committee. 





MRS. SIMPSON’S GRANDFATHER 


William Latane Montague, who was 
engaged in the fire insurance agency 
business in Baltimore for some years 
following the Civil War, was the grand- 
father of Mrs. Wallis Warfield Simpson, 
social friend of King Edward and former 
Baltimore debutante, her mother having 
been Alice Montague, a noted Baltimore 
beauty, According to a genealogy of 
the Montague family, the line goes back 
to Drogo de Montagu, a Norman, who 
fought with William the Conqueror at 
the Battle of Hastings. 

Mrs. Simpson is of the old Baltimore 
family of Warfields, a prominent mem- 
ber of which was the late Gov. Edwin 
Warfield, president of the Fidelity & 
Deposit. 


NEW JERSEY SPECIALS MEET 

The New Jersey Special Agents Asso- 
ciation held its November meeting at 
noon on Monday of this week, instead 
of in the evening as has been the cus- 
tom. The attendance was so large that 
luncheon meetings will probably be held 
regularly in the future. 





H. H. Reed Gives Support to 
Multiple-Line Principle 





Biank & Stoller 
HENRY H. REED 

Henry H, Reed, general manager of 
the New York City department of the 
Insurance Co. of North America, reiter- 
ated his plea for adoption of the mul- 
tiple line principle of insurance under- 
writing by the various states of this 
country when addressing the students of 
the inland marine course of the Insur- 
ance Society of New York at the open- 
ing lecture of the course on Tuesday 
Trained in the marine underwriting field 
where broad coverage is fundamental Mr. 
Reed believes that legal restrictions pre- 
venting the writing of fire, marine and 
casualty covers under a single policy are 
disadvantageous in many ways, blocking 
the rendering of complete service to pol- 
icyholders. 

When the economic life of this country 
was less complicated than it is today 
strict division of the various underwrit- 
ing fields was more logical than now 
Mr. Reed said. While the present method 
of conducting the fire, marine and casu- 
alty businesses gives stability and tends 
to curb rate cutting and other unwise 
competition, it makes for rigidity and 
for lack of flexibility. With a multiple 
line company fewer difficulties about giv- 
ing complete protection would be en- 
countered Mr. Reed said. A special form 
of policy could *- ~renared to cover al 
most any needs of ‘"surance buyers. 


I. WARREN BELL PROMOTED 
I. Warren Bell was recently elected 
Mosenthal & 





assistant secretary of H. ( 
Son, Inc., 1 Cedar Street, insurance 
brokers. He has been with the ofhce 


since 1929, joining as an insurance en- 
gineer. During the last year his duties 
have been increased to include under- 
writing and problems connected with 
office management. Mr. Bell was grad- 
uated from Worcester Polytechnic In- 
stitute in 1923 and shortly afterwards 
joined the Factory Insurance Associa- 
tion. 


SAILS FOR ENGLAND 

Sir Frederick F. W. Pascoe Rutter, 
governor of the London & Lancashire, 
sailed for England this week after a 
brief visit to the United States. One of 
the most interesting experiences he had 
here was going by chartered aeroplane 
to Philadelphia, Baltimore and Washing- 
ton, which cities were visited by him in 
one day. 


W. F. BARTON HIT BY AUTO 
friends of W. F. Barton, 


The many 
general adjuster for the North British 
& Mercantile group, will be sorry to 
learn that he is at the Broa Street 


Hospital following an accident last Sat 
urday afternoon when he was struck 
by an automobile truck at 1 


Church and 
Cortlandt Streets on his way home 
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N. Y. Agents’ Ass’n Names Large 


Committee On Meeting Competition 


The New York State Association of 
Local Agents is this year placing special 
emphasis on non-stock competition and 
business development and on increased 
To fur- 


ther these two programs President John 


membership in the association. 


J. Roe, Jr., has appointed large special 
Follett L. 


ester, past-president of the state asso- 


committee. Greeno of Roch- 


ciation, is chairman of the non-stock 


competition and business development 


committee and recently has addressed 


several New England association meet- 
ings on these subjects. Cooperating with 
Mr. Greeno are regional committees 
which in turn are acting with similar 
committees of fieldmen in conjunction 
with the Business Development Office in 
New York. The membership of the re- 
gional committees is as follows: 

For territory of suburban New York 
Field Club: George H. Couenhoven, 
New Rochelle, chairman; Wm. B. Dick- 
inson, Elmhurst, L. I.; Alfred Keller, 
Port Richmond, S. I.; G. Frederick 
Klaffky, Smithtown Branch, L. L, and 
R. E. Thompson, Valley Stream, L. I. 

For territory of Albany Field Club 
Edward S. Poole, Albany, chairman; H. 
C. Brown, Glens Falls; Walter E. Hef- 
fernan, Plattsburg; Richard W. Per- 
kins, Poughkeepsie. 

For territory of Syracuse Field Club: 


Warren E. Day, Syracuse, chairman; 
Edgar W. Couper, Binghamton; Law- 
rence T. Gilroy, Utica; H. H. Hatch, 
Massena, 


For territory of Rochester Field Club: 


Roy A. Duffus, Rochester, chairman; 
Hallett J. Burrall, Geneva; Hume 
Morss, Elmira. 

For territory of Buffalo Field Club: 


John C. Olson, Buffalo, chairman; Royal 
S. Blodgett, Jamestown; Richard Cary, 
Niagara Falls. 
Committee Chairmen 
The chairmen of the standing commit- 
tees of the New York Association are 
as follows: Casualty conference, Albert 


Dodge, Buffalo; fire conference, Wm 
H. A, Munns, Syracuse; farm under- 
writing, Fred J. Marshall, East Aurora; 


fire prevention, Joseph H. Miller, Utica; 
law and legislation, Theodore L 
Little Falls; public properties, R. M. L. 
Carson, Glens Falls; publicity and public 
relations, George Dietrich, Rochester, 
and street and highway safety, Charles 
H. Tuke, Rochester, 

Thomas A. Sharp of Rochester is 
chairman of a special committee for the 
study of compulsory automobile insur- 
ance. With him on this committee are 
Richard Cary, Niagara Falls; Chester 
M. Cloud, New York City; Albert Dodge, 
Buffalo, and Edward S. Poole, Albany. 
The metropolitan New York conference 
committee is composed of President Roe, 
chairman: George H. Couenhoven, New 
Rochelle, and Archibald J. Smith, New 
York City, 

President Roe is also general chairman 
of the membership committee with J. W. 
Rose, secretary-treasurer of the state 
association, as secretary to the commit- 
tee. The other members are as follows: 


Rogers, 


County Chairmen 

Albany County, Alexander J. Young, Albany 

Alleghany County, J. Farnum Brown, Wellsville. 

Broome County, Milton J. Steele. Binghamton. 

Cattaragus County South Dist., W. Pelton, 
Olean; North Dist., A. M. Mowry, Cattaragus 

Cayuga County, Charles P. Mosher, Auburn. 

Chautauqua County: South Dist., Charles W. 
Jones, Jamestown; North Dist., Walter N 
Clark, Fredonia. 

hemung County, Hume Morss, Elmira. 

henango County, John L. Nash, Norwich. 

linton County, Walter E. Heffernan, Plattsburg. 
olumbia County, Craig T. Thorn, Jr., Hudson. 

‘ortland County, Charles F. Brown, Cortland. 

Delaware County, H. G. Stoddart, Delhi 

Dutchess County, Frank L. Gardner, Jr., Pough 
keepsie. 

Erie County, Charles M. Epes, Buffalo; South 
Dist., Fred J. Marshall. East Aurora; North 
Dist.. J. B. Britting, Williamsville. 

Essex County: North Dist., John F. White, Lake 
Placid; East Dist., R. L. Wallace, Port Henry; 


~~. 7 


~ 





FOLLETT L, GREENO 
South Dist., Weed & Burleigh, Ticonderoga. 
Franklin County: North Dist., Wm. W. King, 
Malone; South Dist., H. R. Leggett, Saranac 
Lake. 
Fulton County, R. Douglas Boyd, Gloversville. 
Genesee County, Wm. H. Lucas, Leroy. 
Greene County, Percy W. Decker, Catskill. 
Hamilton County, Howard A. Burkhard, Inlet. 
Herkimer County, John D. Henderson, Herkimer. 
Jefferson County, A. T. Matthews, Watertown. 
Kings County, W. F. Stanz, Brooklyn. 
Lewis County, F. H. Kimball, Harrisville. 
Livingston County, W. L. S, Olmsted, Geneseo. 
Madison County, C. W. Rockwell, Oneida. 
Monroe County, Louis Hawes, Rochester. 
Montgomery County: East Dist., Thomas F. 
Monaghan, Amsterdam; West Dist., H. F. Spon- 
able, Fort Plain. 
Nassau County, Theo. B. Klapper, Garden City. 


New York & Bronx Co., E. Stanley Jarvis, 
New York. 

Niagara County: West Dist., Richard Cary, 
Niagara Falls; East Dist., Arthur Jackling, 


Middleport. 
Oneida County: South Dist., Joseph H. Miller, 
Utica; North Dist., L. T. Gregerson, Rome. 
Onondaga County, A, C. Deisseroth, Syracuse. 
Ontario County: East Dist., H. J. Burrall, Gen 
eva; West Dist., Chas. A. Coe, Canandaigua. 
Orange County: South Dist., A. C. Wallace, 
Goshen; North Dist., E. Maltby Sch'pp, New 
burgh. 
Orleans County: East Dist., Mabel R. Lyon, 
Albion; West Dist., Wm, L. Bennett, Medina. 
Oswego County, Harry C. Webb, Fulton. 
Otsego County, Albert V. V. Ball, Oneonta. 
Queens County, George J. Campo, Forest Hills, 


Rensselaer County, J. Somes McClellan, Troy. 


Richmond County, Alfred Keller, Port Rich- 
mond, S. I. 

Rockland County, John Kilby, Nyack. 

St. Lawrence County: South Dist., B. J. Car- 
penter, Gouverneur; West Dist., H. J. Hensby, 
Ogdensburg; Central Dist., Wm. E. Flanders, 
Potsdam; North Dist., H. H. Hatch, Massena. 

Saratoga County: North Central Dist., I. J. 
Burdick, Saratoga Springs; South Central 
Dist., John G, Rogers, Mechanicsville. 

Schenectady County, L. M. Fowler, Schenectady. 

Schoharie County, R. E. Van Ness, Cobleskill. 

Schuyler County, E. C. Cooper, Watkins Glen. 

Seneca County, John Gay, Seneca Falls. 

Steuben County: South East Dist., W. S. Me- 
Carty, Corning; West Dist., Raymond E. Page, 
Hornell. 

Suffolk County, A. C. Edwards, Sayville, L. I. 

Sullivan County: South Dist., Van Hornbeck, 
Monticello; North Dist., Wm. B. Hand, Lib- 
erty. 

Tompkins County, Percy O. Wood, Ithaca. 

Ulster County, A. D. Pardee, Kingston, 

Warren County, John H. Derby, Glens Falls. 

Washington County: North Dist., H. J. Bascom, 
Whitehall; South Dist., H. J. Taber, Green- 
wich. 

Wayne County: 
Wolcott; South 
Newark. 

Westchester County: South Dist., Phillip A. Mur- 
ray, Mt. Vernon; Central Dist., Murray M. 
Lent, White Plains; North Dist. & Putnam 
County, James J. Butterly, Peekskill. 

Wyoming County: North Dist.. Wm. H. Hum- 
phrey, Warsaw; South Dist., Leslie D. Spring, 
Arcade, 

Yates County, David Miller, Penn Yan. 


North 
Dist , 


Dist., F. C. 
Minnie F. 


Conklin, 
Snyder, 





Question Whether Fighting 
In Spain Constitutes “War” 


3ritish insurance offices and insurance 
brokers who have accepted insurance of 
property in Spain against risks of fire 
and other damage have formed a spe- 
cial committee to examine claims for 
damage to property arising out of the 
civil war. It appears likely that many 
of these claims will be contested in the 
courts. 

Some policies expressly include the 
risk of damage by “hostilities or warlike 
acts.” Claims on such policies from 
Spain will be met. Other policies ex- 
pressly exclude these risks and claims 
on them will be rejected. 

There are, however, a large number 
of policies which cover risks of “war,” 
and here it is debatable whether in fact 
the fighting in Spain legally constitutes a 
“war” instead of merely “warlike acts” 
or “hostilities.” 

If the courts decide against the insur- 
ance offices the latter will have to pay 
out sums running into millions of pounds. 
The various policies are, therefore, being 
carefully classified, and appropriate ac- 
tion on each class is being considered. 





Thomas S. Prescott, agency superin- 
tendent for the Southern department of 
the Hartford Fire at Atlanta and for- 
merly state agent in Virginia for that 
company, spent several days in Virginia 
last week visiting agencies of the com- 
pany. 





THE UNRIVALLED FACILITIES OF 


THE NATIONAL FIRE GROUP 


ARE ALWAYS AT THE COMMAND OF OUR AGENTS EVERYWHERE 








NATIONAL FIRE 
INSURANCE COMPANY 
OF HARTFORD 
CAPITAL $5,000,000 
SURPLUS AVAILABLE FOR PROTECTION OF 
POLICYHOLDERS 


$23,891,971.01 








FRANKLIN NATIONAL 
INSURANCE COMPANY 
OF NEW YORK 
CAPITAL $1,000,000 
POLICYHOLDERS 
$2,853,590.30 


THE 
NATIONAL FIRE 
INSURANCE COMPANY 
OF HARTFORD 
GROUP 


F. D. LAYTON, President 
S. T. MAXWELL, Vice-President 
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MECHANICS AND TRADERS 
INSURANCE COMPANY 
HARTFORD 
CAPITAL $1,000,000 
SURPLUS AVAILABLE FOR PROTECTION OF 
POLICYHOLDERS 


$3,667,491.61 
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WE WELCOME INQUIRIES FROM AGENTS 
OR 


WHETHER NOT THEY REPRESENT 
ONE OF THE NATIONAL FIRE GROU 
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TO LEADERS 


Leaders look ahead — plot their course — 
study their campaigns — plan their vic. 
tories. 
To agents who are leaders we offer 
“Planned Progress,” a booklet describing 
an aggressive selling plan to win and hold 
business. A plan complete in structure, 
| yet simple enough to be early worka‘le, 
A plan original in its solution of sales 
problems, yet sane in its method of opera- 
tion. And most important of ali —a plan 
highly profitable to the agent who uses it, 
Your spirit of leadership, together with the 
right plan, can make positive the succoss 
of this year’s effort. We urce you to write 
for the booklet “Planned Progress” today, 


BOSTON INSURANCE COMPANY 
OLD COLONY INSURANCE COMPAty 
87 Kilby Street, Boston, Massachusetts 





N.F.P.A. REPORTS ON CITIES 


Comments on Hazards in Holyoke, Law- 
rence, Lowell and Revere, Mass, 
Contained in Field Notes 
Late field notes of the Na- 
tional Fire Protection Association cover 
fire hazard conditions in four Massachu- 
setts cities, namely, Holyoke, Lawrence, 

Lowell and Revere, as follows: 
“Holyoke, Mass.—Our engineers visit- 
ing this city last month report no im- 
provement in the unsatisfactory fire de- 
fense situation. Apathy to the serious- 
ness of Holyoke’s fire record and po- 
tential hazards has prevailed among city 
officials and citizens and political influ- 
ence has hampered the fire department 
and fire prevention work in this city. 
“Lawrence, Mass.—A _fire-resistive 
building to house new fire alarm central 
station apparatus is under construction 
in a suitably isolated location. The city’s 
water system is being strengthened by 
a number of improvements in supply and 
distribution facilities. Much of the credit 
for this progress is due to the work of 
the active fire prevention committee of 
the Chamber of Commerce. A number 
of other improvements are seriously 
needed in Lawrence. The fire depart- 
ment has no drill school and fire pre- 
vention inspection work is unsatisfac- 
tory. The building code is lacking in 
adequate fire safety requirements. 
“Lowell, Mass.—The fire prevention 
committee of the Chamber of Commerce 
is now working to secure a modern and 
adequate building code. The existing 
code was adopted in 1904 and contains 
few satisfactory requirements for fire 
prevention and protection. Other im- 
provements badly needed for proper fire 
safety in Lowell are a program for sys- 
tematic replacement of the generally ob- 
solete and undependable fire department 
apparatus of which the present average 
age is 18 years, an adequate fire pre- 
vention bureau established by ordinance 
and a modern fire alarm system. 
“Revere, Mass.—A committee of the 
Chamber of Commerce has been appoint- 
ed to work for a revision of the build- 
ing code.” 


service 





VIRGINIA RATE QUIZ 

Investigation of fire rates on can 
neries in Virginia by the Corporation 
Commission of that state is scheduled to 
get under way at a hearing before the 
commission set for November 19. The 
commission has sent a questionnaire 10 
the companies requesting reports 0M 
premiums written and losses on wf- 
sprinklered fruit and vegetable canning 
factories during a ten-year period, The 
reports must be returned by the com- 
panies by November 16. 
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Are you selling 
the latest model 
insurance ? 


The America Fore 
Comprehensive 
Auto Policy is 
modern insurance 
for modern cars. 
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America Fore Insurance : 3) and Indemnity Group 
THE CONTINENTAL INSURANCE COMPANY : ‘= NIAGARA FiRE INSURANCE COMPANY 
AMERICAN EAGLE FIRE INSURANCE COMPANY = ; MARYLAND INSURANCE COMPANY OF DELAWARE 
INSURANCE COMPANY THE FIDELITY AND CASUALTY COMPANY 
al \ \DF ERNEST STURM, Chairman of the Boards 
‘ : : es BERNARD M. CULVER, President 


FIDELITY-PHENIX FiRE 
First AMERICAN FIRE INSURANCE COMPANY 
NDEM New York,N.Y. 


Eighty Maiden Lane, |i 


ATLAN 





NEW YORK CHICAGO SAN FRANCISCO 
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Florida Outlook Is 
Better for Insurance 


BETTER BUILDINGS ERECTED 





Increased Wealth Reflected in Size- 
able Gains in New Construction 
Throughout the State 


By Hervey W. Laird 


Jacksonville, Fla., Nov. 10.—Two or 
three things are evident in the business 
revival of Florida that are of far-reach- 
ing importance to insurance—life, fire 
and casualty. The first, in the opinion 
of this correspondent, is the large in- 
crease of new buildings and repairs of 
older structures on a much more sub- 
stantial basis than ever before in the 
history of the state. That is to say, the 
more or less uncertain attitude as to the 
future of other days has given place to 
a feeling of certainty that is reflecting 
itself in a higher level of strength and 
endurance as well as beauty in prac- 
tically all kinds of buildings. 

As has been noted before the build- 
ings erected in the Miami area under 
codes established after the big hurri- 
canes of 1926 and 1928 suffered no great 
damage in the storm of 1935, and what 
is true of that section is also true of the 
entire East Coast, which has suffered 
so much in years past from this type of 
windstorm, With and a part of this sit- 
uation is a better feeling of pride of 
ownership than existed when folks were 
not so certain of the future of the state 
as they are now. New and repaired 
buildings are, therefore, better buildings 
than ever before, and the insurance 
agent has a background of economic con- 
fidence and ownership pride. 

Reports indicate that October con- 
tinued the building movement that has 
been on for many months, though the 
figures have not yet been made up. For 
the nine months of 1936, however, values 
of new structures indicated in building 
permits ran to $33,788,551 compared with 
$21,454,546 for the same period in 1935, 
which was a better year than any since 
1926. 

Fire companies made money in Florida 
last year and are making money this 
year. This is an outcome of the in- 
creased total of property to be insured, 
the value that owners place on holdings 
as something to look after and protect 
and increased incomes that make the 
purchase of insurance within reach. In 
the realm of windstorm, which has cost 
so much in the state in years past, there 
is also hope. Storms that wrecked so 
much in 1926 and 1928 would do far less 
injury now with the improvements to 
old structures and the efficiency of con- 
struction since the lessons of the big 
winds of those two years. : 








NEEDS ADVICE QUICKLY! 

A New Jersey agent is facing a pe- 
culiar problem. He insures a building 
occupied by several tenants. The owner 
complained about the rate and stated 
that unless it could be reduced he would 
drop his coverage. Among its tenants 
is a Chinese laundry and a charge was 
made for drying, which could be re- 
moved if a wire mesh screen were ih- 
Stalled to prevent garments from drop- 
ping on a stove. This would make a 
substantial reduction in the premium 
and the agent did not want to lose the 
business, so he purchased the wire and 
took a mechanic to install it. The Chi- 
naman, however, would have none of it; 
he had no insurance and was not inter- 
ested. He became excited, indulged in 
a mixture of English and Chinese pro- 
fanity and drove the agent and his me- 
chanic from his laundry. The agent is 
now at a loss as to how to proceed. 
What should he do? 





NOMINATE HAROLD E. TAYLOR 
Harold E. Taylor, head of the sales 
promotion department of the American 
of Newark, is a candidate for the board 
of governors of the Newark Athletic 
Club. The elections will be held on 
November 18. 














RELIABILITY 


based on a record 
of satisfactory service 


to agents and policyholders 





NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
HART DARLINGTON, Manager 


EAGLE FIRE COMPANY 
of New York 


Incorporated 1806 
HART DARLINGTON, President 


The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
HART DARLINGTON, President 
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75 Maiden Lane, New York 





In NORWICH UNION there is strength 


COMPANIES. 











Paying Term Premiums 
On Instalment Basis 


GENERAL PLA IN WISCONSIN 





Seattle Company Writing 5-Year Pojj. 
cies With Assureds Paying Part of 
Premium Each Year 





Commissioner H. J. Mortensen of 
Wisconsin has given approval to a plan 
submitted by the General Fire of Se. 
attle and its affiliate, First National Fire 
of Washington, involving the issuance 
of term policies on the annual instal. 
ment basis for the first time. The ac. 
tion, authorized by the Wisconsin jp. 
surance laws under a provision that the 
department may approve a rate devia. 
tion if it is found equitable, is not ex. 
pected to be contested, as was believed 
probable at the time it was rumored 
that the General was attempting to write 
fire business on a term basis at about 
20% under standard rates. The actual 
plan approved apparently is far from 
the basis of fears expressed in advance 
of the Commissioner’s action. 

The General, which has been licensed 
in Wisconsin for some years past, is now 
permitted to write a fire policy on a4 
term basis, with the first year’s premium 
at the full rate and renewal by endorse- 
ment at 80% of the full rate for subse- 
quent years, premium being payable 
upon each endorsement. Thus, on a fiye- 
year term basis, the total premium would 
be four and one-fifth times the regular 
annual rate, or a 20% reduction in each 
of the last four years of the term. 

Soevig & Hiscox, Milwaukee, repre- 
senting the General in Milwaukee Coun- 
ty, do not expect to use the new plan 
in their territory. Consequently, the 
new: plan presents no problem to the 
Milwaukee Board of Fire Underwriters, 

The situation was discussed at the 
annual convention of the Wisconsin As- 
sociation of Insurance Agents at Ken- 
osha in October, but no action was tak- 
en pending developments and more de- 
tailed information as to the extent and 
effect of the proposed deviation. Many 
companies operating in Wisconsin al- 
ready are writing term policies to the 
extent of five years at compensatory re- 
ductions from the one-year term rate, 
but the full premium for the entire term 
becomes payable upon delivery of the 
contract, and not in annual instalments 
as is now permitted under the General's 
plan. 





Wilson Hits Consumer 


Cooperative Movement 


Vigorous condemnation of the con- 
sumer cooperative movement in_ this 
country and also a plea for the con- 
tinuance of the capital and profit plans 
as the “American system of doing busi- 
ness which has prevailed for more than 
300 years” were made by W. Owen Wil- 
son, president of the National Associa- 
tion of Insurance Agents, speaking be- 
fore the Washington association at the 
Washington Athletic Club. 

“With the producer cooperative move- 
ment we have no quarrel, as the produc- 
ers are doing what business men always 
have done, endeavoring to market their 
wares in a manner which will afford 
them reasonable profits. Between the 
consumer cooperatives, however, and 
ourselves as business men, there 1s 4 
distinct line of cleavage. This move- 
ment, closely allied to the twins of 
Socialism and the abolition of the 1 
dividual profit system, is aimed directly 
at every business man.” 





J. L. FAVREAU DIES AT 65 

J. L. Favreau, 65 years of age, staf 
adjuster of the Fire Companies’ Adjust- 
ment Bureau at the Pittsburgh office, 
died Monday. He was one of the vet 
eran employes of the bureau, having 
joined the staff of the General Adjust- 
ment Bureau in 1909 at the Scranton, 
Pa., office. In 1921 he was transferred 
to Pittsburgh. Funeral services were 
held yesterday morning in Philadelphia 
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ROYAL EXCHANGE ASSURANCE (1720) 

FIRE and MARINE LINES 

PROVIDENT FIRE INSURANCE CO. 
| ALES of the ROAD FIRE LINES 
By E. H. HORNBOSTEL, CAR & GENERAL INS. CORP., LTD. 
New York State Agent, Firemen’s of N. J. CASUALTY LINES 
111 John Street, New York 
Barbarian conduct on the part of some teenth anniversary with the E. U. Sorry 


traveling men includes the following 


traits, which the recent public has to 
endure: 

1. Cutting matter out of magazines 
left on hotel tables, or lounge cars of 


railroads for the enjoyment of travelers. 
People who do this ought to be boiled 
in oil. 

2. People who cut out 
of public telephone books. 
be lynched. 

3. People who make their rooms look 
like pig-stys, deface the walls, use fine 
towels for their shoes, steal and gener- 
ally conduct themselves like savages 
They should be sent to hell. 

This utter disregard for the comforts 
and enjoyment of others more civilized, 
the total lack of respect for the rights, 
comforts and property of others, is an 
ominous sign of the times. No respect 
for anything is a growing evil. Some- 


whole pages 
They should 


times I think that the more I see of 
animals, the more I like them in con- 
trast with some humans. 

* * 


Head-Waiter Now the “Host” 

Formerly we had head-waiters and 
head-waitresses who were efficient. Now 
we have “hosts” and “hostesses” (a pro- 
fanation of the word host) and many are 
inefficient, though they bear pompous 
names. 

* ” mK 
Supersalesmanship! 

Forty years ago I stopped at a Wat- 
kins Glen commercial hotel of second 
class. After a poor dinner I went to 
the cigar counter and asked for a cigar, 
and at that time it seems they had only 
five cent cigars, I told the young bucolic 
squirt behind the counter that I wanted 
a ten cent cigar, and not a five cent 
cigar. His idea of salesmanship was to 
tell me: “Oh, well, a fool and his money 
are soon parted,” and banged shut the 
case. Some salesmanship, I’ll say. 

. “2 = 
Keeping the Column Alive 

[ consider it quite a stunt that in writ- 
ing these stories now for almost seven 
years, I have not repeated myself, at 
least if I have, I haven't noticed it, nor 
have my readers. As it may be diffi- 
cult to continue this column for many 
more years it struck me as a brilliant 
idea today that I might rehash some 
of the things written years ago without 
fear of detection. It would, however, 
be a mean trick to play on Mr. Eager, 
who has not been associated with The 
Eastern Underwriter as long as I have 
(Editor’s Note: In these hectic days 
time passes with astonishing rapidity. 
Mr. Eager last month marked his seven- 


to correct you, Mr. Hornbostel.) 

Recently he wrote me that my Mss. 
was all used up and sent a hurry call 
to Brooklyn for more. If any- 
body thinks it is an easy matter to keep 
a column like this alive and interesting 
and pleasing, let them try it. It has 
been a pleasure to me and relaxation, 
but it can’t go on forever. 

* * * 

The Great Spirit Manifests Itself 

In front of our agent’s house at Og- 
densburg, N, Y., stands an ancient elm 
that has reinforced its large outhanging 
branches itself as perfectly as any en- 
gineer could or would. It is to me al- 
ways an entrancing subject for specu- 
lation about the Divinity or the Divine 
Force or as the so-called heathen In- 
dians called Him, “The Great Spirit.” 
Just what is going on when a tree auto- 
matically strengthens itself by doing a 
job as perfect as the human mind could 
contrive, perhaps better, without any so- 
called mathematically straight limb that 
found its way to the other limb, growing 
into same, forming a right angled tri- 
angle. Laugh this off, you who think 
there is no such thing as an all gov- 
erning Great Mind. I have seen three 
of this kind of nature’s masterpieces 
within ten years. 

* 


some 


x * 
Page Mr. Inventor 

I use a pipe tobacco pouch of oiled 

fabric for carrying various toilet articles 


in my travels. It serves the purpose 
best of all devices in that line. Most 
toilet receptacles, whether made of rub- 
ber or not, do not last long, The paint 


comes off, discoloring laundry, or it curls 
up at edges in an inconvenient way, and 
has other faults. A first class service- 
able long-lasting receptacle or holder has 
not yet been invented. I mean the kind 


that uses little space, does not discolor 
or warp and can be kept clean easily. 
Master minds generally concern them- 


selves with things seemingly big, when 
it comes to inventing, but I wish some 
day these master minds would give their 
attention to such seemingly simple 
things as the above and add greatly 
to the joy of living. 
* x * 
An Apt Retort 

An agent at Oswego, N. Y., who is 
a good friend of mine, told me that re- 
cently a barmaid at a local hotel acci- 
dentally came in contact with his heel 
while walking through a crowded grill, 
thereby it is said damaging her stock- 
ing. A joking friend of his, who deals 
in hosiery, and heard of the incident, 
told him that now would be an oppor- 




















Insurance Leaders Named 
On Montclair Committee 


Appointment of a town insurance com- 
mittee in Montclair, N. J., headed by 
Curtis W. Pierce, vice-president of the 
America Fore Group, to undertake a 
insurance in Montclair 


study of town 
for the purpose of “completely revamp- 
ing our methods and policies” was an- 


nounced last director of 


and finance. 


week by_ the ( 
Serving with Mr. 


revenue 
Pierce on this committee are John O. 
Cole, Upper Montclair, of R. C. Rath- 
bone & Son, Inc., New York; F. H. 


Montclair, vice-president of 
Indemnity; D. St. C. Moor- 
head, Montclair, vice-president of the 
Employers Reinsurance; C. R. Hanners, 
Montclair, manager of the Commercial 
Union Group’s New York metropolitan 
department; L, D. Egbert, Upper Mont- 
clair, a director of the New York brok- 
erage firm of Brown, Crosby & Co., Inc. 

In naming the group the director stat- 
ed that he had discussed the problem 
with his colleagues on the commission. 

“The recent fire in the Municipal 
Building has resulted in a loss to the 
town due to insufficient insurance cov- 
erage,” he said. “It will also be recalled 
that in 1935 the Water Bureau lost over 
$30,000 through peculations of a cashier, 
of which amount only $15,000 was cov- 
ered by insurance. It has also been de- 
termined that other town assets had no 
coverage of any kind. 

“Except in the case of automobiles 
insurance has been placed by individual 
department directors. The net result is 
lack of coordination and division of re- 
sponsibility with losses always possible 
due to undercoverage.” 


Kingsbury, 
the Globe 





HOWARD WINSHIP DIES AT 85 

Howard Winship, dean of 
and real estate agents in Buffalo, N. Y., 
died November 5 in his home in that 
city at the age of &5 years. He had 
been in failing health for a year and 
confined to his bed for a month prior 
to his passing. Operating as Howard 
Winship, Inc., the Buffalonian developed 
a large agency which he conducted for 
more than fifty years. He was a mem- 
ber of many civic and business associa- 
tions. 


insurance 


tune time to buy a pair of stockings for 
the girl, and that he would be glad to 
sell him a pair, as that was his business. 
Our agent in reply stated: “It is your 
business to sell hosiery, but this matter 


is none of your business.” 
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Baltimore Society Giving 
Three Insurance Courses 


The Insurance Society of Baltimore is 
giving this year fire, inland marine and 
casualty courses of the Insurance In- 
stitute of America, Inc. Classes began 
this week, Instructors in the three 
courses are as follows: 

Dillard Hall, U. S. F. & 
.& Gs . & " 
Austin J. Lilly, Mary. 


Casualty—J. 
Conway Taylor, U. S. 
New Amsterdam Casualty; 
land Casualty; James O. Honeywell, New Am- 
sterdam C asualty ; H. L. Fiske, U. S. F. & G; 
Charles J. Haugh, National Bureau, New York; 
H. E. Gates, National Bureau, Baltimore; Harry 
C. Michael, Maryland Casualty; David C. Gib 
son, Maryland Casualty; Leslie M. Smith, U. S. 
F. & G.; Hugh D, Combs, U. S. F. & G,; 
Holger Jensen, Maryland Casualty; J. Purviance 
Bonsall, U. S. F. & G.; Raymond L. Hardesty, 
New Amsterdam Casualty, and Edgar F. Muller, 
us F & © 

Fire—C. V. Gordon, 
F. Stissel, Eastern Underwriters’ 
reau; Charles H. Roloson, Jr., Central Fire; 
Thomas B. Street, Baltimore Board; S. Ralph 
Warnken, Cook & Markell; Paul I. Leary, Mary- 
land Survey Bureau; .. Owrey, General 
Adjustment Bureau, and U. O. Michaels, U. 0. 
Michaels & Co. 

Inland Marine—Henry H. Reed, 
Co. of North America, New York; Frank A. 
Doyle, Fidelity & Guaranty Fire; J. Rutledge 
Clark, Atlantic Mutual, Baltimore; Samuel Lud- 
low, Jr., Central Registered Mail Bureau, Hart- 
ford; Julius P. Mayer, Royal-Liverpool Groups; 
Arthur I. Parr, William H. McGee & Co., Inc.; 
Franklin B. Tuttle, Atlantic Mutual, New York; 
H, Edward Sayre, Newhouse & Sayre, Inc. 
New York; W. Harold Leonhardt, J. Ramsey 
Barry & Co.; A. Wesley Barthelmes, National 
Union Fire, Pittsburgh; George W. Nixon, Ma- 
rine Office of America; B. Makover, Makover 
& Kartman, Toplis & Harding; Harold L. 
Wayne, Inland Marine Underwriters’ Associa 
tion, New York. 


Baltimore Board; Carl 
Inspection Bu- 


Insurance 


CHARLES I. MAGILL DIES 
Charles I. Magill, manager for the 
Home of New York in San Francisco 
and affiliated with the company on the 
Pacific Coast for thirty years, died re- 
cently, a victim of poison. His wife, an 

invalid for some time, died recently. 
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PUBLIC ENEMY! 











{ FIRE 
2moToR 
ACCIDENT 
3 WINDSTORM 
& TORNADO 
4 PERSONAL 
ACCIDENT 
5 SICKNESS 
6 DAMAGE 
CLAIMS 
7 BURGLARY 
8 ROBBERY 




















17 DISHONESTY 


N2 | 


COMMON ENEMIES 
TO GUARD AGAINST 


9 LIGHTNING 
10 MARINE 
DISASTER 
tt RAILROAD 
WRECK 
12 FALUNG 
AIRCRAFT 
13 EXPLOSION 
14 RIOTor CIVIL 
COMMOTION 
1S EARTHQUAKE 
16 FORGERY 











pei Claims for Damages, arising from alleged injuries, are a CONSTANT MENACE, court calendars 
and insurance records testify to the fact that the public is becoming ever more claim-minded. 
If injury to others occurs on your property, through your fault or otherwise, a CLAIM FOR DAMAGES 
is almost certain to follow, and juries are notoriously liberal with other people’s money. 
- Therefore, lest the IMPS of misfortune foreclose on your savings—be forearmed with INSURANCE 
PROTECTION to defend your purse and safeguard your peace of mind. 
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Exchange Approves Alternative 
Plans for Making Rate Reductions 


Comparatively little business was 
transacted at the November meeting of 
the New York Fire Insurance Exchange, 
held on Tuesday instead of Wednesday 
because of the Armist'ce Day holiday. 
The Exchange approved the alternative 
plans for making effective reductions on 
certain specifically rated risks as pub- 
lished on November 7, and Baw 
that the effective date of the reduction 
on the list of risks were published by 
Manager Harold M. Hess of the Ex- 
change be antedated te November 1. 
Three agencies were elected to Class 3 
membership as follows: 

Francis A. Doyle, 123 William Street, 
Manhattan, representing Standard Fire 
of Trenton, N J.; Lou’s D. Krasner, 
Inc., 123 William Street, Manhattan, 
representing General Schuyler Fire of 
Albany, N. Y.; Richard James, Inc., 123 
William Strect, Manhattan, representing 
Maryland. 

The alternative plans for making rate 
reductions effective, as adopted, are as 
follows: 

“No rate reduction is permitted on 
policies which took effect prior to No- 
vember 1, 1936 and no cancellation of 
such policies to take advantage of this 
rate reduction is permitted unless the 
insurance is rewritten from the same 
date as the cancellation and placed with 
the same company for an equal or larger 


a also 


amount and for a term equal to or long- 
er than the entire original term of the 
cancelled policy, or for at least such 
period as will consume the return pre- 
mium on a basis pro rata of the original 
term. Endorsements are permitted ex- 
tending the original term for at least 
such period as will consume the return 
premium on a basis pro rata of the orig- 
inal term, In any case the rate to be 
used is the rate applying at the time of 
rewrite or endorsement. 

“With the above exceptions all 
change rates and rules apply.” 


ex- 


Agencies Paying Fines 


Announcement was made by Manager 
Hess that four of the five agencies which 
had been fined heavily for violations of 
the excess brokerage rule had already 
paid part of their fines. The fifth agen- 
cy has gone out of business. The agen- 
cies are paying an agreed amount each 
month until the fines are entirely cleared 
up, the offices being called upon to pay 
only one-third of the original fines, the 
other two-thirds having been suspended 
on condition that there are no further 


violations of the commission payment 
rule. Agencies which have paid part 
of their gnes are the Pioneer Agency, 
Inc.; William Sohmer & Co.; Irvin 
Agency, Inc., and the rooklyn Under- 
writing Agency, Inc. 








A. C. Kretschmann Now 
Agent For Mutuals Here 


Andrew C. Kretschmann has withdrawn 
from the agency of Louis Kretschmann 
& Son, Inc., located at 101 Park Ave- 
nue, New York, and of which his father 
is president, to represent mutual fire and 
casualty companies in this city through 
the recently formed Andrew C. Kretsch- 
mann Corp., 505 Fifth Avenue. He will 
continue to be president of the As- 
sureds’ Premium Service, Inc., a premi- 
um finance concern formed by him May, 
1935, the office of which will remain at 
101 Park Avenue. 

In engaging in the development of 
business for fire and casualty mutuals 
among New York insurance brokers, Mr. 
Kretschmann is following a path also 
taken recently by a few other former 
stock company agency men in this city 
and one that would appear to presage 
further inroads into the business of the 
stock carriers. 

The companies represented by Mr. 
Kretschmann’s new organization are the 
Holyoke Mutual Fire of Salem. Mass., 
Middlesex Mutual Fire of Concord, 
Quincy Mutual Fire of Massachusetts 
and the Jamestown Mutual of James- 
town, N. Y.. the last named a casualty 
company, The representation is for the 
State of New York and on fire business 
the commission to brokers is 15 and 10%, 
the latter on risks in the congested area 
and outside of the city. 

Mr. Kretschmann entered the insur- 
ance business about fifteen years ago 
and for several years conducted his own 
agency in Brooklyn. Three years or so 
ago he merged his business with that of 


his father, Louis Kretschmann, at which 
time the present agency of Louis 
Kretsehmann & Son was formed. The 
latter is New York City agent for the 
Patriotic and represents a number of 
other companies through its other de- 
partments, which embrace _ suburban, 
country-wide, New Jersey. inland ma- 
rine, casualty and automobile. 





Mainly Personal 





Andrew J. Schmitz, of McCooey & 
Schmitz, Inc., insurance brokers of 16 
Court Street, Brooklyn, whose election 
to the board of directors of the La- 
fayette National Bank was announced 
recently, is a Brooklynite by birth, and 
now resides in the Flatbush section. He 


has been engaged in the insurance busi- 


ness for the past twenty years, nine 
years ago merging the firm Andrew J. 
Schmitz Co., Inc., with the office of 


Herbert J. McCooey. 

Mr. Schmitz is a member of the board 
of governors of the Crescent Athletic 
Club, a member of the Brooklyn Cham- 
ber of Commerce, Maritime Association 
of the Port of N. Y., General Contract- 
ors Association of New York, Montauk 
Club, Cathedral Club, Centre Club of 
New York, Brooklyn Insurance Brokers 
Association, and of the American Legion. 

He is also a-veteran of the Ist N. Y. 
Cavalry and was wounded in action with 
the 106th Machine Gun Battalion in the 
World War. 


* * * 


Herbert W. Schaefer, president of the 
H. W. Schaefer Company, 1 Wall Street, 





MAY SETTLE CHICAGO DISPUTE 


Full-Time Brokers May Receive Greater 
Recognition from the 
Chicago Board 

Probabilities of an early settlement of 
the dispute that has been raging since 
early in the year between the Chicago 
Board of Underwriters and the Insur- 
ance Brokers Association of TIllinois, 
loomed in Chicago this week when it 
became known that Manager Jay S. 
Glidden of the Board and President 
R. M, Redmond for the brokers group 
have been meeting in a number of ses- 
sions recently. 

Whether the full-time brokers will re- 
ceive voting recognition in Board affairs 
has not been determined, according to 
reports of the meetings, but it is gener- 
ally understood, however, that the turn 
of affairs has been such that this may 
be accomplished in effect if not in fact. 

Chief among the items in the negotia- 
tions that have been going on is recog- 
nition of the full-time insurance broker 
as of a status over what is given to 
realtors holding brokers licenses, part- 
time brokers and salaried employes in 
offices who masquerade as brokers. As 
things have developed. it is understood 
that the full-time brokers have gained 
a vital point there. It is entirely possi- 
ble that some form of conferential dis- 
cussion may be devised with especial 
regard and consideration being given to 
the demands of those full-time workers. 





38 Cents Average Fire | | 
Rate in N.Y.C. in 1935 | 


The average fire insurance rate in 
New York City declined in 1935 to a 
new low of thirty-eight cents for 
each $100 of coverage, a drop of two 
cents from the forty cent average of 
1934, according to the New York Fire 
Insurance Exchange. It is expected 
that 1936 will bring another fall in 
the averege rate, due to numerous 
rate reductions made since January 1 
last. Fire rates have been declining 
steadily for many years, with pro- 
nounced changes in the last few 
years. In 1928, for example, the aver- 
age rate was fifty-six cents, nearly 
50% higher than in 1935. | 








was recently elected a director of the 
Insurance Brokers Association of New 
York to fill a vacancy on the board. Mr. 


Schaefer is vice chairman of the work- 


men’s compensation committee of the 
National Association of Insurance 
Brokers. 
* * * 
Henry R. Hovey, special accountant, 


and superintendent of the surety col- 
lateral division, Aetna Life, has com- 
pleted twenty-five years of service with 
the company. He was given a number 
of gifts upon the occasion of his anni- 
versary, including a suitcase from mem- 
bers of the Aetna Life Men’s Club. 





CEORGE D. CROSS DIES AT 67 

George Dillwyn Cross, New York in- 
surance and investment broker with of- 
fices at 45 John Street, died at Pensa- 
cola, Fla., last week of a heart attack at 
the age of 67 years. Funeral services 
were held Saturday at St. Thomas 
Church in New York. Mr. Cross was the 
first mayor of Bernardsville, N. J., where 
he resided, serving from 1924 to 1930. He 
had been a member of the old firm of 
Frederick de Bary & Co., American 
agents of G. H. Mumm & Cos cham- 
pagnes. Upon the firm’s dissolution some 
years ago he entered the insurance and 
investment fields. He was born at Bag- 
dad, Fla. Two brothers and a sister 
survive. 





62 YEARS IN SAME OFFICE 
The well known Armstrong-Roth- 
Cady Co. Inc., of Buffalo, N. Y., has 
received an illuminated plaque from the 
New Hampshire Fire in recognition of 
sixty-two years of representation of 
that company. 








Auto Collision Claims adjusted to the 
satisfaction of your assured 


Nathan Hf. Weil, Ine. 


INSURANCE UNDERWRITERS 
501—5th Ave., corner 42nd St, 
MUrray Hill 2-6412 
Fire—Casualty—Inland Marine—Automobile 
| Serving Brokers Since 1919 








Promoted to Production 


Staff of Wright Agency 


WRIGHT 


Wright Agency, 136 William 
has announced the promotion of 
Eugene Wright to the production staff 
of the agency. He is well qualified for 
his new position by reason of his train- 
ing in the various departments of the 
agency, which he joined in 1928. His du- 
ties have included underwriting New 
York City and suburban fire business 
and servicing out-of-town risks, in addi- 
tion to which he has also had experi- 
ence in the automobile and inland ma- 
rine departments. 

_ Robert F. Wright, head of the agen- 

has been of the opinion that in order 
far a production man to be of benefit 
to the brokers it is necessary for him to 
be trained thoroughly in the principles 
of insurance. It is with this thought in 
mind that Eugene Wright has been ele- 
vated to his present position in order 
to service the accounts of the agency. 


L. Josephie, Former er Broker, 
Gets Twenty Year Sentence 


Leonard Josephie, 48 years old, of -: 
West Ninety-third Street, formerly 
prosperous insurance broker with ofhces 
at 116 John Street, was last week sen- 
tenced to serve twenty years to life in 
Sing Sing Prison by Judge Charles C. 
Nott, Jr, in General Sessions on his 
plea of guilty to second degree murder 
in the killing on September 21, 1935, of 
his business partner, Abraham J. Ross. 

Ross, who was 42 years old, was shot 
to death in the basement of the drug 
store in the George Washington Hotel, 
Lexington Avenue and Twenty-third 
Street, which Ross and Josephie owned 
jointly. The shooting ended an argu- 
ment over management in which Jo- 
sephie, who had provided the capital for 
the business, threatened to withdraw his 
investment. 


EUGENE 


The 
Street, 








INSPECT FOR FIRE HAZARDS 

In an effort to reduce fire hazards 
caused by accumulated rubbish and the 
storage of fuel oil, New York City fire 
men made 121,457 inspections of old- law 
tenements from the middle of Novem- 
ber, 1935, to October 1 of this year, Fire 
Commissioner Tohn J. McElligott at- 
nounced recently, Of this total 1670 
tenements were found to have rabbis’ 
of which eight were classified by the 
inspectors as extra hazardous for various 
reasons. 
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AMERICAN & FOREIGN 
INSURANCE COMPANY 


BRITISH & FOREIGN 
MARINE INSURANCE CO., LTD. 


CAPITAL FIRE INSURANCE CO. 
OF CALIFORNIA 


FEDERAL UNION INSURANCE CO. 


THE LIVERPOOL & LONDON 
& GLOBE INSURANCE CO. LTD. 


THE NEWARK FIRE INSURANCE CO. 


QUEEN INSURANCE COMPANY 
OF AMERICA 


ROYAL INSURANCE CO., LTD. 
SEABOARD INSURANCE COMPANY 
STAR INSURANCE CO. of AMERICA 


THAMES & MERSEY 
MARINE INSURANCE CO., LTD. 
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Coles Range 


As office styles change, so do styles in insurance. Gone are the cum- 







bersome methods that were once insurance style, replaced by today’s 
modern policies — the Personal Property Floater, the Supplemental 
Contract and the Comprehensive Automobile Policy — wherever per- 
mitted by law. 

In one policy, with one premium and one renewal date, these cover- 
ages offer your client protection formerly procured only through several 
policies. Savings in time and money constitute an insurance service 
particularly appreciated by clients. May we show you how we assist 


our agents in developing premiums through modern coverages? 


The photograph, taken 35 years ago, shows the first office of H. J. Drane & 
Son at Lakeland, Florida, who have represented the “Liverpool” since 1886. 


id 
ROYAL-LIVERPOOL GROUPS 











150 WILLIAM STREET, NEW YORK, N. Y. 
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Most Japanese Companies Showed 
Gains In Premium Income In 1935 


An analysis and review of insurance 
underwriting results in Japan in 1935 
has been made by the Review of Lon- 
don, a weekly insurance journal, which 
devotes practically its entire issue of 
October 23 to a study of Japanese com- 
panies. Before considering the experi- 
ences of various companies individually 
the Review gives a summary of its find- 
ings from which the following is taken: 

The Japanese insurance companies 
publish only a summary and single state- 
ment of working accounts, and as prac- 
tically all of them transact two or more 
classes of business of very different risk 
character—generally fire and marine— 
and as, moreover, the accounts are not 
made up on any formal calculation of 
reserves, they do not of themselves give 
any precise view of working results. 
And in only two cases is the English 
translation of the accounts accompanied 
by a report, other than relating to ap- 
propriation of profit. Consequently it is 
only by looking behind the working 
statement of accounts that a definite 
impression can be obtained concerning 
underwriting results. The results that 
can be identified in last year’s returns, 
however, all bear in one direction so 
decidedly that a definite impression of 
prosperous working does prevail. 

On the other hand, the two reports 
that are given strike somewhat different 
notes, and to an extent they do not 
agree. The one speaks of strenuous 
efforts to secure an increase in business 
—except marine—with substantial suc- 
cess, not only in the volume of business 
obtained but in profit results also, alike 
in fire, accident, and inland transport; 
the other company emphasizes the in- 
creased stress of competition for fire 
business, “which has made it extremely 
difficult to achieve very successful re- 
sults.” But this company emphasizes 
also that internal transit business had 
been increasingly brisk, consequent upon 
the financial and economic improvement 
throughout the year in general trade, 
and in particular the recovery in the 
value of raw silk—one of the great staple 
trades of the country, and the chief 
subject of inland transit insurances—both 
of which factors had contributed to big- 
ber and better business in the transit 
branch. 

Gain in Premium Recorded 

The majority of companies show an 
increase in net premium income, some 
of them a substantial increase, What 


has been the influence of variation in 
reinsurance cessions is not ascertainable ; 
it is, however, noteworthy that one o 
the very few companies that gives its 
returns on a gross basis shows an appre- 
ciably larger gross premium income, but 
has re-insured so much more heavily 
that its net premium income was re- 
duced—hence a reduced net premium in- 
come may cover an increase in volume 
of business actually written; but, simi- 
larly, an increase in net premium income 
may have been obtained from a reduc- 
tion in reinsurances. 

Our summary major table of sixteen 
companies shows an increase of Y.2,382,- 
000 (2.8%) in total net premium income, 
this continuing the recovery movement 
of the previous year. The increase is 
remarkably well spread over the gen- 
eral body of companies. 

Another point that arises from a con- 
sideration of premium income is that, 
if we separate the Tokio Marine & Fire 
—which stands in a class by itself, alike 
in its financial organization, in the vol- 
ume of business it writes, and in the 
group organization of which it is the 
head—the business is well distributed 
over the companies. There are three 
companies with a premium income of 
from £900,000 to £700,000 (at par), and 
seven others down to £400,000. They 
are not all, or indeed mainly, independ- 
ent companies; Japanese insurance com- 
panies are somewhat closely organized 
in groups. 


Underwriting Profit Improved 


For the most part the companies bring 
out only small underwriting profit bal- 
ances—the notable exceptions are Tokio 
Marine & Fire, with an underwriting 
profit balance of 7.9%, Kyodo 6.5%, Nip- 
pon Fire 6.3%, Yokohama 5.7%, Tei- 
koku 5.5%. In these and other cases, 
and particularly in the case of the two 
companies which return an underwrit- 
ing debit balance, the profit is to a great 
extent buried in the underwriting re- 
serves. In the aggregate the companies 
return an average underwriting profit of 
45%, against 2.6% in 1934, but under- 
writing reserves show an increase equal 
to 3.14 times the increase in net pre- 
mium income—an increase of Y.7,495,000, 
against the increase of Y.2,382,000 in pre- 
mium income, or 314%—this increase be- 
ing considerably larger, actually as well 
as relatively, than in the previous year. 
If we allow for an addition to under- 
writing reserves equal to 75% of the 


increase in premium income, there is an 
underwriting profit of 6.5% of the year’s 
premium income buried in the additions 
made to underwriting reserves. This, 
added to the 4.5% .underwriting profit 
brought out, gives a total underwriting 
profit of 11% for 1935, against 4.2% on 
the same basis as compilation in 1934. 

This favorable comparison is support- 
ed by the review of individual accounts, 
in which a financing adjustment is made 
on a standard reserve basis—40% or 50% 
according to the composition of the ac- 
count and the strength of the loss re- 
serve. In nearly every case a substan- 
tially better result is shown for 1935 
than for 1934. 

The finances of the companies are so 
strong that investment revenue in all 
cases provides the dividend profit. In- 
terest revenue, or the credit entered 
under the heading of interest revenue, 
etc.—it may in cases cover more than 
what is usually identified as interest 
revenue—was last year equal to 23.6% of 
the year’s premium income (in 1934, 
22.9%), and represents the excellent re- 
turn of an average of 5.76% on the total 
funds (paid-up capital, and general and 
underwriting reserves), against 5.57% in 
1934 

Dividends 


All the companies pay a dividend, but 
in one case the appropriation is not 
shown, There are only two variations 
from the distributions of 1934, both im- 
provements on the previous position: an 
increase from 8% to 9% by the Fuso 
Marine, and the re-entry of the Chuo 
to the dividend list with a distribution 
of 4%, after an interval of many years. 
The dividend in the great majority of 
cases is substantial. For thirteen out of 
nineteen companies it is 10% or more; 
in only four cases it is below 8%. 

The total amount paid in dividend is 
equal to an average of 144% on the 
paid-up capital, and it takes less than 
two-thirds (61%) of the total amount 
at credit under the heading “Investment 
Revenue.” 

Of course, Japanese companies are in a 
special position—a handicapped position 
—as regards dividend distributions, for 
they are still carrying a great burden 
from the earthquake of 1923. The ex 
gratia settlements which they made on 
that catastrophe were financed by a 
government loan which is redeemable 
by installments from revenue, covering 
interest and principal (the liability un- 
der the government loan does not figure 
in the balance sheet; it is a revenue, 
not a capital, liability), and in more re- 
recent years the companies have had 
to appropriate a further sum from rev- 
enue to reserve against the outstanding 
liability under the government loan— 
these reserve appropriations, however, 
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are accumulated in the balance shee 
and so are among the special Teseryes 
maintained in the service of the compa. 
nies. Only one company, the Tokio Ma 
rine & Fire, discharged its ex grati, 
liabilities out of its own funds; all the 
others are subject to installment pay- 
ments, which have to be considered 
in priority to dividends. The compa. 
nies in our main list last year paid , 
total of Y.3,755,379 in “earthquake loan 
service”: Y.2,446,079 in installments, Y1. 
309,300 to reserve. The reserves now 
stand at a total of Y.12,157,700. (Two 
companies not in the main table bring 
the total payments and appropriations 
for the year up to Y.4,103,617, and the 
total of the earthquake loan reserves to 
Y.13,126,900.) 

The total installment payments are 
equal to 57'4%4% of the total amount dis. 
tributed in dividends by the respective 
companies, but also it is well within the 
balance of the interest revenue after 
paying the dividends. Making due ad. 
justment for the cases in which dividend’ 
or interest revenue is not shown, and 
deducting the figures of the Tokio Ma- 
rine & Fire—which company does not 
come into this record—the other thirteen 
companies distributed 40% of their in. 
terest revenue in dividends, paid another 
23% to the government in loan install- 
ments, and the 37% balance covered the 
reserve appropriations against the goy- 
ernment loan nearly three times over. 

The finances of the companies are 
extremely good. The lowest cover js 
1.3 (ratio of assets to liabilities) and 
that is one of the smallest companies, 
The Tokio Marine & Fire and the Meiji 
show. _ positively abnormal __ financial 
strength, with covers of 8.1 and 76. The 
other companies, which may be regarded 
as giving the general standard, show 
an average cover of 2.6, which is much 
greater than is usual with national 
groups, It may be added that this gen- 
eral body of companies includes some 
that are in the Tokio Marine & Fire 
group, and therefore to some extent the 
strength of that company is behind them. 

The companies covered by the Review 
include the Asahi Marine & Fire, Chuo 
Fire & Accident, Fuso Marine & Fire, 
Hokoku Fire, Kyodo Fire, Meiji Fire, 
Mitsubishi Marine & Fire, Nippon Fire, 
Osaka Marine & Fire, Taisho Marine & 
Fire, Teikoku Marine & Fire, Tokyo 
Fire, Tokio Marine & Fire, Yokohama 
Fire & Marine, Nippon Kyoritsu, Kobe 
Marine & Fire, Dai-Nippon Fire & Ma- 
rine and Nippon Marine. 


E. F. Rath to Retire From 
Fire Adjustment Bureau 


Edward F. Rath, district superintend- 
ent at Boston for the Fire Companies’ 
Adjustment Bureau, Inc., is retiring from 
active service at the end of the month 





, and suitable provision has been made by 


the bureau for his leisure time ahead. 
Mr. Rath went with the bureau in 191] 
as an adjuster, joining the Boston staff 
in 1916. After remaining there for five 
years he was transferred to Philadelphia 
where he became assistant branch man- 
ager. In 1928 he returned to Bostonand 
has been in charge of field supervision 
of the territory attached to Manchester, 
New Bedford, Providence and Worces- 
ter offices. After December 1 William 
J. Greer, with headquarters at 141 Milk 
Street, Boston, will collaborate with C. 
W. Elwell and J. J. McDevitt in super- 
vising the work of the bureau in their 
respective fields. 


AMER. FORE OLD GUARD MEETS 


Close to 140 members of the Old 
Guard of the America Fore Group, com- 
posed of officers and employes who have 
served member companies for twenty- 
five years or more, attended the annual 
dinner held last Thursday night at the 
Hotel Pennsylvania. Following dinner 
Chairman of the Board Ernest Sturm 
showed colored motion pictures of his 
trip abroad during the last summer. Fil- 
teen new members have been added to 
the Old Guard during the present yeat, 
seven of them from the fire companies 
and eight from the Fidelity & Casualty. 
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Laboratories Undergo 
Capital Reorganization 


NO CHANGES IN MANAGEMENT 





New Company Has No Capital Stock So 
as to Clarify Position as Non-Profit 
Service Corp. 

To clarify its position as a non-profit 
service corporation, the Underwriters’ 
Laboratories of Chicago and New York 
has been reorganized without capital 
stock. The National Board of Fire 
Underwriters, which contributed to the 
original cost of the enterprise and under 
the direction of which it was established 
and has been maintained, continues its 





sponsorship. 
The new charter recites among the 
objects: “By scientific investigation, 


study, experiments, and tests, to deter- 
mine the relation of various materials, 
devices, constructions and methods to 
life, fire and casualty hazards, and to 
ascertain, define and publish standards, 
classifications and specifications for ma- 
terials, devices, construction and meth- 
ods affecting such hazards, and other 
information tending to reduce and pre- 
vent loss of life and property from fire, 
crime, and casualty.” 

In meetings held last Thursday at the 
Laboratories’ principal office and testing 
station in Chicago the immediate con- 
summation of the transfer to Under- 
writers’ Laboratories, Inc., the new cor- 
poration, of the going business of the 
thirty-five-year-old Illinois company was 
arrived at. There will be no, changes 
whatever in the management. 





Crum & Forster Co.’s Join 


New Development Office 
Companies belonging to the Crum & 
Forster group have joined the Business 
Development Office activities of the In- 
surance Executives Association. J. Les- 
ter Parsons, president of the group, said 
last week that his organization desired 
to support and contribute to this effort 
to meet the competition of non-stock 
insurers, More than 150 companies are 
now sharing in the work of the Business 
Development Office. Companies in the 
Crum & Forster group include the North 
River, United States Fire, Allemannia 
Fire, Richmond, Southern Fire of Dur- 
ham, N. C., Westchester Fire and the 
United States branches of the British 
America and Western Assurance. 





Home Promotions 
(Continued from Page 22) 


five years as state agent in northern 
New Jersey he was promoted to the 
home office as production supervisor of 
the Eastern division. In March, 1936, he 
was advanced to assistant manager of 
the New York metropolitan department. 
Mr. Mehorter has gained national recog- 
nition through his work for the Blue 
Goose. He is a most loyal grand gander 
of that organization. 
Careers of Potter and Morrow 

Mr. Potter was graduated from Mis- 
sissippi State College in 1915 as an elec- 
trical engineer and after a short time 
with an independent telephone company 
he became associated with the Missis- 
sippi State Rating Bureau. He started 
with the Home as special agent in Mis- 
sissippi in September, 1920. He was 
transferred to the improved risk 
department working out of the Chi- 
cago office in which position he re- 
mained until March, 1923, when he re- 
turned to Mississippi. In November, 
1928, he was transferred to Louisiana 
as state agent and in May, 1933, came to 
the home office, being advanced to as- 
sistant general adjuster. 

Mr. Morrow attended Conway Hall 
Preparatory School at Carlisle, Pa. He 
was employed by Willcox, Peck & 
Hughes and later with Talbot, Bird & 
Co. for nine years. He came to the 
Home marine department on January 
24, 1923, and was made supervisor of 
that department April 1, 1931. 


soon 





Crop Insurance 
(Continued from Page 1) 


Columbia, Mo.; F, O. Rutledge, Farmers 
Mutual Hail Insurance Association, Des 
Moines, Ia.; E. J. Sloan, Aetna Insur- 
ance Co., Hartford, Conn.; John C. 
Stapel, Farmers Mutual Hail Insurance 
Co, of Missouri, Columbia, Mo., and 
C. Fred Morgan, Square Deal Mutual 
Hail Insurance Co., Des Moines, Ia. 

Dr. A. G. Black, chief of-the Bureau 
of Agricultural Economics and _ vice- 
chairman of the committee reported on 
an extensive research undertaken by the 
Bureau of Agricultural Economics in 
efforts to establish an actuarial basis for 
crop insurance. He said that until rec- 
ords of the Agricultural Adjustment 
Administration covering several million 
individual farms producing wheat, corn, 
cotton, and other crops became available 
that data for establishing an actuarial 
basis was extremely limited, He said 
that three important points of any crop 
insurance program are the determination 
of yields on individual farms so as to 
provide a basis for rates, the collection 
and assembling of premium payments by 
farmers whether in cash or in kind, and 
the storage of products in years of 


abundant production to be available for 
the payment of losses in years of crop 
damage. 

Every phase of crop insurance is being 
intensively studied, he said. He pointed 
to the heavy cost to the Government and 
society growing out of crop damage, 
particularly in severe years such as the 
past season and 1934. The storage of 
products in years of plenty to be avail- 
able in years of scarcity would serve as 
a means of stabilizing supplies in the 
interest of both producers and consum- 
ers. He pointed out that crop insurance 
should be considered as an auxiliary or 
corollary program to other agricultural 
policies and programs. 

Farmers Are Hesitant, Wallace Says 

After a tour of the principal agricul- 
tural States, Secretary Wallace reported 
that farmers generally were “superstiti- 
ous” about weather conditions in 1937, 
that they looked for ideal growing con- 
ditions, and that most of them probably 
would prefer to take their chances with 
crops and prices rather than to come 
into the insurance program at its start. 

Strengthening his anticipation of what 
farmers generally would do was a fore- 
cast by the Bureau of Agricultural Eco- 
nomics of an increased demand for farm 
products at good prices during 1937. 

Regardless of its effective date, how- 


ever, the administration plans includ 
passage of a crop insurance measure “ 
include wheat, corn and cotton at ¢h 
next Congressional session, . 

Only those farmers who Cooperate jn 
the soil conservation program of the 
AAA would be eligible to participate but 
benefit payments would continue to be 
made for conservation practices and in- 
surance premiums would be paid “jn 
kind,” depending upon the crop insured 

It was generally agreed, he said that 
because of the magnitude of the problem 
and the large risks involved, the program 
could only be handled by the Federaj 
Government. Meanwhile, he said, the 
private insurance companies had asked 
to be informed of developments and had 
promised the fullest cooperation. 

It was agreed that stock companies as 
a group and mutual companies as q 
group would each select two persons to 
represent them in further deliberations 
particularly in technical analyses of vari. 
ous proposals. 

Other members of the crop insurance 
committee in addition to Chairman Wal. 
lace and Vice-Chairman Black are 
Wayne C. Taylor, Assistant Secretary of 
the Treasury; Ernest G. Draper, Assist. 
ant Secretary of Commerce; Howard R 
Tolley, administrator, Agricultural Ad- 


justment Administration, 
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A good way to build up income! 


SELL 


SPRINGFIELD GROUP 
AUTOMATIC BUILDERS 


RISK POLICIES 


(Full information on request) 


The SPRINGFIELD GROUP 


OF FIRE INSURANCE COMPANIES 


Geo. G. Bulkley, President 


SPRINGFIELD FIRE & MARINE INSURANCE CO. - SPRINGFIELD, MASS. 


CONSTITUTION DEPARTMENT .- 
SENTINEL FIRE INSURANCE COMPANY . .- .- .- 
MICHIGAN FIRE & MARINE INSURANCE COMPANY . .- 


NEW ENGLAND FIRE INSURANCE COMPANY - . .«- - 





SPRINGFIELD, MASSACHUSETTS 
SPRINGFIELD, MASS. 
- DETROIT, MICH. 
PITTSFIELD, MASS. 
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Insured’s Request ‘To Cancel Policy 
Operates As Immediate Cancellation 


An insured on March 21, 1933, instruct- 
ed the Camden Fire’s agent to cancel fire 
policies on his house and furniture and 
the agent agreed to do so. The expira- 
tion date of the policies was December 
& 1933. The house and furniture were 
destroyed bv fire April 30, 1933. The 
agent immediately after being notified by 
insured formally canceled and returned 
to his company the policy covering the 
house. Insured was indebted to the 
qvent, who, for personal reasons, did 
not mark the furniture policy canceled 
nor returi. it to the company until after 
the fire. This was not known by the 
insured until after the fire. 

After insured surrendered the Camden 
policies he insured his furniture with the 
National Fire for $1,000. He brought 
suit :gainst the Camden, contending that 
in settling with the National he was 
legally compelled to accept $666 instead 
of the $1,000 on the face of that policy, 
because of the Camden agent’s failure 
formally to cancel and return the furni- 
ture policy to his company. He recov- 
ered $339 in the trial court on this 
theory. 

This judgment was reversed and ren- 
dered for the Camden by the Texas 
Court of Civil Appeals, Camden Fire v. 
Jennings, 93 S. W. (2d.) 530. This court 
held that where an insured policy con- 





BUILDING PERMITS INCREASED 

Sharp gains in a few large cities in the 
Middle Atlantic, South Atlantic and East 
Central sections lifted the September 
total of building permit values at all 
cities 6.6% above the August total. The 
usual change for the period is a decrease 
of close to 10%. 

The volume of permits issued in 215 
cities of the United States during Sep- 
tember reached the sum of $88,791,762, 
compared with $83,109,753 in August, and 
$47,479,944 in September, 1935, according 
to Dun & Bradstreet, Inc. The increase 
as compared with September last year 
amounted to 87.0%. Permits issued in 
the five boroughs of New York City had 
a total value of $17,331,441, as against 
$12,095,174 in August and $9,227,037 in 
September, 1935. This represented in- 
creases, respectively, of 43.3 and 87.8%, 
In the 214 cities outside of the Metrop- 
olis, permit values for September aggre- 
gated $71,460,321, a gain of 0.6 per cent 
over the $71,014,579 figure recorded for 
August, and a rise of 868 per cent as 
compared with the 1935 comparative of 
$38,252,907. 


APPRAISERS FORM ASS’N 

The American Society of Technical 
Appraisers has been formed in Los 
Angeles and the officers are making a 
drive to increase its membership and 
Organize chapters in other states in the 
United States. The organization plan 
1s to include both company appraisers 
and independent appraisers. Its pur- 
Poses, as stated in the constitution, are: 
to develop and improve upon the science 
of appraising; to promote a_ higher 
standard of business and professional 
ethics in the appraisal field; to improve 
conditions and opportunities to render 
Service on a truly professional basis, and 
to encourage fellowship of appraisers. 

ficers elected for the ensuing year 
are Robert W. Stevens, member of the 
appraisal firm of Marshall-Stevens, pres- 
ident; Stuart C. Tait, vice-president, and 
Samuel W, Gibson, secretary-treasurer, 

th of whom are partners in the ap- 


Praisal firm of Tait-Gibson of Los An- 
geles, 








CREDIT INSURANCE RENEWED 
he contract between the government 
of Czechoslovakia and the Uverova 
pate Insurance Co. will, with unimpor- 
ant changes, be renewed for five years. 
€ results for 1935 are comparatively 


Satisfactory and the same is ex ected 
or 1936, 


tains a stipulation for cancellation upon 
1equest of insured, such request of itself 
instantly operates as a legal cancellation 
of the policy without formal cancella- 
tion or defacement of the policy by the 
insurer. The legal liability of the Na- 
tional was therefore not reduced by the 
Camden policy. 





Chartered 1842 











AUDITOR GENERAL OF PA. 


Warren R. Roberts, vice-president of 
the Pennsylvania Association of Insur- 
ance Agents and a partner of the Wood- 
ring-Roberts Corp., a Bethlehem, Pa., 
insurance agency, will take office as au- 
ditor general of Pennsylvahia in Jan- 
uary. Mr. Roberts, a State Senator, was 
elected to his new office by a large ma- 
jority on the Democratic ticket. 





J. C. QUALMAN WITH PHOENIX 

J. C. Qualman, Wisconsin state agent 
of the Queen and Newark, has been ap- 
pointed state agent of the Phoenix of 


Hartford to fill the vacancy caused by 
the resignation of Leo B. Menner. His 
headquarters will be at 238 West Wis- 
consin Avenue, Milwaukee. Mr. Qual- 
man is a past most loyal gander of the 
Wisconsin Home Nest of the Blue Goose 
and one of the best known and most 
popular fieldmen in Wisconsin. He start- 
ed in the business with the Rockwood 
company in Chicago. Then he was con- 
nected for some years with the West- 
ern Sprinkled Risk Association, leaving 
there to go into the old Western de- 
partment of the Queen. In 1922 he was 
sent into Ohio as special agent and two 
years later to Wisconsin as state agent. 
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$121,000,000 


TLANTIC has no stockholders. The profits which come from 
the ordinary operation of the business are shared among 
participating policyholders. As a result the net cost of their insur- 
ance is materially reduced. 


Ever since 1842 Atlantic Mutual has been returning profits to 
policyholders. In all this time there has been only one year (1855) 
in which business conditions did not permit such a distribution. 
For 93 out of 94 years, and for 81 years without interruption 
since 1855, profits have been returned to policyholders in the 
total amount of $121,550,820. The 1935 dividend rate was 15% 
on cash participating policies. 


Although Atlantic policyholders participate in profits, they are 
not liable for assessments. Atlantic policies are non-assessable. 


We believe that the interests of the assured are best served when 
he has the advice of a competent broker or broker-agent. Endors- 
ing the function of the broker and broker-agent, we have set our 


objective for broker-placed business at 100%. 


The number of brokers placing business with Atlantic is steadily 
increasing. If you are not one of this number, please give us 
an opportunity to explain why it is that in giving your client 
an Atlantic policy, you serve his interest and your own at the 


same time 
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THESE LINES 


MARINE « YACHT «- INLAND 
TRANSPORTATION. 
FINE ARTS AND JEWELRY 


FIRE INSURANCE 
SUPPLEMENTARY TO 











Atlantic Mutual 


INSURANCE COMPANY 
Atlantic Building: 49 (Dall Areet, New York 
Baltimore . . . Boston . . . Chicago . . . Cleveland . . . Philadelphia 
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Fire Council of Laboratories 
Views New Testing Apparatus 


Newest developments in fire-resistive 
building materials and test methods for 
determining their efficiency in this re- 
spect were discussed at a fire council 
meeting held recently at the main office 
and principal testing station of Under- 
writers’ Laboratories in Chicago. 

Glass masonry units for use in win- 
dow openings and for exterior walls and 
interior partitions, insulating linings for 
ducts of air conditioning and ventilating 
systems, wall insulating materials and 
other products of novel and increasing 
use held the especial attention of the 
experts. Samples of some of these prod- 
ucts were exhibited and problems likely 
to arise from their general use were 
forecast with a view to reducing the 
attendant fire and accident hazard. 

Reports on the fire-prevention activi- 
ties of the various departments of Un- 
derwriters’ Laboratories were presented 
by department heads to the fire council 
members. Special apparatus, designed 
and constructed by Underwriters’ Lab- 
oratories’ engineers to facilitate testing 
materials and devices having a relation 
to fire hazard, were demonstrated and 
explained. Typical and special tests were 
performed for the benefit of the fire 
council members who were conducted on 
an inspection tour of the fire-protec- 
tion, hydraulic, gases and oils, chemical, 
electrical, automotive and casualty, and 
burglary-protection laboratories, 


Explosion Work Reviewed 


The fire council members reviewed 
Underwriters’ Laboratories’ explosion 
work—work in which the Laboratories 
pioneered and which is becoming in- 
creasingly important. Unique apparatus 
employed in the investigation of de- 
vices for use in explosive gas-air and 
vapor-air mixtures—especially the car- 
buretor system designed and built at 
the Laboratories which recently drew 
enthusiastic comments from representa- 
tives of the United States Mine Safety 
Board and the Bureau of Mines in Eng- 
land—likewise attracted the favorable 
comment of the fire council. Equipment 
for creating explosive dust-air mixtures, 
used in testing explosion-resisting mo- 
tors and other fittings used in factories, 
mills, and granaries where such atmos- 
pheres are encountered, was also on 
display. 

The fire council was organized by Un- 
derwriters’ Laboratories. The members 
act as an advisory body, contribute first- 
hand information on the field service 
record of products having a bearing on 
fire-prevention and fire-protection, com- 
ment on reports of Underwriters’ Labo- 
ratories’ tests of new products, and oth- 
erwise aid in keeping the Laboratories’ 
safety standards and test methods in 
step with field practices. The thirty 
members of the council represent all sec- 
tions of the United States. Their service 
is a voluntary contributions in the in- 
terest of greater safety. 


Members of Council Present 


The following members were present at the 
two-day meeting: A. R. Small, chairman, presi- 
dent Underwriters’ Laboratories; H. M. Car- 
michael, Oil Insurance Association, Chicago; 
Gorham Dana, consulting engineer, Eastern Un- 
derwriters Inspection Bureau, Boston; O. M. 
Henn, manager Michigan Inspection Bureau, 
Detroit; H. M. Hess, manager New York Fire 
Insurance Exchange; C. T. Ingalls, Oklahoma 
Inspection Bureau, Oklahoma City; C. O. Jost, 
Canadian Fire Underwriters Association, Mon- 
treal; John Neale, chief engineer, Chicago Board 
of Fire Underwriters; George E. Nichols, mana- 
ger Fire Insurance Rating Bureau, Milwaukee; 
Isaac Osgood, Boston Board of Fire Under- 
writers; George H. Parker, manager Kentucky 
Actuarial Bureau, Louisville. 

Also, H. N. Pye, chief engineer, South East- 
ern Underwriters Association, Atlanta; F. b 
Quackenboss, Western Factory Insurance Asso- 
ciation; Benjamin Richards, Underwriters Ser- 
vice Association, Chicago; E. M. Sellers, mana- 
ger, Indiana Inspection Bureau; T. B. Sellers, 
manager, Ohio Inspection Bureau, Columbus; 
H. O. Smith, managers, Texas Inspection Bu- 
reau; Ralph Sweetland, secretary, New England 
Insurance Exchange, Boston; Paul W. Terry, 


manager, Missouri Inspection Bureau; J. San- 
derson Trump, manager Middle Department 
Rating Association, Philadelphia; William B. 


White, New York Board of Fire Underwriters. 

Alternates attending were B. R. Martin, Syra- 
cuse division, New York Fire Insurance Rating 
Organization; George Booth, chief engineer, Na- 
tional Board of Fire Underwriters, New York 
City; C. F. Wagner, Oregon Insurance Rating 
Bureau, Portland; R. D. Hobbs, Western Actu- 
arial Bureau, Chicago; R. W. Weatherbee, Fac- 
tory Insurance Association; W. K. Estep, Middle 
Department Rating Association, Pittsburgh; C. 
H. Hill, Middle Department Rating Association, 
Philadelphia; T. P. Evans, Washington Survey- 
ing & Rating Bureau, Seattle. 

Guests present were K. W. Adkins, Missourt 
Inspection Bureau; Clarence Goldsmith, assist- 
ant chief engineer, National Board of Fire Un- 
derwriters, Chicago; R. C. Loughead, chief en- 
gineer, Michigan Inspection Bureau; W. K. 
Whitmore, Oil Insurance Association, Chicago; 


J. B. Wilkinson, Fire Insurance Rating Bureau, 


Milwaukee, 


Appellate Term Dismisses 
Suit Against 2 Companies 


Samuel Wexler, bailor and owner of 
goods, sued the National Ben Franklin 
and the Great American on fire policies 
for the value of the goods damaged by 
fire while in the possession of a bailee 
for hire who was the insured in the 
policies. From a judgment for plaintiff 
against each company (156 Misc. 755, 
281 N. Y. S, 949) in the New York Mu- 
nicipal Court the companies appealed. 

The New York Supreme Court, Ap- 
pellate Term, Wexler v. National Ben 
Franklin et al., 280 N. Y. S. 866, re- 
versed this judgment and dismissed the 
complaint on the merits. In a per cu- 
riam opinion the court said: 

“Plaintiff's property was directly and 
specifically insured by the Camden Fire 
Insurance Association policy, The evi- 
dence established that neither the 


named insured nor plaintiff re 
plaintiff's property damaged by ny 
as covered by defendants’ policies The 
acts of the parties after the fire did 
amount to an adoption of the insurance 
under defendants’ policies for plaintiffs 
benefit, and plaintiff did not comply with 
the conditions required therein for no- 
tice and proof of claim. The National 
Ben Franklin policy was clearly for the 
benefit of the named insured, indempj. 
fying him against direct loss, and also 
his legal liability, if any, to others, The 
clause in the Great American policy 
‘loss, if any, to be adjusted with and 
payable to Pearl Co., etc.’ was designed 
to have similar effect.” 





Donald M. Pearsall of Westfield, N.J 
has been appointed chairman of the 
membership committee of the New Jer- 
sey Association of Underwriters. Robert 
H. Aaronson, Jr., of Bordentown has 
been named chairman of the newly 
formed farm committee. : 





PROMPT SALVAGE MEASURES 


KEEP LOSS AT MINIMUM 


paulins on all floors from the second to seventh. 


Insurance Patrol, Summoned by A.D.T., 
Spreads Tarpaulins on Six Floors 


At 6:35 P.M. on July 16, an A.D.T. Central 


Station in Chicago received a waterflow alarm 


from the supervised sprinkler system in a large 
metal manufacturing plant.* Fire Department and 
Insurance Patrol were immediately notified, and 
found that a fire in a spraying booth on the 
seventh floor had opened three sprinkler heads. 

Serious water damage was avoided through 
the saving fact that the sprinkler was A.D.T. 
Supervised. Only the prompt response of or- 
ganized forces—thus automatically summoned— 
could have prevented disastrous consequences. 
The sprinkler had to be turned off as soon as it 
completed its work of extinguishment, and ef- 
fective salvage work was necessary to avert dam- 
age from seepage of water through lower floors. 

An official of the metal concern wrote to 
A.D.T.: “The efficiency of your action was 
entirely proper and, in fact, essential. The Insur- 


ance Patrol was on the job with plenty of tar- 


United States. - 


AERO AUTOMATIC FIRE ALARM 
VISORY AND WATERFLOW ALARM SERVICE 





You can well imagine the amount of water com- 
ing from three sprinkler heads, but we are 
pleased to advise that the damage was nil.” 


* * 


Three cents on each one hundred dollars of in- 
surable values is the 10-year loss average of 
properties protected by A.D.T. Sprinkler Su- 
pervisory and Waterflow Alarm Service! By 
preventing and minimizing losses, A. D. T. Pro- 
tection safeguards continuity of premium in- 
come, and turns premium income into profit. 
These are among the important reasons why 
clear thinking, far-sighted insurance agents rec- 
ommend A.D.T. Protection Services to their 
prospects and clients. Descriptive booklets will 
be sent on request. 


A. D. T. Central Station Fire Protection Services 


SPRINKLER SUPER- 
: WATCH- 


MAN SUPERVISORY AND MANUAL FIRE ALARM SERVICE 


Central Station Offices located in all principal cities of the 
* Name and complete details available upon request. 


Controlled Companies of AMERICAN DISTRICT TELEGRAPH COMPANY - 155 Sixth Avenue, New York, W. Y. 
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Agents Urged to Insure Premiums 


As Well As the Property Covered 


E, W. Champion, examiner for the 
Aetna (Fire) and World Fire & Marine, 
suggests the advisability of selling pre- 
mium interest insurance to large insur- 
ance buyers. Writing in the recent is- 
sue of the Aetna’s publication, the Mes- 
senger, he explains that this type of in- 
surance 1s designed solely to protect the 
large premium investments which are 
advanced to buy term insurance in order 
that the discount in their particular 
states may be obtained and the insur- 
ance purchased at the lowest possible 
price. Continuing he writes: 
Buyers of large and varied coverages 
were naturally somewhat reluctant to 
advance, say, a $5,000 premium for a 
three-year insurance contract without 
some form of security to protect such a 
substantial investment. The companies 
have recognized the buyer’s need, and 
premiums so advanced may now be ade- 
quately protected at a very small addi- 
tional cost. 

As a direct result of our original arti- 
ce in The Messenger, a great deal of 
interest developed throughout the coun- 
try in this form of insurance. We re- 
ceived a large number of interesting in- 
quiries asking for further information 
or for definite facts to assist in the 
solicitation of individual cases. Quite 
naturally we were very much gratified 
to learn that we had hit upon a sub- 
ject of insurance which, while not new, 
was evidently much needed and by the 
splendid results produced was readily 
salable when properly presented. 

How to Write This Coverage 

One of the questions most frequently 
asked is—how to write a premium in- 
terest policy where the client’s insur- 
ance covers fire, tornado, use and oc- 
cupancy, and explosion policies, all writ- 


ten for various terms and at different 
expiration dates. 
The purpose of a premium interest 


contract is to indemnify the assured in 
such amount of premium as would be 
required on a pro rata basis to restore 
all of his insurance to its original amount 
from the date of loss to the expiration 
of each policy, regardless of the type of 
coverage, at the premium rate in ef- 
fect at the time of loss. While it is 
written for a definite term, the losses 
occurring to policies included under 
such a contract are not governed by the 
expiration of the premium interest pol- 
icy. In other words its operation in this 
respect in the event of a claim is similar 
toa use and occupancy or a rental value 
policy. Therefore, in preparing a pre- 
mium interest policy, it is necessary to 
schedule all policies—fire, tornado and 
use and occupancy and explosion — or 
any other of the allied lines written by 
a fire company, showing the name of 
the insurance company, policy number, 
amount of policy, type of coverage, rate, 
Premium and expiration and the sched- 
ule so prepared should be attached to 
the policy. 
100% Contribution Clause 

This type of contract is written sub- 
ject to the 100% contribution clause. 
The total of all premiums represents the 
amount of the premium interest policy. 
The method for figuring the rate of 
Premium interest insurance is to reduce 
the premiums for all policies insured to 
an annual basis and take an average 
Which is then reduced 50% because of 
the reducing amount clause which is 
made a part of such contract. The usual 
term rule applies. 

The reducing amount clause reads as 
follows: “In consideration of the re- 
duced rate at which this policy is writ- 
en, it is hereby agreed and understood 
- the amount of insurance hereunder 
I unexpired premiums shall automatic- 
Hy reduce pro rata each day of this 
Policy’s term; the amount in force at 
any time being such proportion of the 
orginal sum as the number of days in 


the unexpired time bears to the total 
number of days in the original term.” 


It is quite natural where a premium 
interest policy is to be written to pro- 
tect numerous contracts with various 
expiration dates to assume that the as- 
sured is paying for protection which he 
cannot hope to obtain in the event of a 
loss. This would be true if such policies 
included in the schedule were controlled 
by the expiration date of the premium 
interest policy but we must appreciate 
that this type of contract is automatic 


in its nature in that it picks up renewals 
of each expiring fire or other type of 
coverage originally included in the 
schedule. Therefore where a_ policy 
which was included under the original 
master policy only had a couple of 
months to run, it would be manifestly 
unfair to charge a full annual rate if 
it were not for the fact that in so do- 
ing we pick up automatically the re- 
newal of all such policies, In the long 
run the premium averages up on an 
even basis. 

to writing blanket pre- 
mium interest coverage, as outlined, 
agents are successfully granting this 
additional protection on individual pol- 
icies by adding a premium interest en- 
dorsement which provides the same pro- 
tection as to that particular policy. The 
extra cost is so small for the added pro- 


In addition 


tection granted that this method is 
proving very popular. We_ earnestly 
suggest the solicitation of this type of 
protection especially on your large ac- 
counts. 





NIAGARA MOVING IN NEWARK 


The Newark branch office of the Ni- 
agara Fire and associated companies, 
under management of Charles C. Lyon, 
will move November 16 to the first floor 
of the Essex Building, 31 Clinton Street, 
the premises having been leased for five 
years. The Lyon office is at 185 Market 
Street in the Niagara Building, where 
August 31 it completed thirty years of 
occupancy. The associated companies 
involved with the Niagara in the change 
are the Maryland and the Fidelity & 
Casualty, all members of the America 
Fore group. 


STRENGTH - PERMANENCE “eS TA BILL Yes 


A Signa s 
oh Princip 


Throughout their entire 


field of operations the com- 


panies of the Fireman’s Fund | 


Group have no alliances or 


affiliations in conflict with 


or detrimental to the Ameri- 


can Agency System. 


Fire Automobile Marine: Casualty - Fidelity Surety 


IREMANS FUND GROU 


17 ~ Occidental Insurance Company 
ine Insurance Compan. 







NewYork -: 


eet ow OY hee 








Firemans Fund Insurance 
Home Tire & 


Fireman's Fund Indemnity Company ~Occid 
Chicago - 


re 


SAN FRANCISCO 


oi ha 





tal Vadeoall Company 
+. Boston -: 


Atlanta ; 


soy De ay 











Page 38 








TAautomo bile), 








November 13, 1936 








MARINE & AUTOMOBILE 





New Ruling On Filing of Marine 
Rates In Wisconsin Is Issued 


The controversy between the Wiscon- 
sin Insurance Department and marine 
insurance companies regarding the fire 
insurance reports was ended late last 
week by a new order from the Insurance 
Department. All marine and fire insur- 
ance companies and licensed actuarial 
bureaus were on Thursday advised that 
four specific exceptions had been grant- 
ed but that the commission preferred to 
have all marine daily reports through 
the fire bureau in order to serve better 
everybody concerned. 

On September 19 Insurance Commis- 
sioner H. J, Mortensen issued an order 
compelling all fire insurance companies 
writing marine business to report their 
marine business to the fire insurance 
rating bureau. Meantime an application 
for rehearing was filed and Paul L. Haid 
of New York, president of the Insurance 
Executives Association, went to Madi- 
son to iron out the difficulties. 

Insurance Commissioner Mortensen on 
Thursday issued a new order embodied 
ina letter sent to all fire marine insur- 
ance companies in the state, which reads 
as follows: ' 

Mortensen’s New Order 

“To fire and marine insurance com- 
panies and licensed actuarial bureaus: 

“All insurance companies writing fire 
and tornado insurance in the state of 
Wisconsin under a marine contract and 
all licensed actuarial bureaus, in order 
to comply with the provisions of Sec- 
tions 203.32 to 203.495 inclusive, other- 
wise known as the rate regulation law, 
shall on and after November 15, 1936, 
observe the following: 

“1. The rates of an actuarial bureau 
licensed under the provisions of Section 
203.35 of the statutes must be used in 


determining the premium to be allocated 
to the fire or tornado hazard. 

“2. On risks or classes of risks for 
which the actuarial bureau has not pro- 
vided rates for the fire or tornado haz- 
ard, the actuarial bureau will file with 
this department for approval a schedule 
indicating the percentare of the pre- 
mium charged on the policies which is 
to be allocated to the fire or ,tornado 
hazard. 

“3. For the information of companies, 
actuarial bureaus are hereby instructed 
to indicate on daily reports of marine 
insurance policies the correct fire or tor- 
nado premiums. 

“4. All daily reports of marine insur- 
ance policies issued in Wisconsin, until 
further notice, must be sent through an 
actuarial bureau as provided by Section 
203.43, except the following: 

“Registered mail; parcel post; prop- 
erty in actual process of shipment, while 
in transit and not exceeding thirty days 
after arrival at consignee’s or purchas- 
er’s premises or other place of storage 
or deposit; imports and exports from 
and to foreign countries; bridges and 
tunnels; tourists floaters; personal ef- 
fects floaters excluding permanent resi- 
dence of assured; personal fur floaters; 
personal jewelry floaters; personal sil- 
verware floaters; personal musical in- 
strument floaters; radium floaters; film 
floaters; salesmen’s sample floaters; 
physician and’ surgeon instrument float- 
ers; machinery and equipment installa- 
tion risks; wedding present floaters and 
exhibition property floaters.” 

This new ruling ends a long period of 
discussion between the Commissioner 
and inland marine writing companies 
over the matter of filing the rates on 
fire risks under inland marine covers. 
Wisconsin insurance laws differ, in re- 
spect to filing of rates, from those of 
some other states. 





N.F.P.A. TO MEET IN CHICAGO 


The 1937 annual meeting of the Na- 
tional Fire Protection Association will be 
held at the Congress Hotel in Chicago 
during the week of May 10. Curtis R. 
Welborn, secretary of the Underwriters’ 
Laboratories, has been selected as chair- 
man of the committee of Chicago mem- 
bers to cooperate with the officers in 
developing a program for the meeting. 


AETNA ENLARGES N. Y. OFFICES 


The New York branch office of the 
Aetna (Fire) group, located at 8&9 
Maiden Lane, is enlarging its headquar- 
ters in that building by taking space on 
the Gold Street side of the ground floor. 
The new space is occupied by the claim 
department of the Century Indemnity 
and the marine departments of the fire 
companies in the group. Vice-President 
Toseph W. Russell, in charge of the 
New York office, has moved his office 
from the first to the second floor. 


Shipping Losses in 1936 
Are Announced by Lloyd’s 


Returns prepared by Lloyd’s Register 
of Shipping show that the gross reduc- 
tion in the mercantile marine from all 
causes during the quarter ended March 
31 last was represented by 188 vessels. 
of 431.926 tons gross, of which fifty-five 
were British and 133 foreign. 

Of this shipping eighty vessels, of 
85,004 tons gross, were lost in conse- 
quence of casualty or stress of weather, 
twenty being British and sixty foreign. 
One hundred and eight vessels, of 346,- 
922 tons gross, were broken up, con- 








demned, or lost otherwise than in con- 
sequence of casualty or stress of weather. 

At a meeting of the committee of 
Lloyd’s Register Lord Aberconway and 
B. N. Banaz were elected members. 
Lord Aberconway is chairman of John 
Brown & Co., builders of the Queen 
Mary, and Mr. Banaz is managing di- 
rector of Jugoslavenski Lloyd and vice- 
president of Jadranska Plovidba. At the 
same meeting S. J. Pigott, resident di- 
rector-in-charge of John Brown & Co.’s 
works at Clydebank, was elected a rep- 
resentative of shipbuilders and engineers 
on the general committee. 


DECISION ON REDELIVERY 
Ohio Appeal Court Holds Redelivery of 
Damaged Goods to Consignee Not 
a New Transaction 

The Fidelity & Guaranty Fire insured 
the Broadway Express, Inc., a common 
carrier, against loss by fire of goods 
being transported by the carrier. The 
policy covered “shipments made on and 
after December 1, 1931, at noon.” On 
November 30 the Goodyear Tire & Rub- 





ber Co., at Akron, O., shipped goods by - 


the carrier, one-third of the shipment to 
its branch at Richmond, Va., and the 
other two-thirds to its branch at Nor- 
folk, Va. The whole shipment went in 
one truck, under separate non-negotiable 
bills of lading. Before the goods reached 
Richmond they were damaged to such 
an extent that acceptance of that part 
of them was justifiably refused. On De- 
cember 4, by request of the shipper and 
acquiescence of the carrier, the latter 
undertook to redeliver the goods at the 
point of shipment. No change in the 
original bill of lading was made. Before 
reaching Akron the entire shipment was 
accidentally destroyed by fire. 

In an action on the policy by the 
Broadway Express the Ohio Court of 
Appeals, Broadway Express, Inc., v. Fi- 
delity & Guaranty Fire Corp., 3 N. E. 
(2d) 805, said that if the conduct of 
the parties with respect to the redeliv- 
ery constituted a new contract of ship- 
ment, the insurance company was liable 
under its policy. It held, however, that 
the redelivery arrangement was a con- 
tinuation of the original shipment and 
not a shipment made after December 1, 
and therefore not covered by the policy. 
Judgment for plaintiff was therefore re- 
versed and rendered for defandant, 





Projector Ruling Altered 


By Joint Marine Committee 

The Joint Committee on Interpretation 
and Complaint of inland marine under- 
writing powers has amended its former 
ruling which held that “a marine or in- 
land marine form may not be issued 
covering projectors and projection room 
equipment, including talking or sound 
equipment, installed in theatres, owned, 
leased or operated by the owner of such 
property.” As now worded the ruling 
reads: 

“A marine or inland marine form of 
policy may not be issued covering pro- 
jectors and projection room equipment, 
including talking or sound equipment, 
when installed for continuous use in 
theatres, auditoriums or other structures. 
This prohibition does not apply to such 
property sold on the installment plan or 
the equipment carried and used by itin- 
erant traveling entertainers.” 


LLOYD’S TREASURER HONORED 


George Simmons, chairman of Lloyd’s 
Underwriters’ Fire and Non-Marine As- 
sociation, recently made, on behalf of the 
members of the association, a presenta- 
tion to A. L. Sturge, in recognition of 
his long services as honorary treasurer 





APPLETON & COX, INC. 
UNDERWRITERS 


8 South William Street 
NEW YORK 


ALL FORMS OF MARINE 
AND INLAND INSURANCE 


Branch Offices and General Agents: 


New York: 
Atlanta: 
Boston: 
Chicago: 
Dallas: 


25 Gold Street 

10 Pryor Street 

141 Milk Street 
Insurance Exchange Bidg. 
Frank Rimmer 

Kirby Building 


Detroit: 
New Orleans: 


San Francisco: 


First National Bank Bldg. 


George S. Kausler, Ltd. 
Hibernia Bank Building 


Pacific Marine Ins. Agency 
114 Sansome Street 





a 
to the association. A large gathering of 
members of the association were Present 
at the ceremony, which was held in the 
library at Lloyd’s. . 





MARKS 25TH ANNIVERSARY 


The Central Union of Marine Under. 
writers for Norway celebrates jt; 
twenty-fifth anniversary. It is the equiy. 
alent of the London Institute of Under. 
writers. Founded on August 15, 1911, jt 
was first headed by Harold Hongen, "At 
present Ragnar Poulsson, director gen- 
eral of the Polaris Insurance Co, jg at 
its head. Before the war Germany was 
its chief competitor, now it is England 
The Christiania tariff of 1901 made a 
certain working between foreign inter. 
ests and Norway possible, It is now 
again in force. 





NEW FRENCH BROKERAGE Firy 


A new French brokerage firm with q 
capital of 200,000 francs has opened of. 
fices at 32 Rue de la Pompe, Paris, un- 
der the name Brunon Freres. 





Inland Marine 


(Continued from Page 20) 
units of the Insurance Institute of 
America. Not only are more societies 
sponsoring inland marine classes in their 
respective communities but they are se- 
curing as lecturers veteran underwriters, 
loss adjusters and organization managers 
from New York and other insurance cen- 
ters where the bulk of inland marine 
underwriting is transacted. This serious 
and well-organized effort to disseminate 
expert information on inland marine in- 
surance is a worthy educational move- 
ment and breaks the ground for pro- 
duction work in districts where this coy- 
erage has not taken its proper place as 
yet in sales portfolios, 

Local agents, also, are now more aware 
of the profit opportunities associated 
with pushing inland marine lines and 
appreciative of the more extensive facili- 
ties for improving their own knowledge 
of such lines as transportation, motor 
truck cargo, fur, jewelry, personal ef- 
fects, fine arts, bailees’ customers, reg- 
istered mail, parcel post and deferred 
payment and installation insurance. With 
property owners having today greater 
values to insure and more money with 
which to purchase protection the de- 
mand for coverage is greater than at 
any time since 1930. In New York City 
and other company centers many young 
employes, showing intelligence and fore- 
sight, are studying the inland marine 
coverages and seeking appointment to 
those departments of their companies. 

Prospects for profits and _ individual 
recognition are both ‘bright in inland 
marine. Much depends in underwriting 
upon the personal judgment of the un- 
derwriter because this branch of insur- 
ance is not nearly so completely gov- 
erned by published sets of rules as is 
fire insurance. So, too, may the alert 
local agent capitalize on the advan- 
tageous opportunity which exists. If 
he is willing to study thoroughly the 
inland marine lines that might have 4 
ready market in his own district he 
should be well rewarded for his sacti- 
fices because his competitors will not 
include every other agent in the com- 
munity but only those who, like himself, 
will make a special and painstaking ef- 
fort to qualify themselves as trained 
salesmen of this inland marine coverage 
which business interests and_ individual 
property owners need. 
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Nathan Mobley Made 
y.-P. of U. S. Guarantee 


JOINED COMPANY IN FEB. 1934 





His Previous Connections with U. S. 
Casualty and Fidelity & Deposit; 
13 Years in Bonding Field 





Nathan Mobley, who joined the United 
States Guarantee in February, 19H, as 
assistant to its President George H. 
Reaney, was elected a vice-president of 
the company at last week’s meeting of 
the board of directors. Since joining 
the U. S. Guarantee Mr. Mobley has in 
addition to other duties been actively in 
charge of underwriting and development 
of the company’s blanket bond business 
which line it started writing in Novem- 
ber, 1934. His promotion to executive 
rank, which will mean broader duties, 
comes in recognition of the good work 
he has done. He is a young man who 
has made rapid strides and a fine reputa- 
tion in the business since he entered it 
thirteen years ago in Charlotte, N. C,, 
his home town. mt , : 

A graduate of the University of North 
Carolina, Mr. Mobley’s first connection 
was with the Fidelity & Deposit and 
after an initial experience in its Char- 
lotte branch office in 1923 he was trans- 
ferred to Chicago where in 1925 he be- 
came western agency supervisor. His 
work took him into many mid-western 
states and he was a frequent speaker at 
agency conventions. The F. & D. then 
promoted Mr. Mobley to its New York 
City branch office in 1928 to become pro- 
juction manager, and after a year or so 
in that post he was selected by the 
United States Casualty to take charge of 
its then newly created fidelity and sure- 
ty department. He was serving as as- 
sistant secretary of that company when 
arly in 1934 he was invited to join the 
United States Guarantee as assistant to 
President Reaney. 





Pittsburgh Labor Strike 
Creates Glass Shortage 


With the large plate glass manufac- 
turers in Pittsburgh greatly behind on 
their deliveries because of a labor strike, 
underwriters of this line are keeping a 
close watch on the situation. Already 
the cost the glazier has 
gone up five cents a foot, an increase of 
about 162/3%. As plate glass insurance 
rates are predicated on the present cost 
of replacements, a rate increase may be 
necessary, 


of glass to 


_It is apparent that an opportunity ex- 
sts for the sale of plate glass insurance 
fo those needing the protection who have 
put it off.’ The argument advanced 
is that with a serious tieup of plate glass 
shipments in the offing glaziers will find 
tt increasingly difficult to take care of 
their orders, Naturally, however, they will 
sive first choice to insurance companies 
m replacements needed by their in- 
sureds, There is no telling how long 
the uninsured will have to wait. 

tis also felt that the standing and 
aibre of the glaziers who supply local 
demand are factors in the situation. It 
= to reason that “fly-by-nighters” 
Th nt be in the running for long. 
vith arge glaziers in New York City 
bs imei stocks on hand have not 
ge the pinch, the only embarrass- 
“ they expect being the filling of 
as for extra large sizes of glass 

Mm regular stock. 
Pa yl in the wind is that in Miami, 


’ Store fronts cannot be replaced 


‘cause of the glass shortage. 


Master to Hear Facts in 
Mass. Auto Rate Suit 


42 STOCK CO.’s FOR ANNULMENT 





Judge Chase Presents Petition in State 
Supreme Court; Ass’t Attorney Gen- 
eral Represents De Celles 





‘Armed with an impressive petition for 
review and annulment of the 1937 rates 
on compulsory automobile liability insur- 
ance in Massachusetts, Judge Frederick 
H. Chase, representing forty-two stock 
insurance companies writing this line in 
the Bay State, argued the case Tuesday 
before ‘Judge John C. Crosby in the 
Massachusetts Supreme Court in Bos- 
ton. Assistant Attorney General Field- 
ing represented Francis J. De Celles, 
insurance commissioner of the state, who 
has been anything but popular with 
stock casualty company executives since 
he promulgated -rates for the coming 
year which represented a decrease of 
about 6.9% compared with this year’s 
schedule. 5 

The upshot of this first court hearing 
in the matter was that both Judge Chase 
and Mr. Fielding agreed to ask for the 
appointment of a master to hear the 
facts in the companies’ petition for an- 
nulment of the new rates. Thereupon 
Judge Crosby appointed W. H. Hitch- 
cock as master to ascertain such facts 
for the court, 

Chase Seeks Temporary Injunction 

Judge Chase then asked a temporary 
injunction against the order recently 
promulgated by Commissioner of Insur- 
ance De Celles in which he directed 
companies to furnish the rates to their 
agents forthwith for the 1937 policies 
and registrations. 

Judge Chase held that the present sit- 
uation really makes such an order null 
and void, but he argued further that the 
actual injunction would make the situa- 
tion clear and so prevent the rates from 
being forced into effect on actual issu- 
ances of binders until the court has 
passed on the issues involved. He urged 
that this would be all the more desirable 
if the issues to be tried cannot be sim- 
plified and the case thereby hastened, 
and in this connection he stated that 
after every effort he has been unable to 
secure agreement on a plan of simplify- 
ing the issues, without which arrange- 
ment he feared the case might easily 
drag on to the end of the year, when 
the new rates are supposed to become 
effective. ; 

In his argument for an injunction 
Judge Chase declared that Commissioner 
of Insurance De Celles had prejudiced 
the rates prior to the hearing of Sep- 
tember 19, instead of basing his rates 
on the findings after the hearing, and in 
proof of this contention introduced in 
evidence a copy of the press release is- 
sued at the time of the hearing, from 
which he quoted to show that the com- 
missioner’s mind was made up on the 
rates prior to the hearing. Mr. Fielding 
denied the contention of Judge Chase 
and the final result was that counsel is 
to submit briefs prior to next Tuesday, 
when the case will be resumed. 





Central Surety’s Fine Report 


The Central Surety & Insurance Corp. 
of Kansas City reports net operating 
profit for the quarter ended September 
30 amounting to. $119,473, as compared 
with $53,130 for the same quarter last 
year. This was the best quarter in its 
ten-year history. For the nine months 
ended September 30, the corporation 
reported an operating profit of $294,810, 
as against $146,333, in. the. same period 
last year. 
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W. T. Hammer Talks on 
A. & H. Application 


250 AT OPENING LECTURE 





Dr. A. F. Payne Guest Speaker of A. & 
H. Club; Introduced by Floyd 
N. Dull 





Harry A. Usher, Aetna Life, president 
of the Accident & Health Club of New 
York, opened the first of a series of edu- 
cational sales lectures on Monday in the 
Great Hall of the Chamber of Commerce 
with a welcome which rang with sin- 
cerity. About 250 attended, were im- 
pressed by Mr. Usher’s stress on the 
slogan of the course “Knowledge is 
Power” and his application of it to A. 
& H. insurance. His thought was that 
in order to be successful in the produc- 
tion of this line “you must put the 
knowledge we will endeavor to give you 
at these lectures into production power.” 

Wesley T. Hammer, A. & H. superin- 
tendent in the New York office of the 
Metropolitan and Commercial Casualty 
companies, was the first speaker, his 
subject being “Prospect and Application” 
which was well handled. The most im- 
portant questions in the accident insur- 
ance application, he said, are (1) occu- 
pation and duties; (2) whether any 
other accident or health insurance is 
carried “in this or any other company”; 
(3) whether or not applicant has ever 
been declined for accident insurance, or 
“has any such policy been cancelled or 
renewal refused”; (4) whether indemnity 
has ever been received for accident or 
illness. 

One of Mr: Hammer's smart selling 
suggestions was to “select your prospects 
among people whom you would like to 
have as your friends. In that way you 
will reduce the moral hazard to a mini- 
mum.” His talk teemed with helpful 
sales pointers. 

Floyd N. Dull, vice-president, Conti- 
nental Casualty, who is “fathering” the 
A. & H. educational lectures this season 
spoke briefly following Mr. Hammer's 
talk and expressed the appreciation of 
the casualty managers of N. Y. for the 
production results obtained by the A. & 
H. educational lectures last year and 
those anticipated this vear. It was his 
pleasure to introduce the guest speaker, 
Dr. Arthur F. Payne, famous psycholo- 
gist, whose talk on “Introverts vs. Ex- 
traverts” is reviewed on the Big Bill 
page of this issue. 

Leslie W. Winslow, Fireman’s Fund 
Indemnity, chairman of the educational 
committee, closed the conference. 





DISCUSS 1937 A. & H. WEEK 


Under the chairmanship of Harold R. 
Gordon a special committee of promi- 
nent accident and health men met in 
Chicago yesterday to discuss plans for 
the 1937 Accident & Health Week. East- 
erners attending this meeting included 
Leslie W. Winslow. New York City; 
H. E. Kipp, Philadelphia, and Harry 
Prevost, Baltimore. 


Creditors of Internat] 
Re. Getting Dividend 


FIRST DISTRIBUTION OF KIND 





Payment in Keeping with Court-of Ap- 
peals Decision Confirming Sup’t 


Pink’s Plan for N. Y. Claimants 





What is believed to be the first distri- 
bution made in New York State of 
funds realized from deposits made to 
qualify foreign insurance carriers writ- 
ing compensation insurance here is be- 
ing put through this week by Superin- 
tendent of Insurance L. H. Pink in keep- 
ing with the recent decision of the 
Court of Appeals confirming his plan 
for distributing funds to workmen’s com- 
pensation creditors of the International 
Reinsurance Corp. of Dover, Del. With- 
in the next few days these creditors and 
their beneficiaries will receive a divi- 
dend of 50% “approved for payment out 
of the proceeds of funds deposited with 
the Superintendent of Insurance, as se- 
curity for compensation creditors of In- 
ternational Re. pursuant to Section 54, 
Subdivision 7 of the workmen’s compen- 
sation law of this state.” 

Payments now being made will total 
approximately $300,000. Further divi- 
dends under the order of the Supreme 
Court approving and confirming the Su- 
perintendent’s Second Report, Audit and 
Petition dated April 12, 1935, may be 
declared and paid as soon as additional 
cash funds are available. 

A third report dealing with the claims 
of general creditors in New York of 
International Re., Independence Indem- 
nity, Public Indemnity and other insur- 
ers consolidated or merged with any of 
the above companies is being prepared. 


J. W. Downs Testifies In 


Auto Rate Probe in Boston 

New York State’s joint legislative 
committee investigating automobile in- 
surance, headed by Senator: Julius S. 
Berg, held public hearings this week in 
Boston, and one of the chief witnesses 
who gave testimony was John W. 
Downs, legislative counsel for the stock 
casualty companies. One of Senator 
Berg’s objectives was to determine 
whether compulsory auto liability insur- 
ance in the Bay State was related in any 
way to the number of automobile acci- 
dents. Mr. Downs testified that claims 
and losses had increased greatly out of 
proportion to car registrations, since the 
compulsory act was passed in 1926. 

Speaking of cases with which he was 
directly familiar, Mr, Downs said he 
thought compulsory insurance had a 
“psychological effect’ and “apparently 
made persons less cautious.” 

The invitation of the Berg committee 
urging automobile drivers to give their 
views on compulsory insurance created 
did not cause a great amount of inter- 
est. The committee has observed the 
workings of the Massachusetts Rating 
Bureau, and taken testimony from in- 
surance company officials. 
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Four Field Changes 
Made by Aetna C. & S. 


FIDELITY & SURETY BOND DEP’T 





J. 1. Johnson to Chicago; R. H. Possin- 
ger, Los Angeles; J. R. Julien, Dal- 
las, and W. N. Pitts, Denver 





The Aetna Casualty & Surety has 
made four important changes in the 
field personnel of its fidelity and surety 
bond department. 

Joseph I. Johnson has been appointed 
superintendent of the company’s fidelity 
and surety bond department in Chicago 
after having served for the past nine 
years as superintendent in Los Angeles; 
Ralph H. Possinger has been appointed 
superintendent in Los Angeles after 
eight years as superintendent in Dallas; 
J. Ralph Julien has been appointed su- 
perintendent in Dallas after being su- 
perintendent in Denver for the past nine 
years, and William N. Pitts, for the 
past ten years a special agent in the 
company’s fidelity and surety bond de- 
partment in Milwaukee, has been ap- 
pointed superintendent of a similar de- 
partment in Denver, succeeding Mr. 
Julien. 

Mr. Johnson was born in Fulton, N. Y., 
graduated from Syracuse University, and 
joined the Aetna in 1922. After com- 
pleting a home office training course he 
was, in 1923, made a bond special agent 
in the company’s Rochester office. From 
this position Mr. Johnson advanced rap- 
idly, being promoted to superintendent 
of the Rochester department less than 
one year later, following which he ad- 
vanced in successive steps to superin- 
tendent of the bond departments in Den- 
ver, in Dallas, in Los Angeles and now 
Chicago. 

Messrs. Possinger, Julien and Pitts 


Mr. Possinger is a native of West 
Auburn, Pa., and upon completion of a 
business course in 1918 joined the U. S. 
Marines for service in the World War. 
He is a University of Pennsylvania 
graduate, class of 1924, with a degree 
in economics. Mr. Possinger joined the 
Aetna in July, 1924, and after complet- 
ing the home office training course, be- 
came in 1925 a bond special agent in 
Grand Rapids, Mich. In April, 1926, he 
was appointed superintendent of the 
company’s fidelity and surety bond de- 
partment in Harrisburg, from where he 
was transferred in 1928 to Dallas. He 
has held this post until his present move 
to Los Angeles. 

Born in Wamego, Kans., Mr. Julien 
was graduated from the University of 
Missouri in 1925 and joined the Aetna 
organization shortly thereafter, He also 


took the special home office training 
course. He was then appointed a fidelity 
and surety underwriter in the Denver 


office, and two years later, in 1927, was 
appointed superintendent of the Denver 
bonding deaprtment, which post he has 
held until his present transfer to Dallas. 

Born in Albany, N. Y., Mr. Pitts spent 
most of his early life in Garden City, 
Kans. He is a graduate of Garden City 
Junior College and of the Wharton 
School of Finance, U. of P. He joined 
the Aetna in 1924 and after finishing the 
home office training course he also went 
to the company’s Denver office as an 
underwriter. A year later he was trans- 
ferred to its St. Louis office, and in 
1926 was made a fidelity and surety bond 
special agent attached to the company’s 
Milwaukee office. This post he has held 


until his present promotion as _ super- 
intendent of the bond department in 
Denver. 





BUFFALO FAKE CLAIM PROBE 

The grand jury now in session in 
Buffalo has received important evidence 
bearing on alleged fraudulent automo- 
bile claims said to have been collected 
from numerous underwriters operating 
in that field. District Attorney Walter 


C. Newcomb indicated indictments would 
be asked before the jury completes its 
work. 


A. & H. CHRISTMAS PARTY 





Fourth Annual Affair Set for Dec. 10 at 
Hotel McAlpin, N. Y.; Attractive An- 
nouncement H. M. George’s Work 
The fourth annual Christmas party of 

the Accident & Health Club of New 

York will be held Thursday evening, De- 

cember 10, at the Hotel McAlpin, New 

York. Festivities will start promptly at 

6 p. m., followed by a full course turkey 

dinner at 7:30 p. m, There will be all 

star entertainment, expected to equal if 

not surpass the show put on at the 1935 

party. Ticket chairman is Russell F. 

Chapman, Royal Indemnity. 

As first vice-president of the club 
Harold M. George, United States F, & 
G., is in executive charge of arrange- 
ments for the Christmas party. He has 
also given expression to his talent as an 
artist in the attractive announcement 
letter about the affair being sent out to 
club members, and each of these letters 
is individually hand water-colored. 





WOMAN HELD IN SHORTAGE 

Mrs. Elizabeth Mittler, 61, former 
treasurer, Home for the _ Incurables, 
Louisville, recently indicted for embez- 
zlement, returned from Chicago, gave 
herself up on October 24, and held under 
bond of $27,400. The Maryland Casualty 
Co., had paid $12,000 to the home to 
cover that part of the shortage for which 
she was bonded. The woman refused to 
talk, stating that she preferred talking 
in court, She was charged with taking 
$20,879.80 and forging names of two em- 
ployes of the home to checks. 





JOSEPH A. BRADY’S CHANGE 


Joseph A. Brady, well known Philadel- 
phia insurance man who was recently 
connected with the American Casualty 
of Reading, Pa., has been named mana- 
ger of the Philadelphia branch office of 
the Manhattan Mutual Automobile Cas- 
ualty. This company specializes in taxi- 
cab and statutory liability business, 





LOS ANGELES CHANGE 


Marshall M. Wagner has been ap- 
pointed special agent for the Maryland 
Casualty at Los Angeles. He was for- 
merly with the Ocean Accident, and dur- 
ing the past four years has been in 
charge of the bond department of the 
Commercial Union group. 


Aetna C. & S. Graduates 
28th Class of Sales Course 


The twenty-eighth session of the Aet- 
na Casualty & Surety’s sales course was 
brought to a close October 29 with a 
banquet at the Hartford Canoe Club. 

As in previous sessions the course was 
well attended by a representative group, 
including men from these states: Texas, 
Oregon, Kentucky, Maryland, Washing- 
ton, Ohio, New Jersey, Delaware, Con- 
necticut, Mississippi, New York, Penn- 
sylvania, Massachusetts, California, Geor- 
gia, Florida, Idaho and North Carolina. 
To date the number of graduates total 
1,053 with another large class due to 
report November 16. 

The work is so intensive during the 
five weeks period of the course it is 
considered a real achievement for a man 
to lead his class, but in the session just 
ended two men tied for first place with 
an average of 97.5, a new high record 
for the course. The two leaders were 
Albert A. Kaufman of Houston, Tex., 
and Victor R. Taylor of Portland, Ore. 
Arthur Cary of Louisville, Ky., placed 
third. 

Banquet talks were made by Vice- 
President William L. Mooney, Secretary 
Charles G. Hallowell, Assistant Secretary 
Marion A. Bills and Instructor Frank 
W. Potter. Toastmaster was Amos E. 
Redding, field supervisor and instructor 
in charge. 


IN NEW SAFETY POST 

G. L. Van Arsdall who resigned as 
safety director, Denny Motor Transfer 
Co. in Louisville, Ky., to become asistant 
to Lieut. Frank Kreml, director of the 
Institute of Safety of Northwestern Uni- 
versity, Evanston, IIl., was given a testi- 
monial dinner at the Kentucky Hotel 
October 29. He began his new duties 
November 1 by opening a safety school 
at Waterbury, Conn. Before joining the 
Denny company Van Arsdall was a 
member of the Louisville Police Depart- 
ment. 


N. J. CREDIT MEN’S DINNER 

The New Jersey Credit Men’s Asso- 
ciation has invited many insurance men 
throughout the state to attend its annual 
dinner at the Newark Athletic Club on 
next Tuesday evening, November 17. 
Laurence E. Falls, vice-president, Amer- 
ican of Newark, will speak, after which 
the association will conduct an open 
forum. 











Jas. S. Kemper On Investment and 
Other Problems of Casualty Co.’s 


Problems of management, rates and 
investments as they affect stock casualty 
insurance companies were discussed by 
James S. Kemper, president of the 
American Motorists Insurance Co. of 
Chicago before a meeting of agents of 
the company in Philadelphia recently. 
He does not think that the _ per- 
formance of stock casualty companies 
during the depression was a good one 
and after studying the causes for this 
he came to the following conclusions: 

“The more obvious reasons seem to 
be: 1. Failure upon the part of the 
management to keep intimately in touch 
with every phase of the company’s bus- 
iness. 2. Lack of trust responsibility 
on the part of those handling the in- 
vestment of company funds, particularly 
those funds which were in the last an- 
alysis policyholders’ money. 


No Checks on Qualification of Man- 


agement 
“Intelligent management cannot be 
legislated into any business. It is a 
striking fact that in spite of the in- 


creased supervision on the part of in- 
surance departments of those engaged 
in the business as agents or brokers, no 
one has proposed that there be any test 
of management, nor is there any way in 
most states in which poor or even dis- 
honest management can be prevented 








from reentering the business in the same 
capacity even after company failure with 
its attendant loss and disappointment to 
thousands. 

“The fact remains that honest man- 
agement made the error in some in- 
stances of devoting itself to one or more 
particular aspects of the business, leav- 
ing to subordinates important decisions 
that vitally affected the welfare of the 
company. This was partially because 
many heads of companies had come up 
through one branch of the business and 
had reached the senior executive posi- 
tion without becoming as familiar as 
they should have been with the opera- 
tions of the company in all of its de- 
partments. 

“With respect to the investment of 
company funds, it can be said that in 
too many cases stockholders or their 
representatives viewed loss, unearned 
premium and other policyholders’ re- 
serves as their own funds to do with 
what they wished. The temptation to 
speculate with these trust funds for the 
benefit of stockholders apparently was 
too strong, The result is a matter of 
history. 

“The seriousness of the situation has 
been recognized by the Insurance De- 
partment of the .State of New York, 


(Continued on Page 44) 





Home Office Man Now 
An Agent In Newark 

J. A. COUCH, JR., IN ESSEX BLD 

With Aetna Life and Affiliated Comp. 


nies for Past Six Years; Graduate 
of Casualty and Surety Schoo] 








John A. Couch, Jr., for the past six 
years a home office representative of the 
Aetna Life & Affiliated Companies ha; 
resigned to become an agent on his own 
account and will be attached to the 
Aetna Life’s Newark office located in 
the Essex Building. 

A native of Newark, Mr. Couch first 
entered the insurance business as an yp. 
derwriter in the home office of the Com. 
mercial Casualty. In 1925 he joined the 
ranks of the Aetna and two years later 
was made an Aetna “all line” special 
agent travelling out of the company’s 
Newark office. In 1930, he was made an 
Aetna home office representative special. 
izing in the sale of accident and health 
insurance and in this capacity made in- 
numerable friends in all parts of the 
country. A recent issue of the Aetna’s 
house organ featured an article by Mr, 
Couch on “Programming—A Select Way 
to Sell Accident and Health Insurance” 

For the past five weeks, Mr, Couch 
has been attending the Aetna’s intensive 
casualty and surety training course at 
the company’s home office in Hartford, 
In taking up his new duties in Newark 
early this month Mr. Couch decided to 
devote his entire time to selling all forms 
of insurance, including casualty, fire and 
life—also fidelity and surety bonds, 





U. S. F. & G. SCHOOL GRADUATES 


President E. A. Davis Speaks at Lun- 
cheon Party for Students; Dave 
Johnson Attains Highest Rank 


A luncheon party was given to the 
graduating Fall class of the insurance 
school of the United States F. & Ga 
week ago in the Merchants Club, Balti- 
more, at which E, Asbury Davis, presi- 
dent of the company, delivered the prin- 
cipal address. Mr. Davis emphatically 
expressed his disbelief that the young 
men of today have not the same oppor- 
tunities before them that were open to 
ambitious men of the past years. 

Students in the class represented six- 
teen states. The personnel was made 
up not only of men new to the insur- 
ance business, but many who had been 
connected with the business for years. 
All of the field offices realize the op- 
portunities offered by the insurance 
school, and make every effort to have 
available men attend the sessions, 

The studeut who attained the highest 
rank for his work was Dave Johnson, 
Fisher-Brown Insurance Agency, Inc, 
of Pensacola, Fla. 

The next school session will begin on 
January 4. 1937. The instruction will be 
given by specialists trained in the cas- 
ualty, surety, and fire insurance lines. 


Standard S. & C. Gen’! Agent 
Named in Phoenix, Ari 


The Dave Johnson Insurance Agency 
of Phoenix, Ariz. has been appointed 
general agent for the Standard Surety 
& Casualty, according to announcement 
by Merle Smith, manager at Los Ar 
geles. Mr. Johnson has been a res 
dent of Phoenix for the past thirty years 
and has been in the insurance business 
for twelve years. Prior to that he was 
a prominent figure in Arizona_history, 
having been treasurer of the Territory 
of Arizona before it was admitted to the 
Union. Subsequently he was corpora 
tion commissioner of the state. 











NEW OFFICES IN NEWARK, \. 4 

The Employers’ Liability has wae 
office space for its Newark, N. J. brane 
in the Raymond-Commerce building a” 
will take possession early in December 
Feist & Feist, Inc., were the real estate 
agents in the deal. 
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t. Y. Beams Honored 
On 25th Anniversary 


yEW ROYAL INDEMNITY V.-PRES. 





president F. J. O'Neill Toastmaster at 
Luncheon Party; His Loyalty 
and Ability Praised 





T. Y. Beams, who was promoted to 
vice-presidency of the Royal Indemnity 
and Eagle Indemnity several weeks ago, 
was tendered a testimonial luncheon a 
week ago by President Frank J. O'Neill 





T. Y. BEAMS 


on the occasion of his twenty-fifth anni- 
versary of continuous association with 
the Royal Indemnity. For over a period 
of fourteen years Mr. Beams has been 
superintendent of the liability depart- 
ment of both companies and it was in 
recognition of demonstrated ability in 
this post that he was advanced to exe- 
cutive rank in the organization. 

At the luncheon, which was presided 
over by President O’Neill, Mr. Beams 
came in for many compliments from his 
fellow officials and staff associates at- 
tending. It was Mr. O’Neill’s pleasant 
assignment to review Mr. Beam’s quar- 
ter century of service with the company 
and to pay tribute to the ability and 
loyalty which he has shown, the fine 
spirit with which he has shouldered vari- 
ous responsibilities. Following this talk 
Mr. O'Neill nresented Mr. Beams with 
a sterling silver nen and pencil set, suit- 
ably inscribed. 

Mr. Beams entered the insurance busi- 
ness in 1906 as a clerk in the Ocean 
Accident and was soon advanced to the 
lability underwriting department, where 
he remained until his resignation in 1911 
to become associated with the Royal In- 
demnity Co. Mr. Beams has been par- 
ticularly interested in the company’s 
educational activities, and particularly in 
the Royal Indemnity’s lecture courses to 
agents and brokers in the New York 
metropolitan area. 





CHICAGO AUTO THEFTS UP 
_Automobile thefts in Chicago have 
imcreased slowly but steadily for the last 
four months, according to figures from 
the State’s attorney’s office. From a low 
of 254 thefts in June the number has in- 
creased each month to a peak of 317 in 
October, the highest for any month 
since last January. For the first ten 
months of 1936 there have been 2,891 
fats stolen in Chicago, compared with 
°403 in the same period last year. Des- 
bite the small increase now apparent the 
mauler of automobile thefts in Chicago 
s still far below the figures for recent 
Years, the total for 1934 being 12,164 
and in 1932 there were 35,233 thefts re- 
ported. Recoveries are excellent, the 
otal to date this year reaching 3,009, or 


more than 100 over the total reported 
Stolen, 


G. F. MEREDITH’S NEW POST 





Joins U. S. Guarantee in Home Office 
Bonding Dep’t.; With Globe 
Indemnity 13 Years 
George F. Meredith has resigned from 
the Globe Indemnity to join the United 
States Guarantee as an underwriter in 
its home office fidelity and surety de- 
partment. Mr. Meredith has spent the 


past thirteen years with the Globe in its 
metropolitan New York office under 
Vice-President T. J. Grahame, He was 
assistant manager of the fidelity-surety 


department in that office when he re- 
signed. 

A graduate of the University of Penn- 
sylvania Mr. Meredith is a brother of 
the famous Olympic star, Ted Meredith, 
who in 1912 held the world’s record for 
the quarter- and half-mile run. But he 
was an athlete in his own name in 
college having been a member of the 
two mile relay team which held the 
then existing world’s record both indoors 
and out-of-doors. P 

Outside of business Mr. Meredith is 
rated as a good golfer having won the 
President’s trophy of the Casualty & 


Surety Club of New York presented at 
its golf tournament held in June at 
Shelter Rock Country Club, Long Island. 





QUARTERLY DIVIDEND 


Continental Casualty directors have 
declared the regular quarterly dividend 
of 25 cents a share payable December 1 
to holders of record November 16. 





A. D. REID ON COAST TRIP 


A. Duncan Reid, president, Globe In- 
demnity, accompanied by Mrs. Reid, is 
on a month’s trip to California. 
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MARYLAND CASUALTY COMPANY e¢ 


BALTIMORE e¢ 


On Through the 
Wide Range sees 


An elevator plunges down its shaft ...a 
lawyer loses his fortune on the bond of a 
friend . . 
in a serious auto crash . . . excessive bills 
drive a family head to embezzlement .. . 


SILLIMAN EVANS, 





. far from home, a motorist is 


On through the wide range of human and 
mechanical frailties leads a trail of finan- 
cial loss. 


Unforeseen Events—all of them. Oc- 
currences which change and affect the 
course of man’s affairs. Events, how- 
ever, which may be guarded against. 


The Maryland is seeking to spread public 
understanding of casualty and surety pro- 
This year the story of Unfore- 
seen Events, through Time, Fortune and 
other magazines, is reaching 4,000,000 
readers who are your prospects. 


THE MARYLAND 


PRESIDENT 
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Broadened Workmen’s Comp. Act 
Seen In 1937 Sessiori of Pa. Legislature 


By E. S. Banks 


The amazing victory of the Democrats 
in Pennsylvania, giving the Earle Ad- 
ministration control of both the houses 
of the legislature for the final biennium 
of its term, makes it certain that one of 
the first acts of the 1937 legislature, 
when it convenes early in January, will 
be the enactment of the administration- 
sponsored workmen’s compensation act. 
This measure is considerably more lib- 
eral, with a broader coverage and with 
an increased schedule of compensation. 
Together with this bill the legislature 
will also pass the companion occupation- 
al disease supplement to the workmen’s 
compensation act. 

However, it is still uncertain whether 
this particular bill will be the same as 
the one which the administration intro- 
duced in 1935 as it has had a commission 
study occupational diseases and their ef- 
fects for the past year and it is very 
likely that the 1937 measure may be con- 
siderably broader than the previous one. 
The workmen’s compensation bill, how- 
ever, will be the same as that which the 
Kepublican State Senate killed 18 months 
ago. 

Part of Social Legislation Program 


The workmen’s compensation legisla- 
tion will be but a part of a comprehen- 
sive program of social legislation sought 
by the Earle Administration. Included 
among the measures expected to be en- 
acted are elimination of sweat shops, 
and minimum working hours and salary 
scale for women. In a sense, both of 
these proposed bills will have an effect 
on the workmen’s compensation as they 
will increase the liability the companies 
will have to assume. 

In a radio address on election night 
after the Democratic sweep appeared 
certain, Governor Earle told the public 
that these acts would be among the very 
first that he would have enacted by the 
new legislature. 

It is a foregone conclusion that work- 
men’s compensation rates in Pennsyl- 
vania will be increased materially with 
the passage of this legislation. Insur- 
ance men appear to be divided regarding 
the general effect of these bills. All of 
them seem to take as a matter of course 
the fact that the measures will be among 
the first to be passed by the new legis- 
lature but they do not all agree as to 
just what will happen after they are 
adopted. Some appear to feel that the 
companies need not worry regarding in- 
creased loss ratios as the necessarily 
higher rates will offset any increase that 
may occur in the losses. Still others are 
of the opinion that the broadened as- 
pects of the new act, which include com- 
pensation for life both for total and par- 
tial disability, will make it difficult to 
arrive at the proper reserves to set up 
and that it will be far wiser for the com- 
panies to shy clear of the business, let- 
ting it go to the State Fund without a 
struggle. 

As a matter of fact, some of the com- 
panies saw the handwriting on the wall 
several months ago and began to slough 
off their workmen’s compensation busi- 
ness in Pennsylvania. Of course, it must 
be admitted that the experience has not 
been such as to make some of the com- 
panies overly anxious to retain any of 
this line of business. 


Bill Contains Radical Departures 


The new workmen’s compensation bill 
will contain many radical departures. 
Naturally, the schedule of compensation 
will be considerably higher. Where the 
weekly compensation now has a mini- 
mum of seven dollars and a maximum 
of fifteen dollars with a maximum ag- 
gregate of $6,500 and a maximum num- 
ber of weeks of compensation of 500, 
the new law will provide a minimum of 
twelve dollars per week with a maximum 


of twenty-five dollars per week. The 
new measure will have no limit as to the 
number. of weeks or the maximum 
amount that can be paid. The present 
act eliminates the first seven days of 
disability but the new measure will pro- 
vide that if the total disability continues 


for a period of three weeks or more the 
employe will be entitled to receive com- 
pensation for the first seven days of to- 
tal disability. 

The language in the new act will be 
considerably broader in that it will be 
one defining the liability of an employer 
to pay damages for injuries received by 
an employe in the course of or resulting 
from (the latter phrase is new) employ- 
ment. It also changes the elective sys- 
tem to a compulsory system. 


When Employer Carries Own Insurance 


One of the chief changes is in the ar- 
ticle which specifies that where an em- 


ployer seeks to carry his own insurang, 
he must post a collateral trust agree” 
ment of bonds or other obligations of 
the United States, states, or municipalj. 
ties to cover the employer’s “entire oyt. 
standing liability for compensation.” }, 
must also pay $100 fee for a permit and 
where it is a corporation or Partnership, 
the same fee must be paid by every 
member. These permits must be te. 
newed annually with the payment of the 
same fee. The Board may require 
further statements of financial respongj. 
bility at any time and may revoke the 
permit at will. The employer must Dost 
in a conspicuous place the fact that he 








THE Senior Partner looked discouraged. “And just 
when we had stocked up heavily to take care of the 
holiday trade! Whether the police locate the stolen mer- 


chandise or not, we need new stock at once.” 


“Right,” agreed the Junior Partner, cheerfully, “and 
mighty lucky for us that the replacement cost doesn’t 
gnty y P 
come out of the firm! Thanks to one man’s persistence, 


we don’t lose. That policy he sold us covers the cost of 





yGH LUCK 





—but for one man’s persistence 


re-stocking, as well as damages to the premises. Without 
that burglary policy we would have had to borrow to 


replenish our stock.” 


The “one man” of this story was a U. S. F. & G. 
representative—again demonstrating the fact that the 
agent or broker who persists in selling his clients 
needed protection is acclaimed for his persistence 


when a loss occurs. 


Consult your Agent or Broker as you would your Doctor or Lawyer. 
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has workmen’s compensation insurance, 
also naming his company. 

Where an employer has failed to se- 
cure payment of compensation for his 
employes and their dependents, the em- 
love or his beneficiary has the option 
of claiming compensation under the act 
or filing suit for damages. 

If the notice of insurance has not been 
posted and maintained, the employer 
faces a fine of $25 and costs. For fail- 
ure to comply with respect to insuring 
or securing insurance exemption, or fil- 
ing fraudulent statements of outstanding 
incurred liability for compensation, the 
penalty is a fine of not less than $100 
nor more than $300, plus costs. _ Failure 
to pay the fine means a jail sentence of 
not more than three months. “Every 
day’s violation shall constitute a sepa- 
rate offense.” 

So broad is this article that “the de- 
partment by appropriate proceedings 
also shall have the power to enjoin any 
employer from transacting business un- 
less and until such employer shall have 
complied with this section. 

“For the purposes of this section 
minor children working for their parents 
shall be conclusively presumed to be 
emancipated.” 

One of the final sections of the act 
declares that “all of the expenses of the 
department, the board, and _ various 
workmen’s compensation referees in- 
curred in connection with the adminis- 
tration and enforcement of this act and 
paid out of the General Fund of the 
State Treasury” are to be paid by the 
employers or their insurance carriers 
with the department notifying the com- 
panies of the amount of the assessment. 
The assessments are to be paid within 
30 days. 





Maryland Cas. to Retire 


Junior Preferred Stock 


The board of directors of the Mary- 
land Casualty took action a week ago 
toamend the company’s charter so as to 
facilitate the retirement of its junior con- 
vertible preferred stock, series A and 
B, or otherwise to simplify the com- 
pany’s capital structure. It is learned 
that the proposed amendment will be 
given further consideration at the next 
meeting of the board. 


Reflecting reports of a probable re- 
capitalization plan that have been in cir- 
culation in Baltimore financial quarters 
for several weeks, the bid price for the 
Maryland Casualty’s common stock re-* 
cently advanced sharply on the over-the- 
counter market. It is known that the 
rise in security prices, moreover, has 
added substantially to the market value 
of the company’s investments. 

Both the series A and B junior con- 
vertible shares of the company were is- 
sued at $2 a share and are redeemable 
at the option of the company at that 
price, 





Retrospective Rating Plan 
Is Approved in Oklahoma 


The Oklahoma Insurance board has 
approved the retrospective rating plan 
for workmen’s compensation insurance, 
thus making that state one of the first 
to approve this plan. The feeling is ex- 
Pressed that through this method Okla- 
homa will be able to return a great 
volume of compensation business which 
has heretofore gone to non-admitted 
companies, to the channel in which it 
elongs. This view is held by S. W. 
Philpott, board secretary, who said: 


“We see an opportunity for insurance 
to render through this plan unheard of 
Service to assureds. Although not man- 
datory companies and assureds can and 
will take advantage of the retrospective 
jes. The action was taken by the 
board after it had been endorsed by the 
"surance companies affected and after 
tecussing its advisability with commit- 
rd from the state managers of casu- 

ty companies, and from the Oklahoma 
Ssociation of Insurors. 


Mervin L. Lane’s Hoodoo Day Drive 


One of the effective Hoodoo Day cam- 
paigns for accident and health business 
being staged today in New York City 
is that of the Mervin L. Lane agency, 
50 East Forty-second Street, which 
mailed out a few thousand “teaser appeal” 
circulars of its own creation. This agen- 
cy, headed by Mervin L. Lane, is well- 
known in the New York insurance fra- 
ternity; places much of its accident in- 
surance with the Maryland Casualty, and 
stands in second place in volume of 
personal accident insurance produced by 
representatives of that company in New 
York City. Description of the Lane 
direct mail campaign in keeping with 
Friday, the 13th, follows: 

The leaflet is sent first-class mail with 
an inscription on each envelope reading 
“A Thought For Friday, the 13th.” The 
envelopes are blank. The circular itself 
is printed on postal card stock and the 
caption on the cover reads “He Didn’t 
Want Accident Insurance But—.” Upon 
opening the leaflet one finds the follow- 
ing: 


“This Is the Letter He Wrote:” 
October 30, 1936. 
The Mervin L. Lane Agency, 
New York City. 
Gentlemen: 

When you recently issued a policy for my 
consideration, I was impressed with the digni- 
fied and simplified explanation which accom- 
panied it. The plan was so attractive, it prac- 
tically sold itself. I signed the application be- 
cause I felt it was coverage I should have. 

That was three weeks ago. Today, I notified 
you that, in a fall down a flight of stairs, last 
evening, I had fractured my foot. It’s going to 
cost me a few hundred dollars, what with x-rays, 
doctor bills, and similar expenses. The return 
on my investment is not the main considera- 
tion. I find that I really bought “peace of 
mind”—for, now I do not have to worry about 
how I shall manage to pay these bills. The 
insurance company, through its policy, is doing 
that—and I am really tremendously obliged to 
you. Sincerely yours, 

je es 
(Original letter on file in our office.) 


On the last page there appears the 
following sentences: 

“Mail the return card below, at once. and let 
us send you rates concerning this very broad 
and unusual policy. The cost is surprisingly 


low, geared to fit any pocketbook, with premi- 
ums payable to suit your convenience.” 
Below this, the agency name appears 
with a return card forming the bottom 
part of the second page and no postage 
being required for the return card. This 
goes forward with a blotter in two colors 
showing the November calendar with 
“Friday, the 13th” in red and reading: 
“A thought for Friday the 13th. 

A pessimist sees disaster in every op- 
portunity; an optimist sees opportunity 
in every disaster, Accident insurance 
protects you every day.” 





ZURICH SPECIAL AGENT 


Geo. E. Telfair has been appointed 
special agent for the Zurich at Los An- 
geles. Mr. Telfair has been actively 
engaged in insurance work in Southern 
California for the past twelve years. For 
the last five years he has been special 
agent for the Maryland Casualty. 





THOMAS J. TYNE DEAD 


Thomas J. Tyne, vice-president and 
general counsel, National Life and Acci- 
dent, died in Nashville November 1. He 
was 67; a well known attorney; had 
served in the Tennessee House of Rep- 
resentatives. He was stricken with a 
heart attack while riding in a taxicab. 








Current Underwriting 


conditions in casualty insurance indicate to 
the alert agent the value of the direct re- 


lationship with Company Executives afforded 


by the Bankers Indemnity Insurance Company. 


BANKERS INDEMNITY 
INSURANCE COMPANY 


NEWARK, NEW JERSEY 


Casualty Affiliate of The American Group 
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A. & H. Club “Amateur Night” Show 
In N. Y. Makes Successful Debut 


The Accident & Health Club of New 
York gave its membership a pleasant 
surprise last Thursday night when the 
first All Star Amateur Night perform- 
ance was staged by some twenty mem- 
bers under the directorship of Harold M. 
George, United States F. & G., who is 
first vice-president of the club. The 
show was put on following dinner and 
i. had all the trimmings of the famous 


E. Boes, Lawrence E. Dunn, George 
Philippi, George Hubbard and Samuel 
Whyte, who played the piano accompani- 
ment. In act 3 A. H. Schroeder and 
William C. Jeffrey, both of the Ocean 
Accident, did some amazing tricks of 
inagic. 

Then came the Hillbillies, largest act 
of the show, its participants being Wes- 
ley Hammer, Metropolitan Casualty and 





Standing, Il. to r. 


Hamilton, broker; Harold M. George, U. S 


John Mott, Metropolitan Life; A. H. Schroeder, Ocean Acci- 
dent; Louis D. Muller, L. D. Muller Agency; Julius Ullman, W. L. Perrin & Son; 
Andrew J. Mountrey, Standard Surety & Casualty; Harry Usher, Aetna Life; 
Leland Camp, Aetna Life; Dr. Wm. Miller, physician; Wesley Hammer, Metro- 
politan and Commercial Casualty Co’s.; Joseph Zimmerman, secretary to Dr. Miller. 

Sitting, |. to r. Frank Byrne, W. L. Perrin & Son; Warren Rehman, U. S. F. 
& G.; Fred Boes, Metropolitan Life; Samuel Whyte, Metropolitan Life; Edward 


Larry Dunn, Metropolitan 


Life; George Philippi, Metropolitan Life, and George Hubbard, Metropolitan Life. 


radio show which Major Edward Bowes 
has presided over so capably—even the 
wheel of fortune and familiar gong. An- 
drew J. Mountrey, Standard Surety & 
Casualty, took the role of the Major and, 
as usual, gave a fine performance. As 
the accompanying picture indicates both 
he and other members of the cast were 
professionally costumed and made up 
for their respective roles. 

The crowd was in a receptive mood 
for a good time as the curtain rose on 
the first act after Director George had 
introduced “Graham MacNamee” and he 
in turn presented the Major. With the 
orchestra playing “Amos ’n’ Andy” music 
an insurance skit was presented by 
Julius Ullman, W. L. Perrin & Son, as 
Axel Dent of the Settin Sun Insurance 
Co., and L. D. Muller, head of his own 
agency, as I. M. Zick. Both were in 
black-face. 

A quartet of Metropolitan Life boys 
made up the second act and they were 
introduced as “The Gas House Four.” 
Their selections, enthusiastically  re- 
ceived, were Jerusalem Morning, Bells 
of St. Mary and Home on the Range. 
Members of the quartet were Frederick 





General Reinsurance Corp. 


Shares Being Distributed 
Dissolution of the General Alliance 
Corp. has been completed and the Gen- 
eral Reinsurance stock formerly held by 
General Alliance is now being distributed 
to former holders of General Alliance. 
More than 81% of the stock has been 
exchanged and delivered under the plan 
of reorganization. 

As a result of the corporate reorgan- 
ization of which the dissolution of Gen- 
eral Alliance was a part, General Rein- 
surance Corp. now holds more than 95% 
of the stock of the North Star Insurance 
Co. The liquidation value of General 
Reinsurance stock as of September 30 
was somewhat over $50 per share. 


Commercial Casualty; Frank A. Byrne, 
W. L. Perrin & Son; Warren R. Reh- 
man, United States F. & G.; John Mott, 
Metropolitan Life, aided by the quartet 
of the Metropolitan Life. A _ novelty 
number called “Pee Wee and his Dum- 
my” was introduced as act 5 which fea- 
tured Edward H. O’Connor, assistant 
secretary, United States Casualty, and 
Edward Hamilton, insurance broker, who 
sat on Mr. O’Connor’s knee and “sassed” 
him and members of the audience at will. 

The final act portrayed Harry A. 
Usher, Aetna Life, president of the club, 
in the role of “Mae East” and her bud- 
dies—Dr. William Miller, physician; Le- 
land Camp, Aetna Life, and Joseph Zim- 
inerman, secretary to Dr. Miller. The 
closing song was Harvest Moon, sung 
by the entire cast. 

For the dinner arrangements Fred G. 
Burgoyne, Maryland Casualty, was the 
chairman. 





CONTRACT BRIDGE WINNERS 


Best scores in the third contract bridge 
tournament of the New York Bridge 
League’s Fall season, held recently in 
Hotel Pennsylvania, N. Y., were made 
by the following: W. A. Earl and A. B. 
Brindley, Hartford A. & I.; B. W. Fisk 
and C G. Roth, National Surety Corp.; 
A. V. Hansen and T. W. Buckley, Amer- 
ica Fore; Fred Reilly, National Bureau, 
and Harry Lees, U. S. F. & G.; E. L. 
Kemble and H. F. Halliday, Zurich; H. 
A. Payne and Leonard Peterson, Home 
of N. Y.; A. Paschkoff and L. M. Ad- 
ams, Insurance Co. of N. A.; E, P. 
Smith and J. F. Kett, Norwich Union 
Fire, and U. S. Atkinson, Great Amer- 
—, and W. F. Watson, American Home 
fire. 





N. Y. VISITORS 
J. P. Hacker, vice-president, and Ed- 
ward Moseman, counsel, both of the 
Standard Accident, were New York City 
visitors this week. 


Jas. S. Kemper 
(Continued from Page 40) 


which in the last four annual reports has 
strongly urged greater restrictions and 
higher standards for the investment of 
unearned premium and loss reserves. 
Investment Problems Serious 

“Unless we can impregnate the in- 
vestment policy of stock insurance com- 
panies with the realization that the re- 
serves are policyholders’ reserves ac- 
cumulated from policyholders’ contribu- 
tions and that as policyholders’ reserves 
they are trust funds in the highest sense 
of the word and should be treated as 
such, we may be faced with legislation 
which will prohibit the organization of 
insurance companies on the capital stock 
plan, or, in lieu of that, will permit such 
organization only when definite provi- 
sion is made for capital stock require- 
ment, under conditions fair alike to 
stockholder and policyholder. 

“I am quite frank to admit to you 
that today we are unable clearly to chart 
an investment course and I can also say 
to you frankly that I do not think we 
shall be able to chart a course until we 
have a beticr picture of the future fiscal 
policy of our Government. 

“The lack of confidence with respect 
to a long term bond position was very 
clearly evidenced in a recent survey 
made by a New York institution. The 
following question was propounded: The 
present major bull market for long term 
bonds must change to a major bear 
market sooner or later. Approximately 
how soon, in your judgment, will such a 
reversal of long term trend take place? 
It may be said that the majority were 
of the opinion that the present bull mar- 
ket on long term bonds would not last 
much over two years. 

Politics and Rate Making 

“Rate making in casualty insurance 
should on every count be non-political. 
It is unfortunate that other considera- 
tions have too often prevailed. It is too 
much to hope that we could possibly 
achieve a rate structure and practice 





PAYROLL AUDITOR 


desires new connection. University graduate. 
Now employed. Over ten years general in. |’ 
surance experience. Broad field experience in 
all liability lines subject to audit with large 
eastern iple line company. Willing to 
travel. 
Box 1284 The Eastern Underwriter, 
94 Fulton St., New York. 














that would be absolutely equitable, but 
it does seem too bad that we cannot 
have a reasonable degree of insurance 
department supervision that is not too 
much affected by political considerations. 

“We have had a number of instances 
in the past decade where authorities 
charged with the responsibility of ap. 
proving or disapproving casualty insur- 
ance rates very frankly admitted that 
they were unable to act in accordance 
with clearly indicated propricties of a 
given situation because of pending elec- 
tions or some other purely political con- 
sideration. This means in effect that 
the states which approach the subject 
fairly must carry the burden for the 
states in which politics prevent proper 
rate regulation. 

“The agents in the states where con- 
siderations other than equity have pre- 
vailed know far too well the penalty 
that has been placed upon them in the 
effort of the companies to collect a net 
rate that at least approaches adequacy. 
Certainly it is to the interest of every 
agent to extend every effort to see to it 
that rate supervision in his state be di- 
vorced so far as possible from any po- 
litical consideration.” 





TEACHERS WANT COVERAGE 

The Newark, N. J., Teachers’ Associa- 
tion is supporting the proposed enact- 
ment of a law to enable boards of educa- 
tion to insure teachers against liability 
for class-room accidents. The Newark 
group will attempt to have the New 
Jersey State Teachers’ Association go 
on record in favor of such legislation 
when that group holds its annual con- 
vention in Atlantic City from November 
13 to 16 





Ass’n of Insurance Company Buyers 
Expanding Program and Membership 


An organization has been formed in 
Hartford with the title, Association of 
Insurance Company Buyers, for the pur- 
pose of exchanging ideas and informa- 
tion on office planning, expense control 
and purchasing, and also to promote bet- 
ter understanding and good fellowship 
among the members. Officers who were 
recently elected are as follows: 

President, B. G. Allen, Hartford Acci- 
dent and Hartford Fire; vice-president, 
Edwin Johnson, Massachusetts Mutual 
Life; secretary, W. B. Joyner, London 
& Lancashire Indemnity; treasurer, J. 
P. Camp, Phoenix Mutual Life; execu- 
tive committee, C. M. Bell, Massachu- 
setts Bonding & Insurance; A. W. John- 
son, State Mutual Life, and Henry Ger- 
rish, Hartford Steam Boiler Inspection 
& Insurance. 


Membership will be restricted to in- 
dividuals directly associated with in- 
surance companies or service organiza- 
tions of insurance companies. The asso- 
ciation has been functioning informally 
for the last three years and at recent 
meetings papers were read on mainten- 
ance of mechanical office equipment, 
purchasing of paper and envelopes, and 
purchase of office chairs. 


“The association does not plan,” says 
W. B. Joyner, secretary, “to deal with 
syndicate buying or similar methods of 
break established market practices, but 
will study legislation regulating sales 
practices in order to cooperate more 
fully with and uphold fair practices and 
fundamentals regulating the success of 
American business. It is felt that in the 





pursuit of this policy on the part of 
the association much good will can be 
reflected toward its members. Through 
standardization, manufacturers may be 
in a position to serve better the needs 
of the insurance business.” 

Any company interested in securing 
further information with respect to the 
Association of Insurance Company Buy- 
ers may communicate with Mr. Joyner 
at 20 Trinity Street, Hartford. 





Not Required to License 
Newsboys as Accident Agents 


The Michigan attorney-general’s de- 
partment has advised Commissioner John 
C. Ketcham in an informal opinion that 
the law pertaining to agents’ licenses 
does not require that newsboys collect- 
ing premiums on accident policies issue 
through newspapers shall be licensed as 
agents. The issue was submitted for 
opinion, it is understood, by the Inter- 
Ocean Casualty, which wished to sell 4 
“two-cents-a-week” limited accident 
policy through the Detroit Times or- 
ganization. ; 

It was pointed out that the definition 
of an agent in the statute is “a person, 
firm or corporation acting under written 
authority from an insurance company 
and/or writing and countersigning poll- 
cies of insurance and collecting pre 
miums therefor.” The legislative intent 
probably was to make the power 10 
“write and countersign policies” the de- 
termining factor as to agency status 
rather than the clerical function of col 
lecting premiums, it was held. 
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Salvation Army : 
Operates 1,977 corps and | 
institutions in the United : 
States, meeting the needs 
of sinning and suffering 
humanity, from pre-natal | 
: care to old age. 7 
| | | 
Remember : 
The Salvation Army in your 
7 Christmas benevolences and 
| Remember 
: The Salvation Army in your 
, will. 











ii 
THE EASTERN 










































Make Checks Payable to The 
Salvation Army and Send to 





Commissioner Edward J. Parker 
National Secretary 


122 W. 14th St., New York City 
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On the Production “Firing Line” 








Sales Drama Depicting Value of 
Fidelity Bonds Staged In N. Y. City 


Participants Were Members of Sales Committee in Current 
Production Drive for This Line; Audience Largely 
Composed of Producers 


A sales demonstration depicting the 
value of fidelity insurance was the cen- 
ter of interest at the recent third con- 
ference in the New York fidelity bond 
production campaign. It was a one act 
playlet of three scenes in which the par- 
ticipants were the following who consti- 
tute the sales committee of the cam- 
paign: W. E. Snyder, Columbia Casualty, 
taking the role of president of a_print- 
ing company; William Twamley, Nation- 
al Surety Corp., as office manager of the 
Snyder Printine Co.; J. R. Rooney, In- 
demnity Co. of North America, as_the 
insurance broker; Thomas I. Hall, Em- 
ployers’ Liability, as the printing firm’s 
bookkeeper, and W. R. Ehrmantraut, 
New York Casualty, as the claim ad- 
juster. 

The drama unfolded by this cast of 
surety experts was the familiar one of 
a trusted employe embezzling a large 
sum of money, which was discovered 
just as a note for the same amount was 
coming due at the bank. The trusted 
employe, whose part was taken by Mr. 
Twamley, had skipped town at a critical 
time but surety company investigators 
put on the trail picked him up in El 
Paso, Texas. Luckily, the loss to the 
printing company was covered under a 
$10,000 position bond, purchased for a 
relatively small premium but actually 
creating a reserve of $10,000 against the 
unforeseen contingency which occurred. 

H. A. Kearney Gives Object Lesson 

What might have happened if the firm 
had not been protected by a fidelity 
bond was impressively told by Harry A. 
Kearney, Hartford Accident, who was 
chairman of the conference. At the con- 
clusion of the playlet Mr. Kearney sum- 
marized: 

“You have witnessed what might well 
happen to almost any employer. Here 
we had a small printing concern on the 
brink of disaster, and it was the bond 
and only the bond that prevented other- 
wise inevitable bankruptcy. There is an 
important lesson to learned from this 
playlet and that is, that the human ele- 
ment is nothing to gamble with. It is 
such an uncontrollable factor that the 
only safe medium is fidelity insurance. 
The gentlemen performed so well that I 
can see that the sririt of Mr. Belasco 
remains.” 

There was keen appreciation by an 
audience made up largely of producers 
as the first scene presented the success- 
ful consummation of a sale by the insur- 
ance broker despite the objections made 
by the trusted office manager. But once 
the printing company’s president had 
made up his mind that it was good busi- 
ness for him to spend $179.50 a year in 
premiums to cover not only present em- 
ployes but every additional employe he 
might be adding to his staff that year, 
he felt satisfied that he was making no 
mistake in buying. The second scene, 
taking place eighteen months hence on 
a Monday morning, took the audience 
into the private office of the firm’s presi- 
dent. The grief that he felt in the news 
of his office manager’s embezzlement 
was well depicted as was the bookkeep- 
er’s excitement over the discovery that 
his books had been “doctored.” Some re- 
lief was expressed when the bank agreed 
to extend the time of the note’s due date 
by five days but worry was uppermost 
until the insurance broker arrived on 
the scene. 

After that the pace quickened as the 


broker notified the insurance company’s 
claim adjuster, and he in turn promised 
a quick but thorough check-up of the 
books and a search for the missing of- 
fice manager. As the third scene opened 
President Snyder is telling his book- 
keeper “If we don’t get this thing set- 
tled we are apt to be embarrassed, I’m 
afraid we are on the spot.” Then Mr. 
Rooney, the broker, and Mr. Ehrman- 
traut, the claim adjuster, arrived bring- 
ing the disappointing news that Twam- 
ley, the office manager, who was the 
president’s personal friend as well as 
trusted employe, had been found to be 
the embezzler. “We have gotten a com- 
plete confession from him,” said Mr. 
Ehrmantraut. 


Rooney Hands Over $10,000 Check 

The “big moment” of the third scene 
came with Mr. Rooney’s presentation of 
the insurance company’s check for 
$10,000 to Mr, Snyder and the subse- 
quent speech by Mr. Ehrmantraut. Here 
it is: 

Mr. Rooney: Mr. Snyder, before I 
hand you this check for ten thousand 
dollars, I want to tell you that I think 
this company has done a splendid job. 
Mr. Hall, you will testify that your 
books were in pretty bad shape, were 
they not? 

Mr. Hall: For twenty-seven years I 
have been auditing books and called my- 
self something of an auditor, and I have 
never yet seen a set of books so suc- 
cessfully juggled as these were, and un- 
til the last entry was made, I did not 
know there was a defalcation, 

Mr. Rooney: This is not a new ex- 
perience. 

Mr. Ehrmantraut: No; you know, you 
might call us claim men or surety com- 
pany auditors of auditors. We go around 
all the time and find books all mixed up 
and a shortage, and the bookkeeping 
department don’t know how to straigh- 
ten it out, so most of our people have 


studied accountancy and they go into the 
matter and help straighten them out, and 
help find out the real facts. 

There is one thing here, Mr. Snyder, 
that is that you have been rather for- 
tunate in that this bond has been in 
force for about two years. Our records 
show that the average employe after en- 
tering the service works some seven 
years before he starts to steal and that 
on the average for three years and one 
month he corttinues his peculations be- 
fore it is discovered, In this case, as 
you have only had your bond for a 
couple years, you are fortunate that this 
man’s peculations seem to have begun 
at least in the last few months. 

You know, an interesting thing in the 
consideration of this case—it often makes 
me think—here you have a man who 
went on working for years, honest. 
keeping his family and working hard and 
doing things that the average fellow 
does, and suddenly he seemed to get 
into a mental state—it is hard to under- 
stand—they start to steal, and this man 
happened to do it, apparently, after 
years of honest service. Suddenly he 
went insane and started taking your 
money. In fact, you might say that a 
fidelity bond covers insanity. 

Mr. Rooney: Mr. Snyder, I don’t like 
to believe that Bill Twamley is crazy, 
but I have known him for twenty years, 
and I am awfully sorry that he had to 
be the one, Anyhow, this check proves 
what we talked about originally, that 
fidelity bonds, while not in every in- 
stance preventing losses, promptly pays 
them. They really are vital. Aren’t they, 
Mr. Snyder? 

Mr. Snyder: I will admit that. 1 am 
certainly glad to receive this payment. 
It saves us from a very embarrassing 
situation, I don’t mind telling you. I 
thank you for your promptness, Mr. 
Hall. will you take care of that note 
now ? 

Mr. Hall: Certainly. I would just like 
to ask one question. Is the fidelity bond 
still in force? 

Mr. Rooney: It is still in effect and 
covers every one of your employes with 
no additional premium necessary. 

Mr. Hall: I will agree with you that 
fidelity borids pay. 





RHODE ISLAND ASS’N MEETING 

Members of the Rhode Island Asso- 
ciation of Insurance Agents will hold 
their annual meeting and dinner next 
Tuesday evening, November 17, at the 
Turks Head Club in Providence. Gen- 
eral Counsel Walter H. Bennett of the 
National Association will be one of the 
speakers and President George I. Park- 
er of the state association will preside. 
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We have no 7-year-old prodigy on the 
string but never having failed to reduce 
loss ratios regardless of risk size, location or 
classification—casualty loss control problems 
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Says Big Bill 


(Continued from Page 21) 


of ours. Recognize this important fact, 
and also that both types are likeable. 
Learn to recognize the introvert and the 
extravert and govern your actions ac- 
cordingly. 

6. Always Respect and at Least Ap- 
pear To Be Interested in the Loyalties 
and Loves of Others. If you would have 
other people like you, appear to be in- 
terested in their love of music, golf, ete, 
Respect their loyalties to their political 
party, religion, race. If you show disre- 
spect for the loves and _ loyalties of 
others you will not only make them dis- 
like you: you will make enemies of them, 

7. Bring a Feeling of Security. Don’t 
be a “Gloomy Gus” about the future of 
our country; the state of business; the 
state of matrimony. You know very 
little about the real situation anyway. 
Don’t get people to worrying about the 
future or about anything else, if you 
want them to like you. Carry with you 
everywhere an air of security and satis- 
faction and leave a little of it with every- 
one. If you do this you need not worry 
about people not liking you. 

8. Help the Person With “the Will to 
Live” to Express Himself, All people 
have an inner conflict between “the will 
to live” and “the will to die.” When 
you meet a person dominated by “the 
will to live” help him to express himself 
in this world as it is today. Help him 
to get on by encouragement, suggestion 
and praise. 

9. Sympathize With the Person Dom- 
inated by “the Will to Die.” Do not tell 
him there is nothing the matter with 
him and to “snap out of it”—that is, if 
you want him to like you. Sympathize 
and be patient with these people. En- 
courage them to win their conflicts. 
Strengthen them in their desire not to 
surrender. 

10. Realize That All People Are Gre- 
garious. Psychologists say that all peo- 
ple want to belong, to join, to be one of 
the crowd. If you are talking to one 
person or two persons, make it easy for 
the third and fourth persons to join the 
group. You like to belong to a group 
and so do others. If you will draw other 
people into the group and make them 
part of it, they will like you and you 
will feel happier. 





NEW TRIAL FOR SILVERMAN 

Max Silverman, Newark, N. J. bail 
bond agent, convicted last December in 
the Essex Common Pleas Court on 4 
larceny charge, has been granted a new 
trial through a decision of the New Jer- 
sey Supreme Court. In reviewing Sil- 
verman’s conviction the court said: 

“We think that the motion for direc- 
tion of verdict in favor of the defendant 
charged in the indictment should have 
been granted and that the refusal was 
an error. 





W. A. Hubbard has been elected chait- 
man and A. R. Melhuish vice-chairmat 
of the London Insurance Committee 10F 
the ensuing year. 
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Organized 1875 
ACCIDENT AND CASUALTY INSURANCE COMPANY 
OF WINTERTHUR, SWITZERLAND 
111 JOHN STREET 
NEW YORK 
United States Branch 
Statement January 22, 1936 
ASSETS 
U. S. Treasury Bonds and Notes $1,390,291.54 
Other Bonds 484,505.00 
Stocks 137,543.87 
Accrued Interest 16,519.07 
Cash in Banks 1,037,080.82 
$3,065,940.30 
All Securities taken at Market Value January 22, 1936. 
LIABILITIES 
Voluntary Contingency Reserve $ 565,940.30 
Statutory Deposit, New York 850,000.00 
Net Surplus above Deposit . . . 1,650,000.00 
Surplus to Policy Holders . 2,500,000.00 
$3,065,940.30 
NEAL BASSETT 
United States Manager 
111 JOHN STREET, NEW YORK 

























































































A HARTFORD PERSONAL “’‘CHECK’’ BOOK 


“A check that will prevent your /osing $1000 is just as good as 
getting a $1000 check in the mail, isn’t it? That is what this is 
—a book of “stop loss checks” designed to protect your money 
and property— perhaps to prevent the loss of everything 


you own.” 
Quoted from introduction to 


Hartford Personal “Check’’ Book 


We shall be glad to send a copy to any licensed insurance agent or broker. 


HARTFORD ACCIDENT and INDEMNITY COMPANY 


HARTFORD «© CONNECTICUT 
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